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Mostly About People— 


Across The 
Editor's Desk 


TRIP TO MICHIGAN — 


IT wAs our pleasure recently to 
be the guest of several of our 
friends in a trip through Michigan. 
Austin Saunders, president of the 
Union Telephone Co., Owosso, 
served as host to Allen Crane, Chi- 
cago, and the writer on a tour of 
their Michigan properties. After 
this tour and a few hours on Mich- 
igan’s famed Au Sable River the 
party increased to include Jim Van 
de Vusse, Ted Dawson and Bert 
Ruffner and Herbert Wettlauffer, 
formerly of Michigan Bell but now 
an executive and officer of the 
Wettlauffer Engineering Corp. The 
latter was our host for a short so- 
journ into Canada for the weekend. 
Michigan is showing remarkable 
gains in its telephone coverage of 
the state. 


| NEBRASKA PIONEERS MEET — 


CoNGRATULATIONS to B. J. Siev- 
ers, Lincoln, Nebr., who has just 
finished his term as president of 
the Frank H. Woods Chapter of the 
Independent Telephone Pioneer As- 
sociation. The annual banquet of 
the Chapter was held during May 
which is the highpoint of the Chap- 
ter’s year. The 12th annual re- 
port to members has been issued 
and it reflects a nice growth for 
the Chapter under the presidency 
of Mr. Sievers. M. C. Walker is 
the new president of the Woods 
Chapter for the association year 
beginning July 1. 


| NEW DUTIES FOR JOHN REED 


Joun S. Reep, Plant Methods 
Supervisor of the Lincoln (Nebr.) 
Tel. & Tel. Co., and well known as 
an exclusive writer for TELE- 
PHONE ENGINEER publications, 
has been made Associate Editor of 
the Lincoln Telephone News, the 
monthly magazine of the Lincoln 
company. Mr. Reed is nationally 
known for his articles in this mag- 





azine and is well qualified for the 
additional duties he has accepted. 
A new series will appear in an early 
issue authored by this well in- 
formed author. 


HOBBY CORNER — 


ApD TO HOBBIES of prominent 
telephone men the name of Harry 
Bates, Dixon, Ill. Harry is a de- 
votee of high fidelity music repro- 
duction and has installed in his 
home the latest in “hi-fi” equip- 
ment. When Stromberg-Carlson 
announced its latest high fidelity 
equipment Harry immediately be- 
gan his planning and installation of 
the music reproducing materials in 
his home. What with speakers, 
tuners, record-changers, etc. Harry 
is busier than a model railroader 
with junior’s equipment. 


GOOD WORK IN IOWA 


THE MATERIALS furnished by the 
Small Company Committee of the 
Iowa Independent Telephone Asso- 
ciation to its members for use in 
the conversion program in ex- 
changes of any size is indeed a 
work of much value to Indepen- 
dents. The material gives sug- 
gested information to be included 
in the telephone directory, instruc- 
tions on how to use dial telephones 
and the timing of these instruc- 
tions, suggested letters for use in 
advance of test calling and later 
just prior to the cut-over. 


REYNOLDS TAKES STEP UP — 


Our Joun G. REYNOLDS, man- 
aging editor of all TELEPHONE 
ENGINEER publications has been 
named Editor of the Telephone 
Composite Catalog &Buyers’ Direc- 
tory, the yearly publication that 
has just been completed and mail- 
ed. John has also been made As- 
sistant Vice President of the Tele- 
phone Engineer Publishing Corp- 
oration. 
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FOR LOW COST DEPENDABLE OPERATION 


in every type of telephone service 


Service records prove the extra long life, extra 
low maintenance costs, extra power of Exide- 
Manchex batteries. There’s a size and type for 
every application in telephone operation . . 
for central office and private branch exchange 
equipment .. . for other applications requiring 
a reliable source of power. 


Exide-Manchex batteries offer better service 
... longer life, for these reasons: 


POSITIVE OPERATION: Dependable performance 
for all telephone exchange requirements. 


ADEQUATE RESERVE POWER for emergencies beyond 
normal needs. 


Exide-Manchex is your best battery buy for all telephone services 


LOW OPERATING COST: Extremely low internal 
resistance. 


LOW MAINTENANCE COSTS: Water required about 
once a year. No change of chemical solution 
needed during life of battery. 


LOW DEPRECIATION: Sturdy, long-life construction, 
which includes the exclusive manchester posi- 
tive plate. 


GREATER CAPACITY ina given 
amount of space avoids over- 
crowding of equipment. 

i tf * 
Various sizes and types of 
Exide Batteries are available 
in plastic containers. 





THE ELECTRIC STORAGE BATTERY COMPANY, Philadelphia 2 ¢ Exide Batteries of Canada, Limited, Toronto 


BATTERIES 


“Exide” and ‘‘Manchex” 
Reg. T.M. U.S. Pat. Off. 


roe é8S 
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HUBBARD TANDEM 


TRANSPOSITION BRACKETS 


Hot Galvanized 





No. 9277 


No. 9278 


= Tandem Transposition Brackets are 
universally used by the largest telephone companies in con- 
junction with transposition insulators. The transposed lines are 
crossed on a single bracket employing two pins, and mounted 
above the arm. Brackets are mounted sufficiently loose to swing 
freely during the operation of transposing the wires, and 
tightened when the job is finished. Tandem Brackets are nor- 
mally used in lines having a span length of 150 feet or more. 
No. 9277 is used on straight lines or those with a “pull” of not 
more than 15 feet. No. 9278 is used where the “pull’ is from 


15 to 50 feet. 
















Bands—Guy Protectors—Guy Clamps 
PoleStruts—Clips—Straps—Hangers 
Carriage Bolts—Rings—Transposition 
Brackets—Eye Bolts—Pole, Corner and 
House Brackets—Guy Hooks—Strain 
Plates—Storm Guy Straps—Lags—Ma- 
chine and Hubeye Bolts—Sidewalk Guys 
REA Telephone Hardware 


UNDERGROUND 
Cable Racks—Manhole Ladders and Steps 
Pulling-in Irons—Expanding Anchors 
Cable Shields—Screw Steelwing Anchors 
Anchor Rods—Ground Rods and Clamps 


HUBBARDannCOMPANY 


CHICAGO + OAKLAND, CALIFORNIA 


PITTSBURGH 
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‘Tid Bite 
“Hobby Hunting?” 

Ir So, GERALD CarLTon of 
Chandler, Okla., has one you 
might like to try. He recently 
wrote to the Shawnee, Okla., 
business office: “My hobby is 
memorizing the Shawnee tele- 
phone book and, having just 
moved to Chandler, I’d_ like 
the latest edition of the Shaw- 
nee directory to memorize.” 
The directory was sent to him 
by return mail. 


“Pink Lightning” 


PinK LIGHTNING accompan- 
ied a recent early morning 
storm at Fulton, Mo., to the 
distress of night operator Mrs. 
Helen Brothers and wire chief 
Neal Powers. Thunder woke 
Powers about 2 a.m. and he 
rushed to the telephone office 
to stand by in case of emergen- 
cy. When he arrived, Mrs. 
Brothers was trying frantically 
to clear switchboards that lit 
up with as many as 150 per- 
manent signals at each light- 
ning flash. Signals could be 
cleared only by plugging into 
each flowing circuit. 


“Just A Record” 


In CoLtumBus, OH10, a tele- 
phone operator reported that 
she didn’t get a chance to ex- 
plain to a man who mistakenly 
thought he had dialed a number 
to get the time of day by tape 
recording. 

The angry man ignored the 
girl’s attempted explanation, 
shouting: “You can’t argue 
with me, you're just a record,” 
and hung up. 


Doctor’s Dilemma 


Dr. THEODORE R. Van DELL- 
EN, who writes a column for 
the New York Daily News, was 
asked whether men over 50 
should wear suspenders or belt. 
Dr. Van Dellen, after seriously 
considering the problem, sol- 
emnly replied by way of his 
column, “Whatever holds up 
the trousers.” 
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THANKS TO 
BATTERY POWER! 


All standby batteries are not alike. Gould Planté is different. 





It is the only battery available today with positive plates of 


pure lead—plates that enable the battery to renew itself as it 





floats. Whether you need a powerful surge or a steady flow, 





: Specify 
Gould Planté has abundant power in reserve, ready THE GOULD PLANTE 
; . The Aristocrat of 
for emergencies today, tomorrow or years from now. Stationary Batteries 


GOULD MWousteal BATTERIES 


GOULD-NATIONAL BATTERIES, INC., TRENTON 7, N. J. 


Always Use Gould-National Automobile and Truck Batteries ©1953 Goud-National Botteries, Inc. 
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SO EASY TO INSTALL 


The principle of split grommets used in RT&E's new type 
MP cable terminal permits the cable to be looped into 
the terminal . . . the outer cable jacket and sheath peeled 
away, inside the terminal . . . a small segment of insula- 
tion removed from the pairs to be connected to the face 
plate . . . the entire operation completed without cutting 
or splicing the cable. 


SO SIMPLE TO MAINTAIN 


RT&E's new type MP cable terminal not only eliminates 
cable splicing but allows full access to all cable pairs. 
It's a simple procedure . . . just swing open the face plate 
and all cable pairs are available for testing, checking or 
reconnecting without reopening the cable. Truly a great 
time, labor and money saver. 


WRITE TODAY 
FOR BROCHURE Sold through Leading Distributors 


632 N. EIGHTH ST. BRANCH PLANT: 
MILWAUKEE 3, WIS. & Q. WAUKESHA, WIS. 
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Fortnightly TELEPHONE ENGINEER | TELEPHONE ENGINEER avo Vj anagement 
ON THE 


ts?’ OF EACH MONTE ON THE 1Sth OF EACH MONTH 
NEWSLETTERS on Alternate Weeks 


July 15, 1953 


Dear Sirs 


Strongly urging that use of radio communications service for con- 
struction, maintenance, or repair of telephone facilities be provided 
for in special industrial radio service, Rural Electrification Admin- 
istration & National Rural Electric Cooperative Association recommended 
last month in filings with FCC that electric organizations with agree- 
ments with telephone co-ops to build & maintain their telephone 
facilities be eligible to carry on such operations in power radio service. 


NRECA pointed out that "At the present time, rules of the (FCC) do 
not provide for licensing of radio equipment for use in construction, 
maintenance, & repair of telephone lines & appurtenant facilities by 
cooperatives, associations, public bodies, corporations, or other 
organizations engaged in providing telephone service to general public." 
REA filing was closely similar in all respects. 


Association added recommendation that "radio communication facil- 
ities between base stations & mobile units, & between mobile units & other 
mobile units engaged in construction, maintenance, & repair of tele- 
phone facilities are as vital to efficient operation of a telephone 
system as is use of such communication services to electric, steam, gas, 
& water systems. It is submitted that this is especially true in rural 
areas where borrowers of Rural Electrification Administration operate & 
where alternate types of communication are generally unavailable." 


Paul A. Walker, only remaining "charter" member of FCC, completed 38 
consecutive years of public service in regulatory field June 50, when he 
wound up 19 years & his most recent seven-year term on Commission & was 
honored by FCC staff at reception. 


Commissioner Walker, retiring from federal government at the age of 72, 
with completion of his term on FCC, was appointed by President Franklin 
D. Roosevelt to commission when it was established in 1934. He began 
his service in regulatory field in 1915 as counsel to Oklahoma Corporation 
Commission, & was named member of that agency in 1930 & chairman a year 
later. Previously, he was in educational field for 6 years, as high 
school principal & member of University of Oklahoma faculty. 


During his early membership on FCC, Commissioner Walker was Chairman 
of Telephone Division from 1934 to 1937. He served as FCC Chairman for 
about a year, beginning in Feb., 1952. 
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Issue of higher telephone rates in New Mexico will be decided by state 
Supreme Court, following action by state's highest tribunal in refusing 
to grant Attorney General injunction to halt further collection of new 

rates of Mountain States Tel. & Tel. Co., it was indicated last month. 







Meanwhile, increased rates, put into effect by Mountain States Tel. 
& Tel. under state law, will be covered by bond, as requested by court. 
Hearing was completed before New Mexico Corporation Commission June 
13, with commission later declining to approve company's proposed rates. 
According to established legal procedure in New Mexico, rates could 

be put into effect 30 days after they were filed, & this took place June 25. 














* * s 








Subcommittees of US Independent Telephone Association (USITA) Toll 
Compensation & Settlements Committee, to deal with extended area service 
matters with Bell System companies & to carry on separations studies of 
Independent companies to assist in toll compensation discussions, were 
announced last month by W. Roy Jarmon, pres. of General Telephone Co. 

of Northwest and chairman of committee. 













Extended Area Subcommittee is composed of Col. William C. Henry, 
Northern Ohio Tel. Co.; Ranford Dunlop of the Gary Group; and Warren B. 
Clay, Hutchinson (Minn.) Tel. Co. R. W. Shriner, Peninsular Tel. Co., is 
chairman of Separations Subcommittee, & other members are A. W. Lambert, 
California Water & Tel. Co. ; Paul Taskmet, Gary Group; H. W. Pike, General 
Tel. of Ill. 3; and Allan R. Stace, Sunland-Tujunga Tel. Co. of Calif. 

















* * * 









80th year of communications service to Greater Cincinnati area was 
commemorated July 5, by Cincinnati & Suburban Bell Tel. Co. and its 

subsidiary, Citizens Tel. Co., which operates telephone service in 5 
northeastern Kentucky counties. Four score of years has been marked by 
steady achievement & progress in furnishing best available communica- 
tions service to all customers. 














* . 





* 





In another move toward simplification of its requirements, par- 
ticularly for small companies, FCC last month changed its rules regarding 
posting or publishing of notices relating to discontinuance or reduction 
of service by common carriers. Change eliminates prescribed form, & 
merely sets forth type of information required to be pulished. US Inde- 
pendent Telephone Association had pointed out that wording of prescribed 
notice sometimes left members of public with the unjustified belief that 
service was to be abandoned. 











DIED: Rudolph Kebling, 58, employe of Telephone Repair & Supply Co., 


Chicago. 
; —_ 


Ray W. Smith, Editor 
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PHILCO MICROWAVE: 


Like a Super-Highway in the Sky, 
Philco microwave gives broad, clear 
communication channels, free of 
interference and interruption. 
Super-high frequency Philco micro- 
wave with Philco multiplexing 
equipment—either frequency or 
time division—offers wide band 
channels up to 3300 cycles and cir- 
cuit design which provides freedom 
from cross talk and distortion. 


Philco microwave is easily expanded 
to 24 voice channels, each divisible 
into 16 sub-channels for telemeter- 
ing, control circuits, teletype cir- 
cuits or any other signalling needs. 
These channels are in the high- 
antenna gain, interference-free 
6000-7500 me. frequency range 
which encompasses adjacent com- 
mon carrier, government and 
industrial bands. 


Philco microwave has the highest 
power output of any equipment in 
the 6000-7500 me. frequency range. 
Philco brings common carrier reli- 
ability and long-range economy to 
industrial communications. 


Look to Philco to answer your 
multi-channel communications 
requirements. 





GOVERNMENT & INDUSTRIAL DIVISION - PHILADELPHIA 44, PA. 


YOUR JULY, 


Reinet 
SUPER-HIGHWE 


For Complete Information Write to Department TE 


PHILCO corporation 
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KELLOGG'S Electronic Ringing Generator @ SUPERIOR FLEXIBILITY AND PERFORMANCE 
: an * ; me Sova PhaET inoing @ Each Frequency a separate unit, independent 
supplies ringing electronically! All ringing Toe cae 


frequencies are continuously available to the operator © Ringing velvenisiiadepeliaatio aiaellaiies 
and may be applied instantly either singly or each frequency. 
all at one time — no interrupter is required. @ Ringing frequencies completely independent of 
; a a frequency of power source. 
Operating from a 105-125 volt, 60 cycle commer- . 
cial power source, 1€ accomplishes the @ Operates from commercial power source. No 
same function as five frequency pole changer drain on exchange baftery. 
sets, rotary ringing equipment and other types of 
y 81ng equip YP nel since plug-in components and individual 


ringing converters without the use of mov ing _ chassis for each frequency may be changed in 
parts! It will prove well worth your time to write > less than a minute. 
cola atldamtetiolacsetateleh @ No special test instruments are required. 


Mkioce 


@ Basic frequency units interchangeable. 


@ May be maintained by inexperienced person- | 


9° 






sees An Associate of International Telephone 
and Telegraph Corporation 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
Sales Offices: 79 West Monroe Street, Chicago 3, Illinois 






























Improve Your System with Copperweld. = Non- 
Rusting Line Wire provides the best con- 
ductance of any high strength conductor 
Has great streugth for safe, long-span lines 
—plus the ruggedness to withstand severe 
weather. COPPERWELD STEEL CO. 


Brings to Telephony the Finest and Most Depend- 
able Ringing Generator! Outstanding features 


of “BC” Sub-Cycle—instant starting, regu- 
lated voltage, fixed frequency output, and 
DC path for superimposed ringing. Made by 
LORAIN PRODUCTS CORPORATION. 


Lasts 307% Longer! 


for SUPPLIES 


Well-stocked inventories of guaranteed line supplies are feteatae| ; 


in Kellogg warehouses located in Chicago, Kansas City, Dallas, 


™ 


San Francisco, and St. Paul. Order from the warehouse nearest 


you and be assured of prompt deliverie 


5. 


e The following nationally-known manufacturers of supplies for the in- 


dependent telephone industry are 
ative Advertising Campaign. 


American Creosote Works, Inc. 
Ansonia Wire & Cable Company Ke 


John Bean Division 
Food Machinery and Chemical 


Corp. 
Bishop Manufacturing Corporation 
E. D. Bullard Company 
Continental Cross-Arm Co., Inc. 


Cook Electric Company Ra 


Copperweld Steel Company Ra 
Diamond Wire & Cable Company Re 
The Electric Storage Battery Company M. 


Everstick Anchor Company 
General Insulated Wire Works, Inc. 
Gould-National Batteries, Inc. 


W. A. Hammond Drierite Company 


Long service life and 


participating in the Kellog Co-oper- 


Indiana Steel & Wire Company 


ster Solder Company 


Lorain Products Corporation 


National Carbon Company 


A Division of Union Carbide 
and Carbon Corporation 


National Telephone Supply Company 


Newman Manufacturing Company 


y-O-Vac Company 

ytheon Manufacturing Company 
liable Electric Company 

M. Rhodes & Sons Company 


RT&E Co. 
Schauer Manufacturing Corp. 
Telkor, Inc. 


Vulcan Electric Company 





For Use with Cable Spinners, is Crapo GalfOng Lije 


low plant costs go hand-in-hand with the 
installation of ENDURPRENE—The Neo- 
prene Drop Wire available in Copperweld 
and bronze. Flexible, easy to handle. GEN- 
ERAL INSULATED WIRE WORKS, INC. 





vanized Steel Lashing Wire. Heavily-gafine Po 
vanized; .091” diameter, comes in 325-P0roug 
coils. “Stainless-Steel” Lashing Wire is al@fOTE \ 
available in .045” and 0.65” diametemfXtra q 
INDIANA STEEL & WIRE COMPANY. Brvicc n 


= 


: a} 
ST. PAUL. MINN. ran) 
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KANSAS CITY, MO. 


SAN FRANCISCO, CAL. 
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Send Your Next 
Order For 


Supplies tle 


Kewuoce. 


AN ASSOCIATE OF INTERNATIONAL TELEPHONE 
AND TELEGRAPH CORPORATION 1663 Mission Street 


BRANCH WAREHOUSES 
AND OFFICES: 


6000 W. 5Ist Street 
CHICAGO 38, ILLINOIS 





4501 Truman Road 
KANSAS CITY 1, MISSOURI 





SAN FRANCISCO 3, CALIF 
KELLOGG SWITCHBOARD AND SUPPLY COMPANY inn ke decane 
GENERAL SALES OFFICES: 79 W. MONROE ST., CHICAGO 3, ILL. Midway Area 


ST. PAUL, MINNESOTA . 
sates a 


Oe LOS ANGELES 13, CALIF, PORTLAND'5, ORGON’ DALLAS 7, TEXAS For Plastic Covered able — the new Cook 
P-L-X Cable Terminal is simple to install 
— designed for maintenance free operation. 
Front of unit opens down for working 
ease. No stubbing, no splicing, no potting 
makes it simpler and economical. Made by 
COOK ELECTRIC COMPANY. 





Galfng Lite Expectancy is built into Southern The Expanding Plates and Spreader Arms of Ev- Your Battery Problems Are Solved when you 
y-gegine Poles and Crossarms. Carefully and erstick Anchors insure 100% safety and put Gould Plante’ and Flote’ Batteries to 
325-@Porouchly treated by AMERICAN CREO- maximum holding power under excessive work. Unique features of design cut main- 


is al#OTE WORKS, INC., these poles have the strain. Ribbed base plate allows anchor to tenance and charging costs, lengthen life 
netemxtra durability required for dependable be locked solidly on rod. Quickly installed. and reduce replacements. Made by GOULD- 
Y.fPrvice under toughest climatic conditions. Made by EVERSTICK ANCHOR CO. NATIONAL BATTERIES, INC. 


ies 











GUIDE POSTS— 


TELEPHONE 
INDUSTRY 


Otol: 


“Vital news is not what has happened. Vital news 
is what is going to happen.”"—F. Lundberg 


TELEPHONE DEMAND CONTINUES 


. . because people like to talk you can expect 
demand for telephones to continue. Present demand 
is keeping the industry working full time and AT&T 
President, CLeo F. CRAIG, says “We can’t see at 
the present any diminution in the rate of growth.” 
According to Craig demand for new installations 
now is 3 per cent greater than a year ago. He can’t 
see a saturation point anywhere in the immediate 
future — even at a gain of more than two million 
telephones a year. 


BUSINESS ACTIVITY 


16 


. we have talked with many who have said, “/t 
can’t last — we're in for a slump...” But that 
pessimism isn’t reflected in current reports on bus- 
iness activity. Examples: — 

(1) Production and distribution of goods as well 
as other aspects of the economic system have 
continued at near the peak which is 10 per 
cent above the high level of a year ago. 

(2) Factory output is currently making the best 
showing of all business indicators — better 
than 10 per cent higher than it was a year 
ago. 

(3) Manufacturers are receiving larger amounts 
of new orders than they were a few months 
ago. Orders are not up to high level of two 
years ago but are 5 per cent larger than last 
year. 

(4) Construction expenditures are 10 per cent 
above 1952 levels. 
penditures broke all records for that month 
and soared to a new high of $2,500,000,000. 


In May construction ex- 


(5) Demand for new homes continues high — ap- 
proximately 1,000,000 will be started this 
year. 


(6) Total employment is steadily rising. Num 
ber working is 1,000,000 above a year ago. 
Census Bureau says more than 61,300,000 


persons are now employed. Income _pay- 


ments are currently estimated to be at an an- 
nual rate of about $282,500,000,000 — up 
about 8 per cent above °52. 


WAGE DEMANDS 


you can expect wage demands to continue. 
For the 8th time since World War II organized labor 
is driving again for wage increases and improved 
fringe benefits. In the postwar years the unions 
have employed, successively or in combination, five 
principal justifications for their annual demands for 
wage increases and other benefits: — 

(1) Need to maintain take-home pay as overtime 

declined after the war. 

(2) Corporate “ability to pay” as measured by 

“excessive” profits. 

(3) Increased productivity. 

(4) Need to keep pace with rising living costs. 

(5) Need to maintain or bolster purchasing power 

as a means of preventing depression. 

Each year they have based demands on whichever 
arguments seemed to offer the best chance of success, 
in the prevailing economic climate; and when the 
climate changed the argument has changed with it. 
Thus they have wanted higher hourly pay when 
people were working longer hours, but higher weekly 
pay when the work week was declining. They 
argued that employers could pay more out of alleged 
“savings” resulting from curtailment of overtime 
after the war, although during the war they had 
claimed that‘overtime resulted in “savings” through 
lower cost production. They demanded higher 
wages when living costs were rising, as in 1947, 
1948, and 1950, and higher fringe benefits when 
living costs were falling, as in 1949. 

These tactics, in an environment of full employ- 
ment, have paid off. A recently issued chart, com- 
paring indexes of hourly earnings and weekly earn- 
ings of manufacturing workers as reported by the 
U.S. Bureau of Labor Statistics with consumer prices 
or cost of living, shows that both during the war 
and postwar periods wages gained substantially over 
living costs, representing a rise in “real” wages for 
workers covered in the survey, with a large increase 
in fringe benefits to boot. 


GENERAL TEL. LOOKS AHEAD 


. General Tel. Corp. estimates earnings at $4.00 
a share “or better” for 1953, President’ DonALD 
Power told the Los Angeles Society of Security an- 
alysts recently. 

And here’s why:—(1) Average earnings a share 
for 12 months ended Mar. 31, 1953, were $1.11: 
(2) toll settlements during 1953 will provide Gen- 
eral Tel. additional revenue of about $5,593,000. 
Of this amount $3,260,000 will be realized annually 
by General Tel. Co. of Calif. from its new inter- 
change contract with Pacific Tel. & Tel. Co., while 
$2 million to $2.3 million is expected to be provided 
anually as a result of settlement of re-allocation of 
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toll revenues between Independents and Bell System. 
Other forecasts made by General Tel’s president 
were: — (1) Estimated wage increases for 1953 will 
total $1.5 million to $2 million; (2) system-owned 
telephones will number about 1,658,000 compared 
with 1,576,315 as of Mar. 31, 1953 — (about 72 per 
cent of these telephones will be dial, compared with 
70 per cent on Mar. 31, 1953, and 52 per cent at end 
of 1948); and (3) gross additions to the system’s 
plant in 1953 will cost about $70,575,000 making 
estimated total telephone plant value of $422 mil- 
lion. 


DIVIDEND PAYMENTS 


. since the beginning of °53, non-manufacturing 
industries, the finance, railroad and public utility 
groups, have been refuting the gloom mongers. In 
May they backed up their optimism with facts and 
figures. 

While Department of Commerce reported corpor- 
ate cash dividends were lower in May, 1953, than in 
May, 1952, the non-manufacturing groups boosted 
dividend payments substantially from the first five 
months of 1952. Communications industry paid out 
$1,000,000 in May to boost its total dividend pay- 
ments for first five months of °53 to $249,500,000 
from $216,100,000 reported for first five months of 
"one 

Share expansion was almost entirely responsible 
for the 15 per cent rise in communications disburse- 
ments, Department of Commerce said. 

Here’s how communications disbursements lined 
up with other non-manufacturing industries. 


MAY* 5 MOS. TOTAL* 

1953 1952 1953 1952 
Electric Light & Power 51.8 50.1 310.9 287.5 
Gas 9.6 9.3 53.9 50.9 
Railroads 3.1 3.3 116.5 102.5 


0.8 249.5 216.1 


Communications 1.0 
*Reported in millions of dollars 


YOU CAN COUNT ON 


(1) An increase in First Class postage from 
3 cents to 4 cents that will add dollars to your oper- 
aling expenses. 

.. (2) Hearing more about a new Social Secur- 
ity Plan that will base all payments on the individ- 
ual’s best 10-year earning’s record instead of averag- 
ing lifetime earnings. 

(3) Continued dispersion of industry from 
big cities to small communities. The trend has been 
developing since 1940. Since then almost 40 per 
cent of reported industry expansions were located 
in cities with more than 100,000 population. Slightly 
more than one-third was in towns of 10,000 to 
100,000. About one-fourth of the total expansions 
were located in communities of fewer than 10,000 
people. 

(4) Speedier processing of rate increase ap- 
plications to promptly provide rate relief. Trend is 


Please Turn to Page 20 





You Will Hear More About — — 


T. V. ANTENNA SERVICE 


. you'll be hearing more about the community 
television antenna idea. Right now the idea is grow- 
ing into a big service industry, approaching the 
status of a public utility and is attracting multi-mil- 
lion dollar investment capital and promising sub- 
stantial returns. The idea has mushroomed into a 
erowth industry by advancing into 163 United States 
communities where television reception is limited or 
difficult. 

The town of Harrisonburg, Va. pioneered this type 
of installation. It started when the Blue Ridge 
Television Corp. was organized by owners of the 
Harrisonburg radio station who realized that re- 
sidents would not be able to get good reception of 
video programs from Washington or Richmond, 
only 100 airline miles away. 

The fact that some video fans had erected costly 
and elaborate antennas gave Blue Ridge the cue. 
It built a master antenna on a five-acre spot, strung 
coaxial cables on telephone poles throughout the 
city of 11,000 inhabitants and had an easy job sell- 
ing service. 

The initial hook-on charge to each Blue Ridge 
client was $130 and the monthly service rate $3.78. 
In Fayetteville, Ark., the Trans-Video Corp. extended 
25,000 feet of cable at a cost of 40 cents a foot to pro- 
vide video reception from Tulsa, Okla., 120 miles 
away. 

In Williamsport, Pa., it required nine months for 
five crews of five men each to hang 110 miles of 
cable. It took six weeks, with one crew, to wire 
Montpelier, Vt., at a cost of $3,000 per mile. The 
total investment in Montpelier will be $45,000 against 
a total high so far of $250,000 in a single installa- 
tion. 

The initial hook-on fee has been standardized at 
around $125.00 and the monthly fee for three-channel 
service has been set at $3.50. About $1.00 of the 
$3.50 is paid to the company whose poles are used. 

Recently the Williamsport, Pa., system reported 
1,400 subscribers. Figuring $125 as the cost of the 
hook-on the operation already has a return of 
$183,500 on its capital investment of $31,000, of 
which $7,000 was for the antenna. All of the current 
systems in operation have a total subscription of 
about 100,000 clients. 

Equipment of the antennas is supplied by the 
Jerrold Electronics Corp. of Philadelphia. It is 
headed by 40-year-old Mitton J. SHapp who started 
with $500 capital five years ago. Jerrold (Shapp’s 
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A new complete somniing at North 
All-Relay CX aati ts is now 
on the press. Ask for your copy. 
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Jof a Lifetime 





North All-Relay switchboard, 
typical of installations for un- 
attended operation. North sys- 
tems are made in sizes from 
10 to 10,000 lines. 


If you are close to the operation of a modern telephone company you are well 
aware of one indisputable fact .. . 

When you install a telephone switchboard it's for better or worse the rest of 
your life. Just as in any lifetime association, the right way is to make a careful and 
honest selection with which you know you can be happy ever after. 

You want it to LIVE long, HONOR your obligation to subscribers and REPAY your 
investment. Take time then to compare and to make a selection that, given a rea- 
sonable amount of attention, will never let you down. Make certain that as addi- 
tions mark the passing years you can be proud to have them in the likeness of your 
original choice. In other words, picking the basic system should be a once-in-a- 
lifetime matter. 

Of course all of these fancy words don't prove the real point. So, we would like 
a chance to show you some down-to-earth telephony that does prove you don't 


go wrong with... 








o 


XCHANGE 






THE NORTH ELECTRIC MANUFACTURING COMPANY 


655 South Market Street, Galion, Ohio, U.S.A. 
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Concluded from Page 17 
* * * * * * * * * * 


slow in spots, but good in others. The California 
Public Utilities Commission points with pride at 
its speed in processing rate increase applications. In 
past 20 months, California commission required an 
average of less than three months per case to grant 
“offset rate increases” to compensate companies for 
wage increases, tax rates, etc. Recently, E. F. Mc- 
NAUGHTON, director of the commission’s utilities di- 
vision, told the New York Society of Security Analysts 

- “If a company’s credit is injured by a drop in its 
income before rate relief can be authorized it later on, 
prompt rate relief is therefore in the best interest not 
only of the investor but of the company .. .” 


FCC REPORT ON 57 CARRIERS 


... for Jan., 1953, shows upward movement in 
all figures. FCC tabulation, based on currently re- 
ported data of 57 carriers accounting for over 90 per 
cent of the gross operating revenues of the telephone 


industry, showed following results: - 












JAN. JAN 
1953 1952 
(IN (IN 
THOUSANDS) THOUSANDS) 





PER COMPANY 
TELEPHONE 
1953 1952 










ITEM 


Number of telephones 42,116 40,127 
Originating toll 

messages* 155,978 152,417 
Local calls, completed 


& uncompleted 6,135,696 5,966,064 








OPERATING REVENUES: 


Subscribers’ station 
revenues $208,669 $187,354 $4.95 $4.67 


Public telephone 
revenues 13,447 11,553 .32 .29 


Local private line & 













sundry revenues 3,184 2,831 .08 .07 
Message tolls 124,327 115,814 2.95 2.88 
Toll private line & 

sundry revenues 8,429 7,600 .20 19 
Sundry miscellaneous 

revenues 15,926 13,629 .38 .34 
Uncollectible operating 

revenues — Dr. 953 961 .02 .02 

Total operating 

revenues 374,578 339,151 8.89 8.45 









OPERATING EXPENSES & TAXES: 
Maintenance expenses 74,787 69,943 1,78 1.74 



















Depreciation 35,218 32,943 84 81 
Amortization of tel. plant 
acquisition adj. 1 1 
Traffic expenses 73,444 68,166 1.74 1.70 
Commercial expenses 33,379 30,320 79 76 
General office salaries 
& expenses 24,120 21,715 oF 54 
Operating rents 3,249 2,936 .08 .07 
Relief & pensions 14,933 13,243 36 .33 
General services and 
licenses 101 24 
All other operating. 
expenses , 1,281 1,104 .03 .03 
Provision for Federal 
taxes on income 38,506 32,472 91 81 
Other operating taxes 30,052 27,572 71 .69 
Total operating 
expenses & taxes 329,071 300,074 7.81 7.48 
Net operating 
income 45,507 39,077 1.08 .97 
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TELEPHONE ENGINEER'S 


INDUSTRY 


STATISTICS 


Key Telephone Industry Figures For The 
Guidance of Telephone Company Executives 


TELEPHONES, CENTRAL OFFICES and 
COMPANIES, MAR. 31, 1953 


CENTRAL 
TELEPHONES OFFICES COMPANIES 
BELL SYSTEM . 39,957,000 °!) 6.930........ Zl 
CONNECTING . 
NON-CONNECTING 4,000 18 ; 2 
TOTAL U. S. 48,711,000 ‘4) 19,911... 5,283 
(1) Includes 31,749,000 telephones served from Dial System 
Central Offices, but excludes 137,000 private line 


telephones. 

(2) Includes 1,280,000 company telephones of the Southern 
New England and Cincinnati & Suburban Bell Telephone 
Companies. Of the total of about 85,300,000 telephones 
in the World, approximately 82,000,000 can be con- 
nected, except for restrictions resulting from the war, 
with any Bell or Bell Connecting telephone. 

(3) Does not include about 60,000 connecting rural or farmer 
lines or systems (about 16,900 directly connected), the tele- 
phones of which are included in connecting telephones. 

(4) Estimated number of households with telephones as of 


8,750,000 (2): 10,963..__5,250 (3) 
December 31, 1952 was 30,350.000. 















CONVERSATIONS 


AVERAGE DAILY CONVERSATIONS 

3 MONTHS ENDED MAR. 31. 1953 
EXCHANGE TOLL TOTAL 

CONVERSATIONS CONVERSATIONS CONVERSATIONS 


BELL SYSTEM ..149,779,000......6,095,000 ‘')....155,874,000 
TOTAL U. S. ......182,625,000......6,375,000 _......189,000,000 
() Includes completed toll messages originated at connecting 
telephones, routed in part over Bell System toll lines. 






EXPENDITURES FOR 3 MONTHS ENDED MARCH 31, 1953 
TOTAL ———— 
NEW CONSTRUCTION OPERATING EXPENSES OPERATING 
(EST.) (INCLUDING TAXES) TAXES 


$317,000,000 _ $937,369,000 _— $197,134,000 


PAYROLLS FOR 3 MONTHS ENDED MARCH 31, 1953 
BELL SYSTEM INCLUDING W. E. CO. 


AND BELL.TEL..LABORATORIES 
$681,795,000 


BELL SYSTEM 


BELL SYSTEM EXPENDITURES 
$545,125,000 





ENGINEER & MANAGEMENT 























EMPLOYEES 


MALE FEMALE TOTAL 
EMPLOYEES EMPLOYEES EMPLOYEES 


BELL SYSTEM ... 199,483 (!) 388,516 (2)... 587,999 


WESTERN ELECTRIC... 73,435. 31,996 105,431 
BELL TEL. LAB. ........ 6,166. 1,984 8,150 
BELL SYSTEM INCL. 

W.E. CO. & B.T.L.....279,084 422,496 701,580 
TOTAL U. S. 

(TEL. COS. ONLY) 232,000 452,000 684,000 


(1) Of these 167,034 in Plant Department. 
(2) Of these 269,775 in Traffic Department. 








REA LOAN AUTHORIZATIONS 
AND ALLOCATIONS, MAY 31, 1953 
LOAN AUTHORIZATIONS AS OF 


FISCAL END OF NUMBER OF TOTAL 
YEAR AMOUNT MONTH BORROWERS AMOUNT 


1950 ...$ 25,000,000... June 1950 17 $ 3,426,500 
1951 . 32,500,000... June 1951 113 41,255,009 
1952 25,236,718... June 1952 190 82,260,718 
1953 35,000,000....Mar. 1953 222 111,925,218 

Apr. 1953 218 113,604,218 


TOTAL 117,736,718....May 1953 218 114,354,218 





REA LOAN AUTHORIZATION BY 
TYPE OF BORROWER, MAY 31, 1953 
TYPE OF NUMBER OF TOTAL 
BORROWER BORROWERS AMOUNT 


COOPERATIVES Sus 111 $ 77,683,000 
COMMERCIAL COMPANIES 107 36,671,218 


TOTAL ... win G $114,354,218 


Applications on hand as of May 31, 1953 
Number of Applicants 493 
Amount $107,592,522 


PER CENT 
70 





“Good Times” Earnings 
1926-1929 


“Good Times" 
BUT 


Recession Earnings 
1937-1938 


— +s 


Recession Earnings 


1947-1952 


2 


The Bell System’s return on capital this postwar period of record- 

high business has been lower on the average than its return in 

the 1937-38 business recession. The above chart tells a revealing 
story. 


Antenna Service 
Concluded from Page 17 


w 
middle name) now supplies the equipment and 
planning know-how for community antenna systems. 
backed by the financing of J. H. Wuitney & Co. 
of New York. 

Mr. Shapp envisions another AT&T on his horizon. 
He already has a personal investment in nine com- 
munities, and, in addition, his company is supplying 
the master antennas for video viewers in New York 
and other metropolitan centers, which obviates their 
tinkering with clumsy indoor aerials or violating 
their rental agreements by hanging antennas out the 
windows. He supplies the equipment for apartment 


house central receiving systems. 


“Ghosts” In The Picture 


There are some “ghosts” in the community  in- 
vestment picture, however. First of all, holders of 
FCC licenses might raise the doctrine of “inherent 
rights” to their signal and restrain the re-broadcast 
of it. But the community antenna people contend 
they are not broadcasting a signal — they are merely 
selling an antenna service. 

Legal minds are divided on the issue as usual. 
One camp says that the Federal Communications Act 
is too vague on which to form an opinion. Another 
camp says it might find recourse under the Copyright 
Laws. The FCC Act prohibits any broadcasting sta- 
tion from rebroadcasting the program of another 
station without the express authority of the originat- 
ing station. 

Another legal gimmick is the property easement 
laws of the several states and the doctrine of emi- 
nent domain. A first essential to get into the master 
antenna utility business is to obtain a city council 
franchise, just as would any telephone company. 

Next it is necessary to negotiate easement rights 
for use of telephone poles because, in mose cases, 
there must be a 52-inch clearance between the tele- 


phone wire and the power lines. 


“On The Bright Side” 


On the bright side is the fact that, while FCC 
has thrown open the licensing of TV stations in the 
U. S. few investors are willing to risk capital where 
the necessary advertising revenues are uncertain. 
The opinion of one economist is that a community 
must do from $37.5 to $50 million annually in retail 
sales to insure safe return. 

Independent telephone companies may have a big 
stake in this new business. They operate in many 
of the “marginal” communities where there are few 
community antenna systems. One promoter has 
mapped as his target 500 localities in the next two 
years. It is anticipated that many of these new sys- 
tems will use the poles of Independent telephone 
companies . . . You'll be hearing more about com- 
munity television antenna . at a buck a pole it 
may pay you to listen. 
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MM. Manager — 
7 


Why go out in the open market and 
seek a man to handle your cable 
plant construction? 


Why not train one of your present men this 


specialized phase of construction and main- 


tenance? 
. or possibly you would like to brush up 


on the latest methods yourself! 


We are going to publish a modern TRAINING COURSE, 
“CABLE PLANT CONSTRUCTION” 
in coming issues of TELEPHONE ENGINEER & MANAGEMENT 


This up-to-date training course has 
been prepared by John S. Reed, na- 
tionally known telephone engineer, 
for exclusive appearance in TELE- 
PHONE ENGINEER publications. It 
is not available in book form and 
probably won’t be for many months 
to come. 


“CABLE PLANT CONSTRUC- 
TION” has been written in easy-to- 
understand english, profusely illus- 
trated by drawings, tables and pic- 
tures so that even a beginner can 
grasp the ideas quickly and easily. 


The course will appear in chapter 
form in nine successive issues of 
TELEPHONE ENGINEER with each 
chapter having a series of review 
questions at the end to aid the stu- 
dent in reviewing his understanding 
of the chapter or lesson. These ques- 
tions are planned. to be of value to 
the individual or for use if a class is 
being trained. (Each person studying 
the course should have his own in- 
dividual magazine and should keep 
them in sequence to refer back to 
from time to time). 
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4 This training course is not for sale — it is just one of 
ij © Cost.. « the many special features of value to telephone men 
appearing in every issue of TELEPHONE ENGINEER & MANAGEMENT. In other 
words all you have to do to get the complete training course “Cable Plant Construc- 
tion” is to be a regular reader of TELEPHONE ENGINEER & MANAGEMENT. 
Averaging more than 100 pages per issue you will get news and views of the tele- 
phone industry, read questions and answers from telephone men, see new products, 
new equipment, etc., etc., in 12 big issues per year for less than a penny a day. 





If you are not a subscriber to TELEPHONE ENGINEER & MAN- 
AGEMENT—Send in your order TODAY! Only $3.00 per year. 


If a class is being formed order a subscription for each man. 


COUPEE TECUOEEEEDOO COCR ECEGUDEU ECE EEE ETE 
SUBSCRIPTION ORDER BLANK 


TELEPHONE ENGINEER & MANAGEMENT 
7720 Sheridan Road, Chicago 26, Illinois RES oy eran ita icine baat 
I am interested in the coming course “CABLE PLANT CONSTRUCTION” as 


well as the other regular features included in each issue of Telephone Engineer 
& Management. Here is $3.00 covering one year’s subscription to Telephone 
Engineer & Management. Send it to — 


ts 


THT 


Name (Please Print) 


eee ee reese eee e eee eee ee seeeeeeeeseeee 


= Type of work you are now doing 
TTT 


SUUUUUUUURURUGUUUEOUERUCEEDNGOES 
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J switchboard instalation 
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the choice 1s ACCURATE AUTOMATIC TOLL 
TIME CALCULATING AND RECORDING 


Because they quickly save many times their initial cost, 
CALCULAGRAPH permanent printed records eliminate 
switchboard detail work, speed service. Accuracy-to-the-second 
permits collection of all the revenue due on every call. 


CALCULAGRAPHS are precision instruments featuring 
high visibility dials, smooth silent lever action. Available in 





several models, they can be engineered into new equip- 
ment by your switchboard builder or easily included in your 
present set-up. For complete information just call or write. 


CALCULAGRAPH COMPANY 


HARRISON - NEW JERSEY 





THE STANDARD OF ACCURACY SINCE 1892 


oF 
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“Why The Delay?” 
“Your bank has an interest 
in you because you render 
a service the bank and its 
customers cannot do with- 
out.”’ 


[' YOU HAVE not followed the 
lead of some of the progressive 
companies in improving your opera- 
tion and getting problems under con- 
trol, the question naturally arises, 
“Why the delay?” 

If the answer is that you have been 
unable to finance what would 
like to do, my answer is “Establish 


you 


your credit.” 

This may well mean the employ- 
ment of competent outside account- 
ing and programming consultants. 
You will be pleasantly surprised at 
how much more receptive a prospec- 
tive lender is when you submit aud- 
ited balance sheets and income ac- 
counts. 

You will also find it necessary to do 
public relations work. You will want 
to explore the approach of the com- 
mercial bank to short term lending. 

Once you get into these activities, 
which I concede are somewhat afield 
from what we usually think of in 
the sense of routine operation of a 
telephone company, | can assure you 
that you will find the experience 
both stimulating and rewarding. You 
will find that you have working with 
you powerful forces for good. Your 
own position will thus become more 


secure. 
There is no doubt, and history has 
proven it, that cooperation between 
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From The Rostrum 


66 99 
en Quotes 






Many guides and timely pointers on manage- 


ment, policies and methods are presented in the 





your public, your local bank con- 
nections, and a good understanding 
life insurance company can be of 
great benefit to you in the develop- 
ment of your telephone company. 
You deliver through the telephone 
a great service to the people in your 
community. You only need to have 
such service interrupted to find out 
how important a telephone is. Your 
bank has an interest in you because 
you render a service to the bank and 
its customers which they cannot get 
along without, even at several times 


its present cost. H. L. AMBER, 
Pres., BERKSHIRE Lire Ins. Co. 
PiTTsFIELD, Mass. 
Survival 
‘“As the rural standard of 
living approaches’ urban 


standards we find people 
everywhere demanding bet- 
ter things for better living.” 


OR A GOOD 

standard of living has been ris- 
ing throughout the nation. The city 
workman has money for modern con- 
veniences and good telephone serv- 
ice. As industry decentralizes and 
factories move to the country, small 


many years, the 


towns are growing to resemble the 
cities. With improved farm income, 
farm mechanization, better farm to 
market roads electricity, the 
farmer's family can now enjoy most 
of the conveniences and advantages of 


and 


living in town. 

As the rural standard of living 
more nearly approaches the urban 
standard of living we find people 





following excerpts from talks by industry leaders. 





everywhere demanding better things 
for better living. 

While all of this development has 
been going on, the telephone indus- 
try has not kept pace. It is faced 
everywhere with a demand for more 
and better telephone service. 

The largest companies still have a 
tremendous task ahead to provide 
the kind of service people want, 
where and when they want it. The 
job is even more difficult for the 
small company which has not fore- 
seen the trend. 

Your association has recognized 
this problem and through its as- 
sistance program is rapidly develop- 
ing aids and assistance of all kinds 
to help the small company. 

Even with the legal, engineering. 
accounting, and financial assistance 
that is being made available there are 
many small companies. especially 
mutuals, that will not survive these 
times because they are too small. 

The mutual companies, with few 
exceptions, do not have the manage- 
ment, or the know how, or the re- 
sponsible direction to do the job. 

If the commercial company is too 
small to afford the owner a full time 
job at a reasonable living wage, it 
cannot very well be expanded and 
improved. 

The operator of a company of per- 
haps 200 or 300, or even 400. sta- 
tions may have difficulty keeping up 
even though he takes advantage of 
every opportunity to improve his 
service and financial position. 


The salvation of the very small 
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You can find worthwhile savings plus long, dependable 
service by standardizing on No. 24 Copperweld* Inside 
Telephone Wire for all your subscriber installations. 
Because Copperweld is stronger than copper, you can 
economically make use of smaller size Copperweld Wire. 
And as a bonus value, you get extra mechanical strength 
to withstand repeated flexing and long duct pulls. 
What’s more, Copperweld is non-rusting, pliable, easy 
to install, and it provides excellent voice-carrying char- 
acteristics. 

If you’re interested in installing more telephones at 
less cost, you'll be interested in Copperweld—the inside 
telephone wire that combines the conductance and 
permanence of copper with the strength of steel. Re- 
member — it’s used by the world’s leading telephone 


systems. Write today for full information. 
*Trade Mark 


COPPERWELD STEEL COMPANY 


Glassport, Pa. 


SkEES GRreicekes th FRePeCIrPAL COPIES 





SOLD BY LEADING DISTRIBUTORS 
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“Quotes” 


Continued From Page 24 


Cedar Poles 
last longer 
when tull- 
length treate 
with 


company seems to lie in consolidation 
and acquisition. Near almost every 
small company there is an unserved 
area that contains potential custo- 
mers willing to pay for service that 
can be absorbed to increase station 
gain and income. Or, perhaps there 
are one or more mutuals that would 
welcome improved service and could 
be acquired to make a bigger com- 
pany. Or there may be another 
nearby company operated by a part 
time, or elderly owner, willing to sell 
or combine. Perhaps several com- 
panies can combine into a strong and 
progressive group company. 
Besides station gain and increased 
income there are economic, conven- 
® ience, and other important advant- 
that make 
tractive. 
Perhaps the combined company 


consolidations at- 


ages 
c 


Penta 
Heservative 


can operate with fewer central of- 
fices, or buy supplies more cheaply 
in quantity, or afford a full time 
man, or hire a bookkeeper.  Per- 
haps the combined company can 
afford expert accounting or engineer- 
ing service, or a construction truck 
that neither could afford before. 
Suppliers, accountants, engineers 


—— . . . . . 
——— and financial institutions are not 
. ae. willing to furnish services at a loss; 





No shell rot 


No top rot 


and the larger your project, the 
keener is their interest in obtaining 
your business and the lower the cost 
to you. 

Why not take the time to sit down 
with your neighboring companies and 
try to work out a plan to operate 
more economically, and more profit- 
ably, and give better service to all 
of your customers by joining to- 
together? It 
Tom 


gether and working 
might really be worth while. 


FETEKE, WEBSTER Groves, Mo. 


Exchange Boundaries 


“Exchange boundaries are 
a must, whether the ex- 
change or company be large 
or small,” 


XCHANGE boundaries properly 
filed with the Public Service Com- 
mission have become increasingly im- 
portant until at this time they are a 
must, whether the exchange or com- 
pany be large or small. 
At the start 
Assistance Program, it was noted that 


of our association's 
many companies had neglected the 
filing of their boundaries and this 
became one of the first fields of di- 
We made the fol- 
lowing suggestions to our companies: 

(1) — Community OF INTEREST 
ND TRADING CENTER. The territory 
should include those now served and 
those without telephone service whose 


rect assistance. 


Please Turn to Page 28 


Tell Your Subscribers 


ET US ASSUME that the quality of service is good, 
which it generally is, and that it has been good for 









No ground-line 
decay 








Really clean « Non-bleeding 
Deep and uniform penetration 


It will pay you to specify clean 
PENTA treatment for cedar poles. 
Write for names of companies sup- 
plying PENTA-treated products. 
CHAPMAN CHEMICAL 


COMPANY 
Dermon Building, Memphis 3, Tenn. 


26 YOUR JULY, 





1953 TELEPHONE 


a long time. Then I think a great deal can be gained by 
telling customers that the service is good. In fact, it is 
customary in most businesses to let the consumer know 
about the quality of the product he is using or that is 
If we do not do this, the customer 
may take too much for granted. He may not recognize 
the fact that he is getting good service. He may not ap- 
On the rare occasion when 


* 


offered for his use. 


preciate its good quality. 
he has an unsatisfactory service experience, he may con- 
demn the service generally, especially if he is not sold on 
the quality and value of the service he has been receiving. 
In short, if you are furnishing a good quality of service, 
do not let it be taken for granted, but let it be well known 


If by 


by your consumers that your service is good. 
chance it is not good, the first problem obviously is to 
improve it. —R. L. Bankson, Arkansas commercial mgr., 
Southwestern Bell Telephone Co. (Arkansas Convention). 
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Series 44-104 for single or 
dual rear wheel chassis hov- 
ing 60” C.A, dimension. » 





Series 44-90 can be installed 
on chassis having C.A. dimen- 
sion of approximately 48” 








Series 44-L-90 for chassis 
having approximately 48” 
C.A. dimension. 


SERIES 44 and 44-L 


SERVICE AND MAINTENANCE BODIES 


These five bodies have an impressive record for saving time and money on 
service jobs. Compartments are equipped to keep tools and supplies safe 
and orderly — easy to inventory before leaving for the job — easy to find 
upon arrival. The bodies are adaptable to a wide variety of service 
operations, and each model can be transferred to a new chassis when 
the original truck wears out. If you’re looking for new ways to get more 


productive man hours, you’ll want full information on Series 44 and 44-L : 

Series 44-L-104 for 60” CA. 
chassis having single or dual 
rear wheels. 


bodies. Why not send for complete details . . . now? 


Cijp this coupon and attach to your letterhead / 


ee 


McCABE-POWERS AUTO BODY CO., 5900 N. Broadway, St. Louis 15, Mo. 
Please send me complete information on the following: 











l 1 

! i 

1 i 

1 (_] Series 44-75 "| Series 44-L-90 {] Revolving Aerial Ladders | —- 

[] Series 44-90 [] Series 44-L-104 [1 Hydraulic Towers ee 

[| Series 44-104 |] Line Construction Bodies CT 

| McCABE-POWERS 

| Name : Title | 

& | AUTO BODY CO. 

i seated | MAIN OFFICE AND PLANT 

I Address } 5900 N. Broadway ¢ St. Louis 15, Mo. 

| ; | WESTERN OFFICE 

1 City Zone State ow 1 Latham Sq. Bldg. © Oakland 12, Calif. 
J 


YOUR JULY, 1953 TELEPHONE ENGINEER & MANAGEMENT 





os ere tease 








ON GUARD AGAINST 
BLACKOUTS 





RAYTHEON RecTICHARGERS® 


(Battery Chargers) 


HELP PROTECT UTILITY POWER LINES 


The same dependable RectiChargeRs, so widely used throughout the 
Telephone Industry, help guard your community against power and light 
failure. Operating unattended in remote sub-stations, they charge the 
batteries which operate circuit breakers — help guard power lines 
against lightning surges, provide circuit protection during storms and 
other emergencies. 

Power companies prefer Raytheon RectiChargeRs for the same reasons 
you do... because they are fully automatic — maintain constant voltage 
output over the complete load range — follow the load and compensate 
for wide input changes — never overcharge or undercharge — contain 
no tubes or moving parts to wear out — require routine inspection only 


once or twice a year. 








R 







Excellence on Elechiontcs 





RAYTHEON 


MANUFACTURING COMPANY 


EQUIPMENT SALES DIVISION 
DEPT. 6270-TE, WALTHAM 54, MASSACHUSETTS 


DISTRICT OFFICES: BOSTON, NEW YORK, CLEVELAND, CHICAGO, NEW 
ORLEANS, LOS ANGELES (WILMINGTON), SAN FRANCISCO, SEATTLE 
INTERNATIONAL DIVISION: 19 RECTOR ST., NEW YORK CITY 


RAYTHEON PRODUCTS INCLUDE: RectiChargeR* battery 
chargers; RectiFilteR* battery eliminators; Voltage stabilizers 
(regulators); Transformers; Tubes and other electronic equipment. 


* Reg. U. S. Pat. Off. 






Specify Raytheon 
RectiChargeRs and 
RectiFilteRs for com- 
pletely dependable 
Telephone _ service. 
Your supplier offers 
a complete line for 
all requirements. Ask 
him for details or 
write direct. 
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Concluded From Page 26 


interests coincide with the commun- 
ity which you now serve. 

(2) — Density or DEVELOPMENT 
AND CHARACTER OF DEVELOPMENT. 
In locating the logical boundary, you 
might include or exclude a given ter- 


| ritory because of its density or char- 


For instance, an area sparsely 
settled even though a great distance, 
can perhaps be best served as a por- 


| tion of the exchange being bounded. 


| If an 


outlying territory is more 
densely developed, such as around a 
highway junction, small manufactur- 


| ing plant or creamery, then the es- 


tablishment of a satellite exchange 


| with its own boundary may _ be 
proper. 

(3) — RELATIONSHIP TO OTHER 
NEARBY EXCHANGES. Since the ten- 


dency is toward more cordial rela- 
tionship between your neighbor and 
yourself, and since most companies 
have more territory than they have 
developed, there is at this time little 
reason for disagreement over terri- 
tory lying between the two exchanges. 
We feel it proper and have tried in 
all cases to establish boundaries that 
coincide. An agreement should be 
reached with other telephone com- 
panies regarding adjacent boundar- 
ies to the exchange in question, and 
their written concurrence obtained 
to the boundary before the actual 
filed with the Commission. 

Cost OF SERVICING THE 
Keep in mind a distance that 


map is 

(4) 
AREA. 
can be served economically and with 
good quality service without resort- 
ing to elaborate and expensive equip- 
ment. 

(5) — Location or Bounparies. 
For administrative purposes the ex- 
change area boundaries should be 
drawn with respect to natural bound- 
so to 


as 


(rivers, roads, etc.) 
The agreed 


aries 
be easily identified. 
upon boundaries should be drawn 
on County Highway Maps. These 
maps may be obtained from the State 
Highway Department Office. 

(6) — Fiuinc oF Maps. In Mis- 
souri the procedure in filing thes» 
maps has been to forward them in 
duplicate, mounted on Public Serv- 
ice Commission form No. 13, to our 
Association who guides them through 
the proper channels with the Public 
JAMES Car- 
Home TELE 


Commission. 


(Mo.) 


Service 
TER, SALISBURY 
PHOHE Co. 


& MANAGEMENT 








IF YOU WERE THE CALLING PARTY- 
which concern would YOU do business with? 


es you are in unfamiliar territory looking 
for a firm to handle your product. When you call 
office “A” you receive a message something like 
this: “This is Mr. Blank’s office. He is out at 
present. If you will leave your name and phone 


number, Mr. Blank will call you later.” 


When you call office “B” your answer sounds 


more like this: “This is John Doe answering 


through my Peatrophone. I have an appointment 
in Midtown this morning — but my afternoon 
is free. I can be reached at Midtown 4500 until 
2:00 P.M., and here at the office any time after 
3:00. If you care to leave a message, this Peatro- 
phone will record it, and I will be happy to call 


you as soon as I return. Thanks for calling.” 


If YOU were the calling party, which firm 


would YOU do business with? Office ““B” had a 


Peatrophone — John Doe was able to record his 


personal message to fit the occasion — to tell you 












where he could be reached, and when. 


Subscribers stay sold on equipment only if it 
serves their customer’s needs as well as their 
own. It’s good business to invest in PEATRO- 
PHONE — the equipment that does the whole 


job. 





, a—~ 
% & 


mx 8 =—- PEATROPHONE 


\eo® The Mechanical Secretary 








Write now for illustrated booklet on Peatrophone — 


your great new source of revenue. 


TELEPHONE ANSWERING and RECORDING SERVICE 


342 Madison Avenue + New York 17, New York 
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JOINT USE OF REA POLES 


Tue Unitrep States Independent Telephone Asso- 
ciation (USITA) advises that there is a lack of gen- 
eral knowledge among Independent telephone com- 
panies regarding an alternate provision adopted in 
May, 1951 which makes more acceptable the joint 
use of REA poles by telephone companies. 

This amendment to the General Agreement pro- 
vides that a telephone company which seeks permis- 
sion to use REA poles in connection with extension 
of its service in specific areas or portions of a com- 
mon service area may submit a request to the REA 
electric cooperative with a map showing the specific 
area or poles on which telephone contact rights or 
joint use is being requested. The REA cooperative 
will forward the request, with its recommendation, 
to the REA Administrator for his approval. 

Such requests will generally be granted where they 
do not seal off any other undeveloped areas or bar 
development of area-coverage telephone service in 
adjoining areas. Copies of REA’s General Agree- 
ment for Joint Use of Wood Poles and its May, 1951 
Alternative Amendment can be obtained by address- 
ing a letter to Rural Electrification Administration, 
United States Department of Agriculture, Washing- 


ton 25, D. C. 


MOBILE SERVICE MOVES AHEAD 


MoBILE telephone service is growing. Mobile tele- 
phones in service reached a total of 11,480 last year, 
an increase of nearly 1,500 over 1951. This increas- 
ingly important telephone service now serves 159 
areas in the United States and 17 areas in Canada. 
The Bell System also had under contract, at the close 
of 1952, 470 private mobile systems in the U. 5. 
These are provided for taxicabs, police and fire de- 
partments, public utilities, and other industrial con- 


cerns. 


SAFETY GUIDE 


THE NaTionaL Safety Council’s new “Handbook 
of Accident Prevention for Business and Industry” 
is a convenient safety guide for the manager or the 
supervisor. The handbook shows how to set up and 
maintain a safety program. Detailed information is 
included on subjects such as plant layouts, materials 
handling, housekeeping, machine guarding, electrical 
hazards, pressure vessel hazards, first aid, fire pre- 


vention and personal protective equipment. 
The handbook advises the small business man who 








cannot afford to employ a full-time safety special- 
ist how to make use of outside assistance. Service 
and insurance organizations, governmental agencies, 
trade associations and professional societies which 
can help the small operator are described. 

The 94-page handbook is profusely illustrated and 
contains several check lists. For further information 
and prices, write the National Safety Council, 425 
N. Michigan Ave., Chicago 11, Ill. 


CABLE PROTECTION 


ApouT 30 PER CENT of the 28,000 miles of cable 
maintained by AT&T’s Long Lines has thus far been 
converted to the continuous flow system for main- 
taining gas pressure in cables. Under this system, 
the gas is supplied automatically from groups of gas 
cylinders or compressors located in test or auxiliary 
stations —— instead of from individual gas cylinders 
connected to the cables when and where needed. The 
new method provides increased protection to service 
because of higher average pressures and also makes 
possible a more accurate locating of breaks. 


RADIO REPLACES CABLE 


AN OVERWATER radio relay link connecting 30 tele- 
phone subscribers on Guemes Island, off the coast 
of Washington, to the Anacortes, Wash., dial tele- 
phone exchange, is to be installed by the West Coast 
Telephone Co. 

The system will have two transmitters and _ re- 
ceivers, sufficient to handle 24 simultaneous calls, 
operating in the 6000 megacycle band. 

The link was decided on after the West Coast 
company’s submarine cable was damaged repeatedly 
by ships dragging their anchors in passing through 
strong tidal currents in the channel between Guemes 
Island and Anacortes. The system is reported to be 
first of its kind established for local exchange service. 


NEW 6-PAIR DROP WIRE 


A NEW TYPE of drop wire is just beginning to be 
used by Ohio Bell Plant men in some locations. The 
drop contains six pairs of wires instead of the usual 
pair, all encased in a neoprene jacket. 

Chief use of the new drop wire is for apartment 
buildings or other small buildings where there are 
several telephones. Chief advantages are in an im- 
proved appearance of telephone installations in 
such buildings by reducing the number of drop 
wires required, less cost in placing drop wire, and 
a longer life expectancy. 
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that answers all Line Clearance Problems 


Thompson field and laboratory research has developed the complete 

answer to low cost, positive right-of-way brush and tree control. 

Thompson‘s exclusive broad spectrum herbicides now enable you to 
BRAMBLE-WEEDICIDE = control any type of woody growth—hard or soft wood trees or brush. 


broad spectrum pentyl esters 
of 2,4-D and 2,4,5-T FOR 
FOLIAGE SPRAY 


For maximum economy of use—Thompson’s Bramble-Weedicide and 
Bramblicide contain an exclusive, patented creeping agent that provides 
g-r-e-a-t-e-r coverage. Now, when you specify Thompson, you not 

only pay less but you get more killing units per gallon. Your total 
BRAMBLCIDE costs of operation, chemical and labor, are lower than by any 


broad spectrum pentyl esters other method. 


of 2,4,5-T FOR YEAR E kill i: : : 
‘ROUND BASAL BARK xtra i ST Ores xtra conomy-yes: 


/ And controlled volatility for extra safety. 


| 


don’t speculate — Specify Thompson 


/ 


Write for prices and Station 


Thom son Paper 12, issued in cooperation 
p with United Stotes Sol \THOMPSON CHEMICALS CORPORATION 
— Senvive— praia St. Louis 3, Mo. 
atest proven techniques for 


assured right-of-way brush Los Angeles 27, Calif. 


control. | 
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SHERRON 
OUTDOOR BOOTHS 


with 
MODEL 17-S 


BUILT-IN SHELF ) vith 11” 


recessed 


for directory 
| extension 


1-2-3-4 DIRECTORIES a 
















Now, added to all the other advantages 
of the clean, inviting Sherron Outdoor 
Booth is the long-wanted convenience of 
this new, built-in directory shelf—designed 
to serve where multiple directories are 
required. The shelf holds 4 directories at 
a level that makes them easy to see, easy 
to reach. The spacious dimensions of both 
models allow complete freedom of move- 
ment. Facilities for other directory require- 
ments can be incorporated. Be sure to 
specify what these are, when ordering; 
also if flat or peaked roof is preferred, and 
if safety or wireglass is desired. 




















Deliveries on this unit, originally 
designed and developed for a lead- 
ing communications company, will 
be made generally after the present 
schedules for this company are fully 
met. 














SWEET'S 
MODEL 40-S, TYPE 1 1201 Flushing Avenue e Brooklyn 37, N. Y. 


Size: 40’ x 30” 


ce SHERRON METALLIC CORPORATION 










SEE COMPLETE SHERRON LINE IN TELEPHONY DIRECTORY AND TELEPHONE ENGINEER & MANAGEMENT DIRECTORY 
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EDITORIAL 


HE TWO MOST important and also the 
most controversial elements of a tele- 
phone rate case are the rate base — the 
amount upon which the company should be 
allowed to. earn — and the rate of net return 
on that amount. 

For years the tendency of utility regula- 
tory commissions has been to “water down” 
the rate base of the utilities. 

For many years the rate base was repro- 
duction cost new less depreciation, as pre- 
scribed by the U. S. Supreme Court in its 
1898 “landmark” decision in the case of 
Smythe V. Ames. Reproduction cost was 
determined by appraisal, and depreciation 
by engineering observation. 

But early in 1944 this Court handed down 
a decision, following several other decisions 
of such trend, in the Hope Natural Gas Co. 
ease. A number of utility commissions took 
this decision as one vitiating the “present 
value” theory, and began to determine the 
rate base in a variety of ways. 

One commission went so far in one case 
as to undertake to fix rates and a fair return 
without determining any rate base at all. But 
the court dealt promptly with that éxperiment 
by holding that in fixing “just and reason- 
able” rates the commission must find a rate 
base which should be the fair value of the 
company’s property. 

Since that time there have been other 
court decisions, in various states, requiring 
commissions to use or consider present fair 
value in fixing a rate base. In some states 
the law creating the state commission makes 
that requirement. 

All of this indicates that the courts can be 
generally relied upon to see that the utility 
is allowed a fair and proper rate base. 

An important recent case in point is that of 
Illinois Bell Telephone Co., which in Jan- 
uary, 1951 filed with [linois Commerce 
Commission an application for increased 
rates grossing near $23,000,000 and amount- 
ing, after taxes, to about $10,000,000. 

The Commission, acting presumably on the 
contention of the City of Chicago that state 
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law prohibited a second increase of rates 
within a two-year period, rejected the eom- 
pany’s petition in its entirety. 

The company appealed to a state Circuit 
Court, which held that the Commission’s 
order was unreasonable and unlawful and 
said in part: 

“It is evident from the record in this 
case that the Commission failed to make 
specific finding as to reproduction costs 
of the property. The Commission erred 
because a fair present value of the public 
utility cannot be determined without full 
and proper consideration being given to 
the cost to reproduce it new.” 

Upon appeal to the state Supreme Court, 
that Court, in a decision handed down in Jan- 
uary, 1953, upheld the Circuit Court and said 
in part: 

“It is clear that the Commission erred in 

relying upon the ‘interest plus dividends’ 

formula as an effective rate-making 
guide; in failing to take into account 
current economic conditions, present 


39 


price levels and reproduction costs ... . 


The case went back to the Commission and 
the company was finally granted some 
$18,000,000 of increased rates—effective 
incidently, just two years and three months 
after it had filed its application. 

From all of this there can be drawn, we 
think, some definite conclusions: — 

That, as a rate base, “present fair value 
of the property used and useful in the service 
of the public” was not killed by the Hope 
decision, and that commissions must either 
use that base, or must give it full and proper 
consideration in determining the rate base of 
the utility, and — 

That commissions cannot simply add up 
the amount of money a company needs for its 
fixed charges, plus a little for surplus, and 
fix rates to meet such needs, and — 

That the company is entitled to a fair re- 
turn on a fair and proper rate base, and if 
commissions will not allow that, the courts 
will. 














ming 


How mueh will it 


cost you to add operator 4? ——— 


{ 


P 


It all depends ve that 


toll board you started with 


When toll traffic increase makes 
it necessary to add to your current 
equipment—you want to keep 
your investment to the minimum 
that will do the job. 

The Stromberg-Carlson No. 3 
type toll switchboard is produced 
in a standard model of ONE posi- 
tion (with optional annex) com- 


bined in any multiple desired. 


D 


If you own such a board, and 
traffic makes it necessary to add a 
single position—that’s all you 
need buy—thus keeping your cap- 
ital investment to the absolute 
minimum. ‘“‘No other switchboard 
brand can make that claim!” 

May we discuss your toll switch- 
board needs with you soon? A note 


will bring expert advice. 


STROMBERG-CARLSON® 


wtwe 


Factory, General Offices: Rochester 3, New York 
Branch Offices: Atlanta 3, Chicago 6, Kansas 
City 8, San Francisco 3. In Canada: Stromberg- 


Carlson Co. Ltd., Toronto. 


MAKERS OF FAMOUS XY EQUIPMENT, TELEPHONES, SWITCHBOARDS | SOUND 


Typical Stromberg-Carlson No. 3 type toll 
board installation—this one at Lufkin, Texas. 
In adgition to the investment-reducing expan- 
sion feature described above, this equipment 
offers Such other advantages as being engi- 










neered for Keysender operation, when desired, 
and universal use of Jack Sleeves which are 
individually removable. It is also designed for 
Operator Toll Dialing. Truly, there is nothing 
finer! 


SOUND EQUIPMENT AND ELECTRONIC /CARILLONS * INDUSTRIAL, INTERCOMMUNICATION SYSTEMS * TELEVISION, RADIOS AND RADIO-PHONOGRAPHS 








. Werth @ Want to round up straying 
Ri e advertisers? Want help in handling that 
growing pile of details? Want to clean 
up your directory generally? See an old hand 
\ at directory management who will show you a pro- 
RIL gram of proven effectiveness for increasing rev- 
EC\ enue through directory advertising. You are 
N\ invited to write or call Loomis today... 
without any obligation on your part. 


KNOW-HOW TO SOLVE YOUR DIRECTORY PROBLEMS 


@ 724 cities and towns in 22 states are served by the 






287 directories that retain Loomis services. 


FT. WAYNE, IND. KANSAS CITY, MO. 


ee 99 =: 229 E. Berry St. . . . EAstbrook 3477 810 Baltimore . . . HArrison 1270 
Where to Call ST. LOUIS, MO. UPPER DARBY (Phila.), PA. 
506 Olive . . . GArfield 3700 6908 Market St... . Allegheny 4-3763 


OMAHA, NEBR. 
Omaha Nat'l Bank Bidg. . . . ATlantic 0188 
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A lightweight champion that kayoes high costa 
cable installation, maintenance and replacerteg 


that's the record of Ankoseal. 
Easy to handle, light weight, flexible Ankosegé& 
the line in a fraction of the time to save yours 


of man hours and to speed up service to ya 







Write or phone for additions 


% Weather-proof 








% Electrically-super 


% Chemical-resistant 





% Water-resistant 
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For faster, safer clearance that lasts for years 


Kill Brush with DuPont Ammate 


Here’s why ‘““Ammate”’ works so well. 


Many users report one spray with Du Pont 


Ammate”’ kills brush so thoroughly that re- @ Kills roots of brush as well as tops, yet allows 


peat sprays are not needed for years. 


In most cases, when the original spray job is 
done well, brush is kept under control with 


low-growing natural cover to come back. 


@ Control lasts for years, saves labor of hand 
cutting or annual spraying. 


nothing more than occasional spot sprays start- 
ing five or more years later. This assures lower 
cost brush control with less work for your 
maintenance crews or custom sprayers. 


@ Reducing to a minimum the hazard of dam- 
age by spray drift. 


@ Not hazardous to operators, livestock or wild- 
life. Nonflammable. 


— 


Free illustrated booklet describes how to 
control brush in rights of way with Du 
Pont ‘“‘Ammate.”’ For your copy, write 
Du Pont, Grasselli Chemicals Dept., Wil- 
mington, Del. 


gy PONT CHEMICALS 


rush and WEED 
CONTROL y 


REG. U.S. PAT. OFF 


On all chemicals always follow directions for ap- 
plication. Where warning or caution statements 


on use of the product are given, read them care- BETTER THIN GS FOR BET TER LIVING 
fully. --»-THROUGH CHEMISTRY 
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TELEPHONE NEWS 





IN THE DAYS OF THE ROARING WEST 


In the 80’s, line crews, at best, were meagerly equipped. And — as the 
SS Frontiersmen of the period looked on pole lines primarily as a handy 
== source of firewood, wire and six-gun targets — it took both strong 
backs and ingenuity to build and maintain them. Telephone companies, 
therefore, soon realized the importance of equipping crews with all 

of the tools and materials needed for any pole-line emergency. 











Since the beginning of telephony, Graybar has supplied and distributed 
~_ the best-known lines of tools to your industry. And, today, 

Graybar can provide everything you need to equip a truck or trailer — 
drawbars and towing hooks... derricks, hoists, and jacks... cable 
spinning and underground equipment 
... power and hand tools. 7) 









DOUBLE-PURPOSE TRAILERS 


You'll find this convertible cable reel and pole trailer a particularly valuable 
piece of equipment if you do not require full-time use of two separate units. 
Easily converted with simple hand tools, it is available in 2 models: 

for 34- 38-inch reels, and for 44- 48-inch reels. In addition, Graybar 
distributes a complete selection of standard’pole dinkies, heavy-duty 

pole trailers, and cable-splicer carts. 














342 YEARS 
OF EXPERIENCE 


A TRULY PORTABLE DIGGER 


The Adams “PE” digger drills holes 9’ in 
depth at a range of 15’ from any truck car- 
rying a pole derrick. The 8 h.p. engine 
clamps on the truck bed and transmits 
power to the auger through a flexible shaft 
and mercury clutch assembly. No power 
take-off is needed, nor can the motor be 
stalled. The digger operator has complete 
control over speed, direction and depth. 
‘For complete details on the low-cost, labor- 
saving “PE” digger, check with your local 
‘Graybar Representative. 


Call Graybar fist ror... 





























For technical help on pole-line construction 
or central station problems, feel free to con- 
sult one of the 19 Graybar Telephone Spe- 
cialists — you'll take advantage of over 342 
3- combined years of service in your field. 
274-235 





















GRAYBAR ELECTRIC CO., INC. 
Executive Offices: 

Graybar Building, New York 17, N. Y, 

IN OVER 100 PRINCIPAL CITHS 
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Protected Terminal 


Unequalled in installation, mainte- 
nance and operational advantages, 
sturdiness of construction and excel- 
lence of design. Men are increasing- 
ly calling for ‘’B-27's’’ wherever Pro- 
tected Cable Terminals are needed 

. and this preference will most 
often originate with the lineman, the 
man who knows equipment by its 
performance. 


The "B-27" has long been famous for 
its detachable mounting bracket (a 
decided advantage in installing)... 
its P-495 Self-Cleaning Sawtooth Dis. 
charge Blocks (a maintenance and 
service advantage)... its front bind- 
ing posts (for ease of connecting)... 
its rigid, sliding, weatherproof cover 
(for maximum weather protection) 
and many other features that are 
field acclaimed. Another Reliable 
Product. 


RELIABLE ELECTRIC COMPANY 


3145 CARROLL AVENUE 
CHICAGO 12, ILLINOIS 


TO THE TELEFPRONE INDUSTR? 
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WASHINGTON BUREAU REPORTS 


Policy questions on Bell System’s tele-typewriter exchange 

and private line telegraph services rated top Washington 

news spot . . . FCC raises issues on proposed private 
communication system. 


MPORTANT POLICY 


affecting the Bell System’s tele- 


‘typewriter exchange and private line 


telegraph services have far over- 
shadowed most other news develop- 
ments in Washington affecting the 
communications field in recent weeks. 

The issues have affected both the 
rates charged for TWX and private 
line services and the possibility of 
their ultimate sale to the Western 
Union Telegraph Co. 

Attracting the most public interest 
probably was the report of a Senate 
Interstate & Foreign Commerce sub- 
committee which has been studying 
communications problems for some 
time. 

The 
interim 
that unless arrangements are made 
“in the very near future” for sale of 
the Bell System’s TWX and private 
line telegraph services to Western 
strongly 


subcommittee, in one of its 


progress reports, declared 


Union. it “believes and 
recommends” that public hearings 
should be called to explore the sub- 
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questions 


By ROLAND DAVIES 
and FRED HENCK 


ject. The report was devoted almost 
entirely to Western Union’s lJong- 
range problems and the competition 
between the domestic telegraph ser- 
vices, 

After expressing the view that no 
permanent solution to the long-range 
problems facing Western Union has 
been found, and that the matter is 
vital to the public interest, the sub- 
committee suggested three alterna- 
tive solutions and quickly discarded 
two of them. The third was acquisi- 
tion by Western Union of the Bell 
System’s TWX and telegraph opera- 
tions. 

The other two alternatives, which 
the subcommittee said would not be 
acceptable in the public interest, 
would be to authorize Western Union 
to “drastically reduce its nationwide 
service to a smaller, special class 
operation serving from 25 to 125 
large key cities,” or to “permit or 


require” the Bell System to take over 
the domestic telegraph operations of 
Western Union. It urged that all 
three alternatives be taken up at the 
hearing proposed if TWX sale ar- 
rangements are not made, at which 
“qualified persons from industry, 
labor, and government would appear. 

Western Union President Walter P. 
Marshall said in a statement that his 
company “will, of course, do every- 
thing in its power to comply with the 
Senate committee’s recommendation 
that negotiations between the tele- 
graph company and the Bell System 
looking toward the acquisition of the 
telephone company’s telegraph serv- 
ices by Western Union be consum- 
mated at the earliest possible date.” 


Bell Has Kept Open Mind 
on TWX Transfer 
N SEVERAL occasions in recent 
years when the subject came up, 
the Bell System has stated that it feels 
it is providing the public with a ne- 
cessary and desirable service, and 
that although it has no desire to sell 
the TWX and private line telegraph 
services, it has kept an open mind on 
the subject. 

The Bell System also has taken the 
position that if it is decided that it 
is in the public interest to dispose of 
its telegraph services, the interests 

Turn To Page 42 
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of its customers, employes, and stock- 
holders must be protected. 

Meanwhile, the Federal Commun- 
ications Commission has _ permitted 
higher rates for Bell System TWX 
service to go into effect. The rate 
revisions are estimated to produce 
an additional $8,000,000 in revenues 
for interstate traffic. 

The Commission took its action 
after reviewing both the proposed 
rate schedules and cost studies made 
available to the FCC by the Bell Sys- 
tem. It concluded that net earnings 
of the Bell System under the new 
rates would not be excessive, after 
reviewing the results of the studies. 

Concerning the principal point of 
attack of those who protested the new 
rate schedules—the plan to levy a 
fixed monthly charge of $10 per 
station per month, with all calls 
charged for in addition, instead of 
the previous $10 monthly guarantee 
of revenue per station—the FCC held 
that this action is not unreasonable. 


New Private Line 
Telegraph Rates 


T THE SAME time, the 

mission permitted new private 
line telegraph rates to go into effect 
for both the Bell System companies 
and Western Union. The revised 
schedules result in no revenue boost 
for the Bell System, and a decline for 
Western Union, but they were filed to 
produce a more realistic relationship 
between the charges for interstate 
telegraph channels and those for the 
terminal and other equipment em- 
ployed. 

No protests were submitted about 
the private line rates, but the TWX 
filing was the subject of about a 
score of informal complaints and one 
formal filing, originally from 59 
users of TWX service. The formal 
protest contended that “The exist- 
ing $10 monthly guarantee of revenue 
per station serves as a measure of pro- 
tection to the (telephone) companies 
and the large TWX users from the 
burden of unrecovered fixed costs in- 
cident to small TWX users. The pro- 
posed fixed monthly charge, how- 
ever, increases the burden on all by 
an additional fixed amount in propor- 
tion to the number of stations, but 
irrespective of the amount each sta- 
tion is used. This result is manifestly 
inequitable and would result in un- 
just, unreasonable, and discrimina- 


Com- 
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charges for communication 


9 


tory 
service .... 

In answer, the Bell System com- 
panies said “Clearly the ($10 fixed) 
charge is not illegally discrimina- 
tory by reason of its applying whether 
or not calls are originated from the 
TWX < station. It is universal that pri- 
vate line tariffs require a subscriber 
to pay a monthly charge regardless 
of whether he actually ‘uses’ the ser- 
vice...” 

Deciding the case, the Commission 
said, “It appears that the increased 
revenues which are estimated will re- 
sult from the proposed TWX rates 
will satisfy such additional inter- 
state revenue requirement without, at 
the same time, resulting in excessive 
or unreasonably high earnings to the 
Bell System on its investment de- 
voted to TWX service. . 

“|. . at current rates, and based 
upon the estimated operating results 
data constructed from the Bell Sys- 
tem’s cost study for the year ending 
Sept. 30, 1952, the TWX service is 
earning about 1.6% on net book 
cost of plant. The proposed increase 
in revenues of about $7,775,000 an- 
nually, applied to that base, will in- 
crease that ratio to something in the 
neighborhood of 7%. In appraising 
this indicated level of earnings, we 
have considered the fact that TWX 
service is a specialized type of ser- 
vice which is used by a relatively 
small segment of the general public. 
It is used primarily by the business 
community, for which it serves a val- 
uable commercial function. Accord- 
ingly, we cannot find the aforemen- 
tioned level of TWX earnings which 
will result from the proposed TWX 
rates to be beyond the bounds of rea- 
sonableness. - However, it is to be 
clearly understood that the foregoing 
is not a precedent for other rate-mak- 
ing proceedings, and is not to be con- 
strued to indicate that we are of the 
opinion that a level of earnings with- 
in such range is proper for any of 
the other interstate communication 
services of the Bell System or for its 
overall interstate operations.” 


FCC Checks on Private 


Communications Systems 


| N TWO OTHER decisions, the FCC 

has raised issues about proposed 
private communications systems and 
their relationship to common carrier 
operation. 





The Commission advised Petro- 
leum Communications, Inc., in the 
most significant of the two pending 
cases, that its plan to set up a “non- 
profit, cost-sharing corporation” sup- 
plying fixed and mobile radiotele- 
phone communications to a group of 
southern Louisiana industrial firms 
associated with the petroleum field 
raises a “substantial question as to 
whether the service which (the com- 
pany), as a licensee, would render 
to its subscriber-members is a com- 
munications common carrier service.” 


In its letter to Petroleum Commun- 
ications, the FCC said that “on the 
basis of the facts before it,” it is un- 
able “to find that the public interest, 
convenience, or necessity would be 
served by a grant of the facilities re- 
quested.” It asked the applicant to 
inform it of “any reason why it be- 
lieves the application should not be 
designated for hearing.” 

The planned petroleum communi- 
cations system is the first proposed 
which would operate microwave fre- 
quency band facilities on a non-com- 
mon carrier basis. In instances in the 
past, several companies have been 
authorized to use each other’s com- 
munications systems on a no-charge 
basis, but this is the first instance 
where the communications corpora- 
tion has come in for licensing by the 
Commission. 

The proposed arrangement is very 
similar to common carrier operations, 
since the corporation is proposing to 
charge fees for furnishing the com- 
munications service. However, at the 
end of each fiscal year, Petroleum 
Communications plans to return to 
the member companies any surplus 
accrued during the year. 

The other case involves a_ plan 
under which a Poplar Bluff, Mo.., 
group would build a microwave radio 
relay system to pick up signals of 
a Memphis, Tenn., television station 
“off the air” and transmit them to 
two community TV antenna systems. 


In a letter to the group, J. E. 
Belknap & Associates, the FCC also 
raised questions about the property 
right of TV stations to their signals, 
and the plan of the applicant to 
charge rates which would amortize its 
investment in the microwave relay 
system in one year, plus 6% interest. 

The move by the Commission was 
its first affecting the community TV 
antenna field—THE Enp. 
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BY C. S. CADWELL* 


President, Automatic Electric Company, 
Chicago, Ill. 


¢¢ §NTERDEPENDENCE” is a for- 

midable word and [ am not us- 
ually addicted to multi-syllable words. 
However, after consulting Webster 
and other authorities I could find no 
shorter term which would suggest the 
great mutuality of interest which ex- 
ists between the manufacturing and 
operating companies comprising the 
Independent telephone industry and 
which is so powerful a force for prog- 
ress in that field. 

Throughout the long history of In- 
dependent telephony we have shown 
year after year that so long as the 
manufacturers and operating com- 
panies recognize their interdepen- 
dence, and maintain a wholesome re- 
gard for their mutual interests, they 
can achieve more things and greater 
things than they can by going their 
separate ways. 

It was in many ways a fortunate 
circumstance that the birth of the In- 
dependent telephone movement took 
place in the eighteen-eighties under 
conditions that made necessary the 
simultaneous development of Inde- 
pendent manufacturing facilities. In 


*This paper was presented by Mr. 
Cadwell at the 1953 Convention of 
the California Independent Telephone 
Association. 
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“A Powerful Force For Progress’ — 


“INTERDEPENDENCE” 
KEY TO INDUSTRY STRENGTH 
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“So long as manufacturers and companies 








recognize their interdependence and main- 
tain a wholesome regard for their mutual 
interests, they can achieve more and 
greater things than they can by going 


those early days Bell telephone equip- 
ment was not available to Indepen- 
dents. As a result there had to be 
established from the very beginning 
manufacturing organizations with 
technical and productive personnel 
who were both competent and willing 
to meet the needs of the Independents. 
This is a fact of Independent history 
which was formally recorded by the 
United States Independent Telephone 
Association in its booklet, published 
in 1947, and entitled “50 Years of 
Independent Telephony,” from which 
I now quote: 


“Without the Independent manu- 
facturers there could not have 
been, and would not be, any In- 
dependent telephone companies. 
Also without the Independent 
manufacturers and _ operating 
companies, the telephone indus- 
try and art would likely now be 
many years behind its present 
size and development.” 


And this necessity for Independent 
manufacturers, as it turned out, was 
good. It was good for a number of 
reasons. First, it provided assurance 
that whatever equipment was to be 
manufactured, and whatever tech- 
niques were to be devised and per- 
fected, would be accurately attuned 
to the requirements of the Indepen- 
dent operating companies. And those 
needs, as you know, were often very 
special needs. Under these condi- 





their separate ways.”’ 
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tions there was no danger that Inde- 
pendent companies would become 
step-children to an industry based pri- 
marily on the needs of large cities or 
on any other sort of situation in 
which the Independents were not di- 
rectly concerned. There has never 
been any need to compromise the in- 
terests of Independents with those of 
other groups. 

Second, the origin and growth of 
a number of manufacturers assured 
the Independents of the benefits of 
competitive effort. In addition to 
making available a far wider choice 
of apparatus and equipment than 
would otherwise be possible, it pro- 
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tected them against the effects of 
stagnation or dogmatism which are 
the greatest dangers of monopoly 
and often the greatest enemies of 
progress. We manufacturers have 
heen accused of many things at var- 
ious times, but never I think of either 
of these faults. The competitive spirit 
in our industry has been too dynamic 
a force to permit any such feeling 
to develop; and that too has been 
good for the industry. 

If there is any doubt in your minds 
as to the value of these two factors 
in our industry — namely, manufac- 
turing techniques which are specific 
lo our requirements, and the stimulus 
which from competition 
among several manufacturers, I sug- 
gest you stop and think for a moment 
what the situation might have been 
if the whole telephone industry had 
been forced to depend on a single 
manufacturing facility for its require- 
ments, and what a depressing effect 
that could have had on the commer- 
cial and technical development of our 
industry. 


results 


Manufacturers Responsible 
For Many Developments 


HE FACTS of Independent tele- 

phone history, however, point to 
something quite different. Since there 
were so many manufacturers each 
vigorously trying to excell all the 
others in devising improved equip- 
ment and techniques, developments 
proceeded at a rate which would have 
been impossible under other condi- 
tions. There is a long list of tech- 
nical developments for which the In- 
dependents, operating in a climate of 
free and vigorous competition, have 
been responsible. 

The most conspicuous example, of 
course, was the development of auto- 
matic telephony which as you all 
know was exclusively an Independent 
telephone enterprise for some 25 
years before the Bell companies gave 
it their benediction. However, that 
development of the Independent seg- 
ment of our industry would have been 
doomed to early failure if it had not 
been for the willingness of the Inde- 
pendent operating companies to ex- 
periment with the untried, often at 
considerable risk to themselves or 
their subscribers. This, I think, has 
been one of the most significant ex- 
amples of interdependency in the 
whole history of operating-manufac- 
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Michigan Independent Tele- 
phone Association, Hotel Pant- 
lind, Grand Rapids, Sept. 3 
and 4. 


Maine Telephone Associa- 
tion, Belgrade Hotel, Belgrade 
Lake, Sept. 9 and 10. 


Tennessee Telephone Asso- 
ciation, Hermitage Hotel, 
Nashville, Sept. 17 and 18. 


Arkansas Telephone Asso- 
ciation, Majestic Hotel, Hot 
Springs, Sept. 21 and 22. 


Rocky Mountain Telephone 
Association, Newhouse Hotel, 
Salt Lake City, Utah, Septem- 
ber 24 and 25. 


United States Independent 
Telephone Association, Na- 
tional Convention, Conrad Hil- 
ton Hotel, Chicago, October 
12, 13 and 14. 


COMING CONVENTIONS 


“There has never been a time 
... when it was more necessary 
for telephone people to take 
common counsel upon com- 
mon _ problems.” 












North Carolina Telephone 
Association, Carolina Hotel, 
Pinehurst, October 22 and 23. 


South Carolina Telephone 
Association, Clemson House, 
Clemson, October 26 and 27. 











Virginia-West Virginia Inde- 
dependent Telephone Associa- 
tions, Hotel Roanoke, Roa- 
noke, October 29 and 30. 


Alabama - Mississippi Inde- 
pendent Telephone Associa- 
tion, Jefferson Davis Hotel, 
Montgomery, Ala., November 


9 and 10. 


Florida Telephone Associa- 
tion, Sheraton Plaza Hotel, 
Daytona Beach, November 12 
and 13. 


Georgia Telephone Associa- 
tion, Henry Grady Hotel, At- 
lanta, Nov. 16 and 17. 

















turing relationships in the Indepen- 
dent field. 

That interdependency continues 
today as strongly as ever. Within 
recent years we have seen marked 
strides in the creation of new operat- 
ing and engineering techniques. Ex- 
amples abound in the field of toll 
switching and toll ticketing. While 
these developments have their birth 
in the manufacturers’ laboratories, 
and are subjected to exhaustive stud- 
ies and countless tests, the final 
proving ground must always be the 
properties of the operating compan- 
ies. 


New Developments Subjected 
To Countless Tests 


ET’S CONSIDER, for example, 

the recent developments in sub- 
scriber toll dialing—or toll ticketing 
—techniques, in which all Indepen- 
dent equipment manufacturers are 
now concerned in one way or another. 
Regardless of what particular proced- 
ure is being worked out, somewhere 
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in the process there must be a halt to 
permit the fruits of development to 
be put to practical use; and it is to 
the lasting credit of the Independent 
operating companies that they have 
always been eager to collaborate in 
trying out new techniques, sifting 
them and studying them to the end 
that those that survive may represent 
the very best thought of which our 
industry is capable. It is through 
just such processes as these that tech- 
niques in the Independent field have 
gradually but persistently taken on 
an indefinable character of excell- 
ence, with performance and depend- 
ability that mean the difference be- 
tween good service and indifferent 
service — and between financial suc- 
cess and financial disappointment. 
In this connection, I have recently 
been reading over some informal re- 
ports dealing with the deliberations 
of the USITA Committee on Sub- 
scriber and Operator Toll Dialing. 
While these reports very properly lay 
considerable stress on the need for 
close coordination between the Bell 
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and Independent groups in working 
out plans for an integrated nation- 
wide automatic toll switching system, 
it is important for you to know that 
the Independent manufacturers have 
long been in the forefront of this pro- 
gram, and in developing their switch- 
ing techniques have been careful to 
give full and complete consideration 
to the specific interests of the Inde- 
pendent companies with due regard 
to the types of switching equipment 
they use. 

Our industry is especially indebted 
to the California Independents for 
their cooperation in pioneering the 
use of automatic toll ticketing. This 
work began in 1944 with a pilot in- 
stallation at Santa Monica for the 
General Telephone Co. of California. 
Since then there have been installa- 
tions at Sunland, for the Sunland- 
Tujunga Telephone Co., and at San 
Fernando and Monrovia, for the Cal- 
ifornia Water & Telephone Co. 

This succession of installations has 
resulted in the proving of techniques 
which will guide Independents every- 
where in integrating their operations 
with the nationwide toll switching 
plan, with maximum benefit to service 
and revenues and least possible inter- 
ference with the operating companies’ 
specific local interests. I can assure 
you that the Independent manufac- 
turers will continue to work closely 
with their customers in the pursuit of 
these aims. 


No Room In The Industry For 
Fly-by-Night Manufacturers 


ELATIONSHIPS that be- 

tween the manufacturing com- 
panies and operating companies in 
our industry differ greatly from those 
in other types of industry. For one 
thing, ours is by necessity a contin- 
uing relationship. There is no room 
in our industry for the fly-by-night, 
or the manufacturer who is here to- 
day and gone tomorrow. 

The telephone manufacturing busi- 
ness is not that easy to learn. It is of 
necessity a stable business. It earns 
its right to serve the industry only 
through long experience in learning 
what the industry needs and in so 
organizing its facilities for develop- 
ment and production as to insure 
both adequacy and dependability. 

On the surface, a telephone instru- 
ment, a dial, or even an automatic 
switch, may seem a relatively simple 


exist 
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thing to make. And perhaps it is if 
you don’t care too much about length 
of useful life or dependability of op- 
eration. But telephone companies 
have to care; their service depends 
on it. And so we have to care; and 
we, as manufacturers, know no solu- 
tion except eternal vigilance and 
never-ending study — beginning in 


the laboratories, and continuing 
through manufacturing operations. 
through quality control procedures, 


and finally in the test of service. 
There is no short cut to this goal of 
ever-progressing perfection, and time 
alone can create the processes which 
make it possible. 


Stability of Manufacturers 
Aids Operating Companies 


HIS LONGEVITY and stability 
of the manufacturing group is 
highly important to the operating 
companies for another reason. We 
could not, even if we wanted to, en- 
gineer, manufacture and install a cen- 
tral office switchboard, and then 
forthwith forget all about it. A tele- 
phone office is a constantly growing, 
constantly changing facility. The 
operating company must have assur- 
ance that its future will be protected 
- that its growth requirements will 
be met, whether that growth takes 
place in the immediate future or after 
several years. 
When we, as manufacturers, supply 
an addition to a switchboard that was 
installed many years ago, we must 






engineer that addition not only to 
conform with the added requirements, 
but also in the light of the equipment 
that is already in service. This 
means that our own records must be 
accurate, complete, and up-to-date, or 
the engineering of additions would 
be difficult and costly. Then too, 
we must frequently provide additions 
of the latest design which will work 
side-by-side with earlier equipment. 
This is another way of saying that we 
cannot permit either obsolescence or 
inadequacy to exist with respect to 
our customers’ equipment. I some- 
times wonder if telephone companies 
realize to what extent the records of 
their central office installations are 
reflected in the engineering files of 
the manufacturers, and how impor- 
tant that fact is to the welfare of the 
operating companies. 


Manufacturers Are Interested 
In Exchange Operating Methods 


HERE ARE many more aspects to 
this continuing relationship be- 
tween manufacturers and their oper- 
ating company customers. While the 
responsibility for exchange operation 
is that of the telephone companies, 
the manufacturers are nevertheless 
vitally interested in their methods, 
since the finest equipment ever built 
will be a failure if the methods of 
operation and maintenance are faulty. 
In the very early years of our com- 
pany’s history — long before my own 
time, in fact — it became evident 





“The engineering services which manufacturers make available to operating companies cover 
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a wide variety of subjects.” 
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that we must cooperate with our cus- 
tomers in establishing sound operat- 
ing practices relating to our equip- 
ment. This was the beginning of our 
staff of operating engineers. Ob- 
viously, we were not moved by con- 
siderations of altruism; we had a 
selfish interest in seeing to it that 
our equipment was efficiently used 
and adequately maintained; and the 
function of this group was to advise 
our customers on matters relating 
to service observation, maintenance 
routines, traffic studies, number as- 
signments, plant practices, and the 
like. 

The important point to keep in 
mind here is not that we did these 
things, but rather that we could not 
have done them without the help of 
our customers. This is because they 
were not the sort of things that could 
be worked out in the factory or in 
the laboratory. They had to be stu- 
died at the operating centers — in 
the switchrooms, in the operating 
rooms, in the terminal rooms, and 
even at the subscribers’ premises. 
There is no question but what the 
results have been to our mutual bene- 
fit. We have learned much of value 
about scientific maintenance, effi- 
cient operating routines, and sound 
traffic procedures; and the results 
have become available in turn to those 
companies who'are beginning to use 
our equipment for the first time. To 
the extent that the equipment, by 
these processes, is made to serve bet- 
ter and last longer, to that extent also 
our whole industry benefits. Here 
again mutuality of interest is the mov- 
ing force for progress. 


Exchange of Information 
Benefits Both Groups 


tS ENGINEERING _ services 
which manufacturers make avail- 
able to operating companies take on 
a wide variety of aspects. They en- 
compass such matters as preliminary 
surveys to determine switchboard 
sizes and traffic handling facilities for 
both local and toll service; the types 
of equipment and service best suited 
to the local conditions and the prefer- 
ences of the customer; economic stud- 
ies to determine the economic tim- 
ing of an automatic conversion; and 
assistance in arriving at such physi- 
cal details as floor and building plans, 
plant rehabilitation, type of power 
plant, building of toll circuits, and 


the like. 
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“Independent manufacturers influence the 
quality of hundreds of products.” 


In the course of this work, most 
of which precedes the engineering of 
a new central office, the manufac- 
turer's staff engineer learns much 
about the operating company’s prop- 
erty, personnel, and methods. The 
more he learns, the better he is able 
to serve in his capacity as advisor 
and the sounder are his recom- 
mendations. This is a product of 
the sort of experience that is not 
gained overnight, but only through 
long and intimate contact with a 
broad variety of conditions in the 
operating field. Here again is evi- 
dence of the value of long association 
between manufacturers and operating 
companies. It is an example, too, of 
the mutual exchange of information 
working to the benefit of both groups. 


This dissemination of information 
by Independent manufacturers has 
its broader aspects, too, apart from 
those that relate to particular ex- 
changes or operating companies. It is, 
in fact, one of the important services 
which the alert operating company 
could scarcely do without. It appears 
in a wide variety of forms, from edu- 
cational pamphlets for formal train- 
ing classes, through complex treatises 
on specific topics, to manuals for the 
guidance of operating companies’ em- 
ployes. Also in this category fall an- 
nouncements of new products and 
data on their operating and engineer- 
ing characteristics, which may appear 
in bulletin form or in the pages of 
the telephone trade journals. Here I 
am reminded that the Independent in- 
dustry does have an unusually able 
and vigorous trade press, which I 





need scarcely say could not exist 
without the support of the Indepen- 
dent manufacturers who use its adver- 
lising pages. 

The technical training facilities 
which are maintained by the major 
manufacturers have grown in im- 
portance. Many men in the operat- 
ing field who are now holding posi- 
tions of high responsibility began 
their careers in one of these training 
schools. 


Manufacturers Influence 
Product Quality 


l MAY NOT be fully appreciated 
how much the Independent manu- 
facturers influence the quality of the 
hundreds of products which they do 
not themselves make but which they 
offer for use in the construction and 
maintenance of outside plant, and of 
central office and substation equip- 
ment. 

It is not enough that we manufac- 
turers mereiy offer these products for 
sale. We also assume the responsibil- 
ity of assuring our customers that 
the products will work as intended 
and will serve the industry efficient- 
ly and economically. This assurance 
is far from being a bit of promo- 
tional rhetoric, but a very practical 
reflection of the laboratory and field 
tests which each new product un- 
dergoes before we are satisfied that 
it merits a place in our industry. It is 
a service which helps to safeguard 
the operating companies against ex- 
periments which might otherwise 
prove costly or inconsistent with good 
service. 


Manufacturers Aid Compznies in 
Financial & Commercial Matters 


O MUCH for the technical aspects 

of our interdependency. But that 

is only part of the story. We have 

our mutual interests also in com- 
mercial and financial matters. 

I might put it bluntly and say that 
there is no fun in dealing with a tele- 
phone company that is in poor fin- 
ancial condition, because it cannot 
buy what we have to sell. But that 
would be only a half truth. If we 
can help that company by pointing 
the way to improved service, higher 
rates, and healthier financial status 
—in that order—we feel we have an 
obligation to try, and we can often 
succeed. 

There have been many occasions 
when manufacturers have been able 
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to aid operating companies by show- 
ing them how they can organize facts 
to support a justifiable plea for an 
improved rate structure, and parti- 
cularly where the petition involves 
costs and charges which relate to the 
manufacturer’s equipment. Similar 
services are available in connection 
with the raising of funds for new 
equipment or for expansion. Such 
matters are as important to the man- 
ufacturers as they are to the operating 
companies. This is simply another 
way of saying that what is good for 
either segment of our industry is 
good for the industry as a whole, 
and per corollary for the good of 
the telephone users we are all in- 
terested in serving. 


Associations Provide A Common 
Rallying Ground 


COME NOW to that part of our 

industry which has long been a 
common rallying ground for both 
gxoups and which serves as a most 
effective medium of expression of our 
interdependence. I am thinking here 
of the associations—state, national 
and regional—and their many com- 
mittees of hard-working members 
whose efforts on behalf of the asso- 
ciations are in addition to the heavy 
schedules they carry for the telephone 
companies or other enterprises by 
whom they are regularly employed. 

Here is mutuality of interest at its 
highest effectiveness, with aggrega- 
‘tions of superb talent and high com- 
petence from both manufacturing and 
operating groups. Together they can, 
and do, work wonders. Either alone 
would in many cases be ineffective. 
Are the manufacturers representatives 
in these bodies important because of 
their technical knowledge and experi- 
ence? Then so too, are the telephone 
company representatives because of 
their broad familiarity with operat- 
ing and service problems and because 
they are quickly sensitive to the re- 
actions — favorable and otherwise 

of that court of last resort, the tele- 
phone user. 


Manufacturers’ Representatives 
Are Independent Telephone Men 


HERE ARE many other examples 
of the importance of our two 
groups maintaining a position of soli- 
darity in our industry, but I should 
like to close on a point which seems 
to me to be especially significant. 
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“The technical training facilities which are maintained by the major manufacturers have 
grown in importance.” 


That is the fact that the Independent 
manufacturers, and the men who 
represent them in their dealings with 
telephone companies are, first and 
foremost, telephone men. They are 
Independent telephone men. This ap- 
plies not only to the staff engineers 
who work with you in your more 
technical problems; it applies also to 
the field salesmen who meet your 
needs for supplies or consult with you 
on your requirements for plant ex- 
pansion. 

There is sometimes a tendency to 
forget the values which the operating 
companies derive from the manufac- 
turers long and close association 
with the one industry on which their 
continued existence depends. In our 
own company, we take great pride in 
the long average service to the Inde- 
pendent industry which our employes 
have had, and I am sure this is true 
also of our Independent manufactur- 
ers. The result is a constantly grow- 
ing body of knowledge specific to the 
needs of the Independent operating 
companies. The growing complexi- 
ties of our industry add yearly to the 
importance of this constantly expand- 
ing heritage. 

We may now crystallize the thesis 
of this discussion by considering 
this question: “What is the real 
significance to the operating com- 
panies of this close association be- 
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tween the two segments of our indus- 
try?” 

Perhaps you feel that its values are 
somewhat academic. If so, let me 
assure you that they are intensely 
practical, although in times like the 
present, when the industry is oper- 
ating at a high level, there may be a 
tendency to take them for granted. 
But there may also be times when a 
telephone company, faced with the 
temptation, to save money, may suc- 
cumb to the alluring prospect of get- 
ting some equipment at a seemingly 
low price, only to find out too late 
that the supplier lacked intimate 
knowledge of the requirements and 
had only a transitory interest in the 
industry’s affairs. In other cases the 
telephone company may be motivated 
by the notion that it owes some al- 
legiance to local suppliers, despite the 
fact that those suppliers contribute 
nothing of permanent value to our 
field, and are related to it by only 
the slimmest of ties. 

In contrast, we Independent manu- 
facturers and our Independent tele- 
phone company customers have a 
common history and tradition. We 
speak the same language. We under- 
stand each other. We are in a posi- 
tion to exchange views and experi- 
ences to our mutual benefit. It is 
this interdependence which is the key 
to the strength of our industry —THE 
END. 
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mo on RATES 


BEd, WANKER 





O A TELEPHONE company any 

source of revenue is a matter of 
rates whether from directory adver- 
tising, toll service, miscellaneous 
charges such as moves, joint user ser- 
vice, or from the “bread and butter” 
rates of exchange service. The lack 
of any one or more of these sources 
of revenue may make the difference 
between a successful and profitable 
operation of an Independent tele- 
phone company. 

For years, many companies, par- 
ticularly the smaller ones, have been 
struggling to exist without providing 
good telephone service simply be- 
cause they do not have the proper 
rates within their company. Most 
company owners know the funda- 
mentals of obtaining a rate increase 
based upon proper accounting re- 
cords and taking into consideration 
the many other factors ending with 
the net earnings to the investors. 
Since most of us are familiar with 
obtaining rates through the regular 
channels and under the usual pro- 
cedure, it is my purpose to bring to 
your attention two other distinct 
phases of obtaining necessary rates. 


The Rayville, Mo., Case 
O ILLUSTRATE my first ex- 


ample, let us consider a recent 
case in which the Small Company 





*Mr. Walker is secretary of the St. 
Joseph Dist. Small Company Commit- 


tee.of the Missouri Tel. Association. 








Committee of the Missouri-Kansas 
Telephone Association took the initi- 
ative and through its efforts obtained 
a much needed rate for a small tele- 
phone company serving about 150 
stations. 

The Rayville (Mo.) Telephone Co. 
is owned and operated by two splen- 
did people, Mr. and Mrs. McAdams. 
Mr. McAdams’ health has not been 
of the best in recent years, and the 
outside plant work of this little com- 
pany has been done by him despite 
his poor health. Since the couple 
obtained the telephone company, sev- 
eral years ago, Mrs. McAdams has 
operated the switchboard for seven 
days a week, 24 hours a day. 

Before being contacted by a rep- 
resentative of the Small Company 
Committee, Mr. and Mrs. McAdams 
had a net income that was in the 
neighborhood of $1,000 a year. When 
contacted by the committee member 
and questioned concerning their op- 
erations and the manner in which 
they were getting along, it was soon 








discovered that all or most of their 
difficulty came back to one point— 
inadequate rates. 

It was found that if the Rayville 
company would receive an increase 
of $1.00 per month per telephone for 
every class of service offered, the in- 
come to the telephone company would 
be increased $1,700 a year, which 
would more than double the net in- 
come to the owners of the company. 

The money received was not the 
only consideration. However, be- 
cause of it Mrs. McAdams would 
feel free to hire a relief operator for 
at least two days a week including 
Sunday, which would permit her to 
do some of the things that she had 
wanted to do for many years, includ- 
ing attending church. Also, a part- 
time plant man could be hired from 
a neighborhood telephone company 
to come in one day every two or 
three weeks to take care of any 
plant items that may have accumu- 
lated since his prior visit. In this 
way. the plant could be main- 


“Many companies, particularly the smaller ones, have 
been struggling for existence without providing good 


telephone service, simply because they do not have 


proper rates.” 
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tained on an efficient basis and Mr. 
McAdams could be relieved of this 
task. 

The problem confronting the com- 
mittee member was how to obtain 
the rates needed by the Rayville Tele- 
phone Co. without going to the ex- 
pense of providing an accountant to 
prepare proper books and records 
to be presented to the Missouri Pub- 
lic Service Commission along with 
the rate application. 


The Petition Method 


HE PETITION method was de- 

cided upon. With 148 telephone 
subscribers, the company was able 
to obtain 124 signatures from cus- 
tomers requesting Missouri Public 
Commission approval of the $1.00 
per month station increase. The 24 
customers that did not sign erplained 
— “They just wouldn’t sign any- 
thing,” but believed the increase was 
needed and that the telephone com- 
pany owners deserved it. 

Secretary Hedrick of the Missouri 
Telephone Association took the ap- 
plication and letter to the commission 
and was able to get the rate increase 
effective March 1, 1953, just 30 days 
after bringing it to the commission’s 
attention. There was no formal hear- 
ing and the actual cost to the Ray- 
ville Telephone Co. was nothing. This 
can be done for other telephone com- 
panies. If you are not in a similar 
position, there are undoubtedly 
neighbors of yours that could use 
this method in obtaining necessary 
rate increases. 


The Peculiar, Mo., Case 
HE OTHER example of obtain- 


ing rates that is different from the 
usual procedure is a very recent case 
at Peculiar, Mo. The Peculiar Tele- 
phone Co. recently increased its rates 
100 per cent. 

This company was operating as a 
mutual company until contacted by a 
member of the Small Company Com- 
mittee. The board members of the 
company were interested in the Small 
Company program but would take 
no action unless authorized by pres- 
ent shareholders and the community. 

A meeting was arranged for the 
entire populace at the schoolhouse 
at Peculiar. At this meeting two 
members of the Small Company Com- 
mittee explained the necessity of in- 
corporation to limit liability, and also 
explained the necessary steps to put 
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Double Exposure Letters 


NE CORPORATION president has for years separated his daily 
mail into two piles—‘Strictly Routine” and “Double Exposure.” 
“Strictly Routine” letters he dictates speedily, and signs without read- 
ing. “Double Exposure” letters he dictates thoughtfully and has typed 
on plain paper triple-spaced for easy revision. These letters he allows 
to “season” overnight, or for three or four hours if they must be 
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answered the same day. 


Invariably he finds that a better or less hackneyed word or phrase 
can be used here and there, or a brief paragraph added to humanize 


the exchange of correspondence. 


Some letters he revises drastically, and includes the kind of points 
that so often occur to one after a letter has been mailed. 

This executive testifies that his Double Exposure technique not only 
improves his letters but cuts down the volume of his correspondence, 
since every important letter he writes is so carefully thought out, and 
so complete and definite, that it obviates the back-and-forth letters 
often required to cover all angles of a situation—-Management Briefs. 


The Power of Silence 


HEN THINGS are in a turmoil utilize silence. Silence is more 
eloquent than writing, more forceful than words. It has never 
_ betrayed anybody. If you doubt your own wisdom, remain silent. 
In silence we conceal our own shortcomings, and hear the mistakes 
of others. Even the unwise have been considered wise in their silence. 
The heart prompts a man to talk but the head should act as a check- 
valve. Few men have ever regretted being silent, but many have made 
statements they wished were unspoken. 
We cannot reconcile ourselves to being betrayed by our own friends, 
yet we often betray ourselves by our own tongues. 
If a friend, or an enemy, attempts to spite you with wit, remain 
silent and observe the recoil. Answering a man with words proves he 
has hit you hard. Your silence, on the other hand, disconcerts him.— 


G. A. Ryder. 





the telephone company on a profitable 
basis that would insure good tele- 
phone service. 

As a result of that meeting, the 
telephone company board of direc- 
tors visited Secretary Hedrick and 
filed for incorporation. After a series 
of board meetings it was apparent 
that a rate increase was necessary if 
telephone service was to be improved 
and the company put on a sound, 
economical basis. Consequently, the 
business rate went from $1.75 to 
$3.50 and proportionate increases ob- 
tained on other classes of service were 
effective May 1 of this year. 

In addition to the exchange service 
rates being increased, a rate sheet 
has been compiled on miscellaneous 
charges, toll service to neighboring 
towns, and excess mileage beyond the 
base rate area. It is possible to file 
these sheets when application is made 
to the Missouri Public Service Com- 
mission for a Certificate of Conven- 


ience and Necessity that will enable 
a telephone company to operate as a 
corporation and to serve a speci- 
fied territory. If the rates were not 
increased prior to the time of the 
application it would be necessary for 
the company to set up a rate case on 
the usual formal basis. 

The Missouri Public Service Com- 
mission is in sympathy with the Small 
Company program being undertaken 
by the Missouri Telephone Associa- 
tion. It is endeavoring to assist in 
any possible way. It is true that 
many future rate cases may not be 
as simple as the two I have cited. 
However, there is an answer to any 
rate problem that has at one time or 
another been experienced by a mem- 
ber of the Small Company Commit- 
tee or a coordinate in the Missouri 
Telephone Association and that ex- 
perience is available for the use of all 
Missouri telephone companies.—THE 
END 
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“Public understanding is important... ' 


IMPROVING 


SMALL TOWN 


SERVICE 


by HOWARD MACY 


Lynnville Telephone Co., Lynnville, lowa 


The inherent organization of an Independent, community- 

type telephone system leads to problems. Here’s how the 

Lynnville Telephone Co., aided by the lowa Independent 
Telephone Association whipped its problems. 


O PROFESSIONAL 

people, it is likely interesting to 
observe the occasions of accident 
which may involve some members of 
the unprofessional group in telephone 
affairs. This is a transition which 
appears to be occurring more and 
more frequently in the modern-day 
small town systems. To illustrate the 
extremes in which such a state may 
prevail, it was only little more than 
a year ago that I realized a statewide 
telephone association existed. At 
Lynnville we had approached our 
problems as strictly a local affair 
which we would have to solve for our- 
selves or have remain unsolved. Ap- 
parently our local exchange had al- 
ways been operated on such a basis 
and | doubt if it ever belonged to a 
state, or any other association. 


telephone 
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It is a feeling of satisfaction to be 
able to say that when Lynnville did 
become cognizant of our state tele- 
phone association it required very 
little time for our organization to 
become completely appreciative of its 
valuable services. This acquaintance- 
ship developed during our search for 
a solution to our local problem of sta- 
bilizing and insuring good telephone 
service for our community. 


Many Problems 
N INDEPENDENT, community- 


type telephone system is con- 
fronted with many problems. Its in- 
herent organization leads to prob- 
lems. Determination of policy man- 
agement is mostly by citizens on a 
volunteer, free-time basis. This is 








often given by some of us with no 
technical telephone background what- 
soever, and who serve because of a 
feeling of community obligation. 

There is the responsibility of orga- 
nizing the various phases of the unit 
into a properly functioning system. 
There is the problem of provision for 
adequate financing. There is the se- 
lection — and holding — of person- 
nel to fit the technical needs of the 
system, and to fit the community 
particularly the small community. 
There is the job of bringing realiza- 
tion of these various problems, and 
understanding of them, to the sub- 
scribers and stockholders of the ex- 
change. 

With your leave, I should like to 
direct these paragraphs of comments 
to this fourth point — the public un- 
derstanding of small community tele- 
phone problems. 

Our Lynnville situation is probably 
typical of that of the average small 
exchange — low switching rates, an 
outside plant only partially built-up, 
no operating profits and increasing 
bank indebtedness, and an uncertain 
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future due to these points, and even 
more uncertain because of completely 
wornout switching equipment and 
the instability of the personnel pic- 
ture. 

Regardless of how obvious the 
necessity for action may be to any 
telephone man or woman, this under- 
standing of the problems must like- 
wise be developed in the minds of the 
subscribers. And that may really be 
one tremendous problem. The ob- 
stacles may be as numerous as the 
traits of human nature. 


**Hearsay Information” 


UPPOSE that before you can pro- 
ject your information program to 
the public, someone gets the jump on 
you. In some loafing place he volun- 
teers his “estimate” of costs as though 
they were factual. Shortly thereafter 
you may find yourself publicly re- 
garded as trying to embark the com- 
munity on a course of bankruptcy 
and economic destruction. 

If people have only hearsay infor- 
mation about certain subject matter, 
this fact is usually no deterrent to 
the formation of unequivocal conclu- 
sions pertaining to the subject. From 
these you may expect to hear such 
statements as, “Automatic switching 
is for large cities. It doesn’t belong in 
little towns like Lynnville,” or some- 
one is quoted, “We wouldn’t be able 
to phone our neighboring, free-ex- 
change towns, and these would. be- 
come toll calls,” or from another 
“[ hear that at one town 
where dial was installed the rates went 
from $2.00 a month to $7.00 a 
month,” or, finally, that coercive and 
threatening byline, “I’m going to take 
my telephone out if they go to dial.” 

When all of such conversational 
pieces commence making the rounds 
before you can even get started with 
your educational campaign, you cer- 
tainly have a situation on your hands. 


corner, 


This is part of what occurred at 
Lynnville last summer. Those few of 
us who were convinced that automatic 
switching is the direct solution for 
our problem, were completely stump- 
ed as to what to do or how to pro- 
ceed. 

Right here I'd like to make it plain 
that those of us who had made some 
study of the telephone picture did not 
in any way consider ourselves partic- 
ularly smart, or to hold any advan- 
tage over our fellow citizens. We had 


YOUR JULY, 








HOWARD MACY, a stockholder of the 
Lynnville (la.) Telephone Co. 


simply procured some basic informa- 
tion whereas they had not. Our great 
concern and anxiety at once became 
the finding of means to present to 
our people this basic information in 
such manner that it would be received 
without bias and on its own merits. 
Once that was achieved, we had no 
qualms but that our people would 
make the right decision, for they have 
that good American capacity for 
sound community judgment, when 
they are provided the facts. 


Small Company Committee 
UR GOOD friend Del Todd, who 


took it upon himself to keep 
abreast of developments at Lynnville, 
described the work of the Small Com- 
pany Committee and suggested it 
might be of assistance to us. 

At first I was against anyone from 
outside the community entering the 
controversy for fear our people might 
gain the impression an effort was be- 
ing made to railroad the project 
through. 

But upon further thought and 
analysis we agreed that no one was 
likely to believe us. Therefore prob- 
ably our only chance was to accept 
the outside help Del Todd had of- 
fered. Thus, it might be said we were 
the victims of circumstances which 
forced us to accept employment of 
the means which in the end was to 
carry the day for us. 

A special stockholders’ meeting was 
arranged. A committee to present 
the “Case for Progress” was formed. 
It comprised our Lynnville Board of 
Directors, Secretary Bill Miller and 


Del Todd of the lowa Independent 
Telephone Association, our exchange 
attorney John Diehl of Newton, and 
manufacturer’s representative Jim 
Trevillion of Des Moines. 

In the stockholders’ meeting, in the 
midst of adverse questioning and dis- 
paraging comments by “anti” stock- 
holders, Jim Trevillion made a classic 
remark in answer to a question from 
the floor. 

A stockholder asked Jim “. . . why 
go to the expense of costly dial equip- 
ment? Why not just buy a new 
switchboard and continue as we have 
in years past?” 

Jim looked piercingly at his ques- 
tioner and quietly asked, “Would you 
buy a car that you crank?” 

It appeared to me that the general 
laughter which followed marked the 
turning point of the meeting. It 
seemed to have cracked the ice and 
a freer atmosphere for thoughtful dis- 
cussion developed. Then came cof- 
fee-time break in the meeting and this 
visiting committee really went to 
work. Each one talked individually 
with about everyone present and an- 
swered a multitude of questions. 
After the break, the “vote of prog- 
ress” was taken and overwhelmingly 
carried. And what is most important, 
the voting was done with good feel- 
ing. The entire community generally 
is now looking with anticipation to 
the new improvement. After the meet- 
ing one of the stockholders told me, 
“A lot of people changed their minds 
here tonight, and I am one of ’em. 
When I came I didn’t think the dial 
vote would have a chance.” 

So at Lynnville we are now con- 
vinced our improvement program 
would not be under way were it not 
for the participation of this outside 
committee. We feel only the deepest 
gratitude to Small Company Commit- 
teeman Del Todd, Association Secre- 
tary Bill Miller, Attorney John Diehl 
and Consulting “Automotive” Engi- 
neer Jim Trevillion. 

It might be well to caution here 
that any community taking advantage 
of Small Company Committee assis- 
tance must shoulder the responsibility 
of helping blend the committee’s work 
to the local needs of the individual 
community. These committee mem- 
bers seem willing to exert limitless 
effort on anything to help, but I be- 
lieve the local people should not feel 
themselves relieved of contributing at 
least this vital detaik—-Tue ENp. 
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ood PUBLIC 


By T. H. Moran 


President, 
General Tel. Co. 
of Wisconsin 


OOD PUBLIC relations like a re- 


spected trade-mark is not some- 
thing that you acquire over night. 
It must be earned, and once earned 
it can be perpetuated only through 
the adherence to a sound public 
relations program. Basically, of 
course, we have to build our program 
on a cornerstone of good telephone 
service. After all, that is our busi- 
ness. That is the only thing we have 
to sell. But good service alone is not 
enough. We must get our story to 
the public which we serve and keep 
it constantly informed as to our plans, 
problems, and accomplishments. 
This cannot be a hit or miss op- 
eration. It takes some doing. In 
the first place, we cannot expect our 
customers to be too sympathetic when 
the only time we talk to them is when 
we want something. Secondly, if our 
customers are not informed as to our 
plans and as to the why’s and where- 
fore’s of what we are doing, we can 
hardly expect to receive very much 
sympathy, patience, or understand- 
ing from the actual or potential com- 
plainant. A third factor is that people 
generally are not too much interested 
in. the. other .fellew’s- problems, and 
consequently in arranging our public 
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relations program, we must strive to 
make it as newsworthy and interest- 
ing as possible. And finally, because 
of these various factors, our program 
must be one of repeat, and repeat, 
and repeat. 


Getting The Job Done 
OW, HOW about the “doing”? 


Well, first of all we must furnish 
reasonably good telephone service. 
This is our one and only commodity 
and we must so offer it that the pres- 
ent customer, as well as the potential! 
customer, will look upon it as not 
only a most desirable, but a most 
wanted service. He must be able to 
use the service when and as he wants 
it, and he must be able to use it for 
the purposes he requires it. Assum- 
ing our plant is reasonably adequate. 
this phase of our public relations can 
be substantially taken care of through 
periodic studies conducted at the cen- 
tral office, 

We can ascertain our customer's 
calling habits. We can spot the ha- 
bitual monopolizer of the party line. 
We can gauge the sufficiency of cus- 
tomer trunks, and we can acquaint 
ourselves with customer temperament. 

Armed with this information, we 
can approach the individual user and 
not only help him utilize the service, 
but help ourselves as well. 

Does he know of our peak periods 
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RELATIONS 


BE EARNED 


"".. it cannot be acquired overnight . . .” 





T. H. MORAN 


and can he just as well transact his 
business at some time other than at 
the peak? Larger offices are stag- 
gering lunch hours so that employes 
don’t all hit the lunch counter at the 
same time. Banks abhor the custom 
of depositors all coming in at the 
closing hour with their day’s receipts. 
The stores and the postoffice beg you 
to get your Christmas shopping done 
and in the mails before the last min- 
ute rush. We ask the peak-period 
telephone caller to do the same. Why? 
So that he will get a better quality 
of service. If he elects to disregard 
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our suggestion, then he must content 
himself with standing in line or wait- 
ing for service just the same as the 
rush-hour habitate. But remember, 
the telephone customer can’t see 
our switchboard. He cannot know 
whether it’s busy or not. You have 
to tell him. 


The “Line Monopolizer”’ 
S FOR THE customer who mo- 


nopolizes the party line, there are 
two approaches to this problem. 

It may be that the offending cus- 
tomer is attempting to receive indi- 
vidual service at the multi-party rate. 
In such instances, we should first try 
to sell the customer on his telephone 
needs and attempt to get him to up- 
grade his service since he is not only 
hurting himself, but his neighbors as 
well, 

If this fails, then the regrouping 
of a number of offenders on the same 
line usually produces the desired re- 
sult. In other cases, it may be that 
because of limited facilities, such as 
rural lines, regrouping is not feas- 
ible. In such instances, the customer 
should be interviewed with the 
thought in mind of appealing to his 
sense of fair-play and neighborliness. 

If this is not productive of results, 
then the provisions of the general 
tariff covering excessive use of facili- 
ties by party-line customers should 
be enforced and service disconnected. 
This may sound like strange public 
relations, but remember that one of- 
fender on the line makes all of the 
other parties critical whereas by re- 
moving the source of trouble, you 
gain a number of friends and at most 
lose a doubtful friend. 


‘Lost Calls” 

RECORD OF calls lost through 

inadequate local trunks is not 
only good public relations, but is a 
revenue producer as well. It demon- 
strates to the customers that we are 
interested in his business, at least to 
the extent that we think he may be 
losing business because he does not 
have adequate trunks. Very recently, 
there came to my desk a card from a 
business house on which was printed 
this message: “Now you'll find it 
easier and faster to call us on the 
telephone. We have a new switch- 
board, with plenty of trunks, so you 
will hardly ever get a busy signal. 
Hope you'll like the improved ser- 
vice.” That’s good public relations 
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not only for the telephone company, 
but also for the customer. 


‘“‘Quick-Tempered Customers” -. 
OW AS TO the problems pre- 


sented to us by the quick-tem- 
pered or temperamental customer, the 
best solution rests with a personally 
conducted tour of the central office. 
Show him the inside of our business. 
Impress upon him that the opera- 
tors are human beings or that the 
switching equipment is highly com- 
plicated and in either event that ours 
is not an infallible business any more 
than his own. Incidentally, open 
house is good public relations at any 
time and is especially effective with 
grade and high school students and 
their teachers. 

One very important aspect con- 
cerning these various phases of pub- 
lic relations is that we must get to 
the customer before he complains. We 
must impress upon him that we know 
our business and know our problem. 
Generally speaking, I think you will 
agree that once a person has made 
a complaint and has made it known 
publicly that he made such a com- 
plaint, it is a difficult task to get him 
to publicly change his opinion. 


Inform Your Public 
ARLIER I stated that we should 


keep the public informed as to 
our plans and accomplishments and 
that we should do it in an interest- 
ing fashion. How true this is has 
been demonstrated to me most force- 
fully on several occasions. Where? 
At public hearings growing out of 
complaints, either as to service or 
rates or both. I have sat in the hear- 
ing room and heard the customers 
testify that they could never get the 
operator; that their line was always 
out of service; that the switchboard 
and equipment was antiquated; that 
magneto service was worthless; that 
the employes were discourteous. 
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“Keep the public informed on your plans 
and accomplishments . . . A substantial 
part of advertising should be directed to 
reporting company progress, plans, and 
experiences.” 


Then I have watched and some- 
times participated in the parade of 
company witnesses from the chief 
operator on up, each telling his or 
her own story as to the accomplish- 
ments and plans of the company for 
the community, and incidentally the 
costs associated therewith. 


Without exception, the company 
did have plans, and I don’t wish to 
imply that they engrossed anything 
like complete plant rehabilitation or 
conversion to dial. Maybe a. posi- 
tion of switchboard was to be added 
or a piece of cable replaced or re- 
located or rural relief was-to be af- 
forded. In any event, the proposed 
program and cost were explained and 
the hearing closed. In every ex- 
change where we have had hearings 
we have had practically no complaints 
subsequent to the hearing. 

Why? ? Because our customers 
were now informed as to our plans 
and problems and the cash require- 
ment involved. They found out we 
knew our business and were familiar 
with our problems. Where was our 
public relations program while all 
this was taking place? There just 
wasn’t any. 

Now I don’t advocate that you 
start up a petition to have yourself 
checked into, but I do think the ob- 
servation referred to indicates what 
can be done by telling our story to 
our customers. Newspaper advertis- 
ing may have a place in this program 
if it is specifically directed to the 
immediate situation, but “canned” 
copy is of little value. The funda- 
mental purpose of advertising is to 
sell a product or service, and since 
our customers are already purchas- 
ing our service, a substantial part of 
our advertising should be directed to 
reporting our progress, plans and ex- 
periences. News items concerning 
jobs started and completed; person- 
nel happenings and above all pic- 
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| of the concern. 


| tures are generally most welcome to 


the average editor. And they all play 
important part in maintaining 
good public relations. 


Employe Education 


E CAN agree that our impres- 
sion of a business establish- 
ment is often dictated by the treat- 
ment we receive from the employes 
How many times 
have you heard the comment—“there 
is no sense in going in there, they 
never have what I want”—or “the 
service at so and so’s is terrible”’— 
or “I will never trade there again 
after the way I was treated.” 
For some time now, whenever I 


| have heard such complaints, I have 
| asked whether or not the aggrieved 


took the complaint to the manager— 
and incidentally, I am not talking 
about the telephone business. It is 


| the exception to hear that the matter 





was taken up with the manager. In 
other words, the complainant march- 
ed out of the store vowing never to 
return; a customer has been lost and 


| the manager can’t figure out whiy. 


It is extremely important, there- 


| fore, if we are to have good public 


relations to keep our employes in- 
formed as to our plans, advised as to 
why a particular project has been de- 
ferred or advanced, and above all, 
to see to it that the employe at all 
times is patient and courteous. In 
my opinion this can best be accom- 
plished through personal contact with 
the employe as opposed ‘o a program 
of written instruction. Personal con- 
tact permits the exchange of ideas, 
points up problems, and assures un- 
derstanding. 

A large insurance company in Wis- 
consin had a practice of sending out 
a weekly letter to all managers set- 
ting out the latest sales techniques, 
the “going’s on” within the company, 
its plans and future programs. The 
letter often ran 12 pages. One week 
the letter contained a statement bur- 
ied at about the midway point to the 
effect that if the reader had read this 
far he would receive $10 if he would 
send his name to the home office. 
In the third to the last paragraph 
of the letter, a statement was made 
to the effect that anyone who had 
read that far was to ignore the pre- 
viously mentioned $10.00 offer. The 
company received so many requests 
for the ten dollar bill that it conclud- 
ed the letter was not effective. The 





“It is extremely important to keep 
our employes informed of our 
plans, and above all to see that 
the employes are patient and 
courteous.” 
e * e + © & e e 


company now employs regularly 
scheduled meetings to discuss the 
matters previously incorporated in 
the weekly letter. 


“Don’t Be a Cry-Baby” 


HERE IS one note of caution that 
should always be observed in the 

conduct of a public relations pro- 
gram — it should never be built on 
a cry-baby or apologetic theme. 

Our problems are our own. No 
one is going to solve them for us. 
We know they are there, and it is 
up to us to do something about 
them. Our customers are not going 
to be forever sympathetic. They are 
reasonable people and will accept 
reasonable explanations, but they will 
expect action on our part within a 
reasonable length of time. 

Let us also remember that we have 
a legitimate business and that we 
are engaged in the telephone busi- 
ness for profit. The telephone bill 
is an item in the household budget 
and telephone service is one of the 
costs of doing business. Naturally 
our customers are going to try to 
keep this cost as low as possible. 
Everyone is interested in a bargain. 
But remember also that no one re- 
spects or admires a failure. If our 
operation is efficient and costs in- 
crease to the point where we can no 
longer earn a reasonable profit, we 
should never hesitate in petitioning 
for an increase in our prices. 

What has been said here boils 
down pretty much to two basic in- 
gredients—good old-fashioned busi- 
ness sense and real hard work. There 
is no magic involved. The program 
must be carefully planned and ex- 
pertly executed and should be rec- 
ognized for what it is, namely one 
of the most important aspects of op- 
erating a successful telephone com- 
pany.—THE Enp. 
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“Small Company Talk 


By BILL CORMAN 





Why Not Form An 
Independent Purchasing Agency? 


Principal purpose of suggested Independent Telephone 

Purchasing Agency would be to provide a source of pur- 

chase money for Independent property which is on the 
market. 


| NEIGHBOR! 
ennial subjects in the Indepen- 
dent telephone business is the con- 
tinuing plague of sales of Indepen- 
dent property to the Bell System. I 
suppose as much has been written and 
talked and preached and argued on 
the subject as on almost any other 
over the span of the last 50 years. 
Once I attended a meeting of tele- 
phone men at which some responsi- 
ble officers of the Bell System were 
present, and one of the subjects of 
discussion was the fact that an In- 
dependent had offered his property 
for sale to the Bell System. One of 
the Bell men made the usual state- 
ments on the subject. They didn’t 
want it. They hadn’t made any of- 
fers. On several occasions in the 
past they had consistently refused 
to even negotiate. They had more 
held orders and up-grade orders in 
their own territory than they could 
say grace over. The fact that they 
were now willing to open negotia- 
tions did not mean that they had in 
any way changed their basic policy 
of not wanting to acquire any more 
territory. 


One of the per- 


Which was, of course, just about 
the same thing that is said in each 
such case. But in this instance, the 
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man added another statement that | 
thought pointed at an important is- 
sue. There are, the man said, several 
more of these little situations which 
we don’t want but where, unless some- 
thing is done, there will be a demand 
for us to come in and negotiate for 
the property. 

Point number one, then: — where 
the customers are satisfied, there is 
less likelihood of demand on their 
part for the sale of the property to 
the Bell System. 

Some years ago I attended another 
meeting at which Bell officials were 
present. It was called for the pur- 
pose of discussing some matter in 
which Independent and Bell were in- 
terested. The Bell man had some fig- 
ures showing what the Bell company 
had done along a certain line of en- 
deavor, and comparable figures show- 
ing what the Independents in the area 
had done during the same time. It 
was a woeful comparison, from the 
viewpoint of the Independents pres- 
ent. But then the Bell man pointed 
his finger at us—the leaders of our 
state association — and said, — “You 
ought to make these companies do 
something about this!” 

We immediately pointed out that 
we were in quite a different situation 
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from his. While he could order the 
exchanges under his management to 
do things, our association, being a 
voluntary organization to which not 
all of the Independents belonged, 
could only suggest action. 

Point number two:—Each company 
must make up its own mind and in- 
itiate and carry through its own pro- 
gram in order to keep its subscribers 
reasonably well satisfied—there is 
no other independent agency which 
can order it to do so. 

If you take the list of Independent 
telephone, companies, you'll find that 
a large number operate in territories 
that are — (1) very small, with little 
or no chance of expanding; (2) sur- 
rounded by the Bell System; (3) 
really a suburb of a large Bell-owned 
exchange, and (4) developing sud- 
den large demands for high grade 
telephone service or some combina- 
tion of these. 

Point number three:—Each one of 
these Independent companies consti- 
tutes a possible (and in many cases, 
even probable) sale to the Bell Sys- 
tem. From all indications, U. S. in- - 
dustry is decentralizing, and the pop- 
ularity of suburban over city homes 
is constantly increasing. 

Point number four :—Cases are de- 
veloping all the time which are throw- 
ing Independent areas into the cate- 
gory where they are not now, but 
soon will be, additional possibilities 
for sales to the Bell System. 

For our next point, let’s set up a 

Please Turn To Page 58 
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situation which, with possibly a few 
variations, could apply to any num- 
ber of cases. A small Independent 
owner decides for some reason, either 
good or bad, that he wants to sell. 
He is contiguous to, or surrounded 
by, a Bell Company. His subscrib- 
ers are demanding that someone sat- 
isfy their needs for telephone service. 
No Independent buyer has both the 
desire and the cash to purchase at 
a price that is even less than reason- 
able. 

What does the owner do? What 
does the Bell Company involved do? 
What does the Commission do? 
What do the subscribers themselves 
do? For that matter, what can any- 
one do, in each given, specific case 
of this kind? 

Point number five:—Only by a flat 
refusal by the Bell System to consider 
the purchase of any Independent 
property, regardless of circumstances, 
can these sales be stopped. The Bell 
System has never seen fit to make any 
such commitment, and it would seem 
next to impossible for it or any com- 
pany, to do so. 


Few Sales By Bell 
HE KINGSBURY commitment 


was made in an effort to stabilize 
this matter, but over the years the 
great majority of sales are to the Bell, 
and offsetting sales by the Bell have 
been negligible. I heard a rather 
high placed Independent remark re- 
cently that the Bell could think of 
more reasons not to sell any given 
property than a hound dog had fleas, 
but in all fairness, it should be point- 
ed out that those cases in which an 
Independent even proposes to think 
about purchasing a Bell exchange are 
few and far between. 

Point number six:—There seems to 
be little hope of maintaining the sta- 
tus quo by resorting to offsetting 
sales by Bell to an Independent. 

To sum up the points we have made 
thus far:—(1) The situations of a 
large number of exchanges indicate 
possible purchase by Bell at some 
future date. There are additional 
exchanges which will encounter such 
situations as time goes on. About 
the only way the Bell company can 
avoid any further purchases is to 
make a flat refusal to consider any 
further negotiations, regardless of cir- 
cumstances, and such a refusal is 
hardly possible. 

(2) There is small chance of re- 


gaining stations by the process of 
offsetting sales—sales by Bell to an 
Independent. 

(3) There is no central Indepen- 
dent organization which can force an 
Independent company to do certain 
things or to meet certain require- 
ments. Each company must initiate 
and carry through its own program. 

(4) Where the company’s pro- 
gram is such that the subscribers are 
satisfied, there is usually no demand 
that the property be sold to Bell. 

These points, therefore, lead to a 
conclusion:—One of the principal 
ways to block further sales is for 
companies to satisfy their subscribers. 

But here we seem to be going in 
circles and to be right back where we 
started. 

If the customers were satisfied, 
we wouldn’t have the problem in 
the first place. It would come up 
only when Bell intentionally sets 
out to acquire a certain property 
(which they claim they don’t, but 
which some Independents claim they 
do) and those cases where an Inde- 
pendent decides for some reason he 
wants to sell. 

In other words, Neighbor, the 
answer to Bell purchases is the 
same as the answer to most of our 
problems. It has been stated in edi- 
torials in Telephone Engineer publi- 
cations time and again—Good Plant, 
Good Service, Good Rates. 

Stating it another way, if all In- 
dependent telephone companies were 
well managed and adequately financ- 
ed, there would be few if any sales 
of Independent property to the Bell 
System. And, under such circum- 
stances, those: sales that were pro- 
posed could be looked at with a con- 
siderably more skeptical eye. 


“Idea In The Making” 

UT IN VIEW of the fact that no 

independent agency can enforce 
good management or adequate financ- 
ing, and the fact that there will doubt- 
less continue to be “distress” cases 
from time to time, an idea has oc- 
curred to me that I would at least like 
to toss out for whatever reception it 
may receive. 

The idea goes something as fol- 
lows: .(1) An organization would 
be formed called the “Independent 
Telephone Purchasing Agency.” 

(2) ‘The agency would be incor- 
porated, common stock for equity 
would be sold only to existing tele- 


phone compaines. Further additional 
bonded indebtedness could be incur- 
red, if necessary. 

(3) When any Independent tele- 
phone company is offered for sale, 
the agency will do its best to find an 
Independent purchaser, and, pro- 
vided it does negotiate a satisfactory 
sale, will charge a reasonable fee for 
its service. If no purchaser can be 
found, the agency itself will offer to 
purchase the property at a reason- 
able price, and, if it does purchase, 
make a thorough study of the prop- 
erty to determine what must be done 
to put the plant and operations into 
proper shape. 

(4) On its books the agency will 
keep a running total of costs to the 
agency, such as purchase price, study 
costs, etc., and the property will be 
listed for sale with a complete des- 
cription, the conclusions of the study, 
and the progress of the operation as 
it goes along. 

(5) The property will be for sale 
to any Independent purchaser at any 
time during the process at the agen- 
cy’s cost plus a reasonable fee for 
service. 

(6) The staff of the agency would 
have to be varied in accordance with 
its needs. The corporation would be 
governed, like any other, by a board 
of directors. It could possibly be tied 
in closely with the activities of the 
USITA or integrated with the Na- 
tional Association. It ceuld be lo- 
cated adjacent to USITA so that both 
organizations could take advantage 
of the knowledge and activities of 
the other. 

The principal purpose would be to 
provide a source of purchase money 
for Independent property which is 
on the market and to hold such pro- 
perty as is purchased only so long 
as is-necessary to find a qualified In- 
dependent buyer. Every effort would 
be made to negotiate sales without 
the agency itself having to purchase, 
using this only as a last resort. And, 
if it did purchase, its principal pur- 
pose would then be to dispose of the 
property to an Independent purchaser 
as soon as possible. There should be 
little or no question of the agency 
“competing” with other Independent 
buyers, since its principal purpose 
is not to buy for itself, but to help 
negotiate a satisfactory sale to a third 
party. 

Well, that’s the broad outline of 
the idea. What do you think of it? 
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Members of this New York convention group are (I to r): W. A. KERN and MRS. KERN, Rochester; MRS. W. M. GRISWOLD, Clifton Springs; 
HAMILTON A. CUNNINKHAM and MRS. CUNNINGHAM, Alband, and ALFRED J. WORSDELL, JR., Albany. 


Progress Report— 


NEW YORKERS MEET AT ELMIRA 


EW YORK Independents rang up 
a few new records at their 1953 
convention. It was the group’s 3lst 
annual convention and approximately 
400 attended the 2-day meeting at 
the Mark Twain Hotel, Elmira, N. Y. 

Twenty-seven of the organization’s 
57 associate members arranged dis- 
plays, 275 delegates attended the ban- 
quet, 200 attended the pre-conven- 
tion stag dinner at Elmira Country 
Club, and 64 played golf during the 
afternoon. 

Statistically, it was not New York’s 
largest convention but it was one of 
the most helpful. With more than 
two-third’s of the associations’ mem- 
ber companies represented at the 
meeting, comments received from the 
Independent company delegates in- 
dicated the program was the most 
outstanding ever arranged for a New 
York State Telephone convention. 

Officers elected during the meet- 
ing were: President, S. Fred Nixon, 


Jr., Westfield; Vice-President, Don 


YOUR JULY, 


Approximately 400 New York Independents attend 31st 
annual convention of the New York State Telephone 
Association at the Mark Twain Hotel, Elmira. 


W. Walker, Shortsville; Treasurer, 
Roderick A. Nixon, Westfield; Sec- 
retary and Assistant Treasurer, M. L. 
Sperry, Jr., Walden, and, Executive 


Secretary, Hamilton A. Cunningham, 


Albany. 
Directors elected for one-year 
terms were: Frank D. Fancher, Mid- 


dletown; W. A. Kern, Rochester; L. 
H. Meyer, Johnstown; William A. 


Seeley, Norwich, and Harold C. 
White, Jamestown. 
Directors elected for two-year 


terms were: Sheldon A. Birdsall, 
Margaretville; S. Fred Nixon, Jr., 
Westfield, and C. Ray Lloyd, Man- 
lius. 

Directors whose terms have not ex- 
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pired: George S. Beckwith, Kees- 
ville; Marcy L. Sperry, Jr., Walden, 
and, Don W. Walker, Shortsville. 

Members of the Executive Commit- 
tee are: S. Fred Nixon, Jr.; W. A. 
Kern, and Harold C. White. 


“Battle For Existence” 


EW YORK Association Presi- 
dent Wm. A. Kern opened the 
convention with a solemn warning 
that—“‘We, who are identified as the 
Independent segment of the telephone 
industry, are waging a continuous 
battle for our existence.” 
“The battle has been a long one,” 


he said. “Many, many of our bro- 
Please Turn To Page 62 
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thers have fallen and many of our 
companies which are alive today, will 
be casualties on the field of battle 
in the decade to come. But strangely 
enough, it has been not the missiles 
of our enemy which have mowed 
down our brother companies. Our 
enemy does not hurl missiles. As a 
matter of fact, our enemy is not 
another telephone company, the pub- 
lic service commission, or even the 
Federal Government. Our battle is 
with the changing world. The enemy 
is evolution and progress.” 

Mr. Kern stated that since the “cur- 
tain rang down on the first Indepen- 
dent company, Independents have 
been living in the “era of merger and 
acquisition.” 

“Inflation coming in the wake of 
World War II,” he said, “has accel- 
erated the evolutionary process. 
Many companies which were mem- 
bers of our association a short 10 
years ago, have passed from the 
scene. 

“This is an era in the history of 
telephony in which we find our- 
selves today. The big company gets 
bigger and the small companies are 
disappearing from the scene. Giants 
now appear among us_ Indepen- 
dents .. .” 

Emphasizing that—‘What Inde- 


400 Independents attended the convention of the New York State Telephone Convention. 


pendent telephony needs is a good 
$10 telephone instrument or a small 
dial office at $100 per line,” Mr. 
Kern stated— “It is in price of mater- 
ial that the Small Company’s hope for 
survival lies. None of us can do any- 
thing about the cost of money and 
labor. These costs are established in 
market places quite remote from our 
sphere of influence. Telephone equip- 
ment, however, is made and priced 
within the family.” 

“It is with the manufacturer and 
supplier of Independent telephone 
equipment on whom the future of 
the small company rests,” he said. 
“If no solution to this problem is 
found and the small company con- 
tinues to pay top prices for equip- 
ment and money then the ‘era of 
merger and acquisition’ will go on 
and on....” 


Progress Report 


XECUTIVE Secretary Hamilton 


Cunningham reported that the 
expansion and improvement pro- 
grams of Independent telephone com- 
panies in New York “go forward at 
an amazing pace.” 

“25,000 stations,” he said, “were 
added by the Independent companies 
in 1952, bringing the total served as 
of January 1, 1953 up to 430,559. 
Compare this figure with the total 
of 274,950 stations in service on Jan. 
1, 1946, the start of the so-called post- 





Shown above are (I to r): ROBERT CHESBRO, Syra- 
cuse; CHARLES THOMPSON, Syracuse; C. RAY LLOYD, Manlius; FRANK MICALE, Syracuse, and ROBERT DOWLING, Rotterdam Junction. 
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war expansion period, or the 222,038 
stations in service on Jan. 1, 1941. 
the year in which World War II be- 
gan. In a short 12 years the number 
of stations has almost doubled.” 

Mr. Cunningham stated that in 
1952, 11 central offices were con- 
verted from manual operation to dial 
service and now serve 4,900 stations. 
As of Jan. 1, 1953, 145, or 47% of 
the Independent central offices pro- 
vided modern dial service to 196,691 
or 45% of the stations operated. In 
1953, 21 more central offices will be 
converted from manual to dial oper- 
ation, to serve approximately 21,600 
stations. In 1954, indications are that 
another 27 offices will be cut over 
to dial to serve an indeterminable 
number of stations. 

“To accomplish these projects,” he 
said, “and to attempt to keep abreast 
of the tide has required an immea- 
sureable amount of energy, the in- 
testinal fortitude of a David as he 
faced Goliath, an unswerving faith 
in our great country and its free en- 
terprise system, and a tremendous 
amount of money. For example, in 
1952, finance cases were decided and 
orders issued by the Public Service 
Commission to 12 Independent tele- 
phone companies authorizing the 
issuance of $1,775,735 in common 
stocks; $6,732,500 in preferred 
stocks; $7,305,000 in mortgage bonds 
and secured notes; and $225,000 in 
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other notes, debentures and certifi- 
cates. Since 1946, Independent com- 
panies have figured in 89 finance 
cases before the New York State 
Public Service Commission, and have 
been authorized to issue a total of 
$5,155,990 in common _ stocks; 
$10,283,400 in preferred stock; 
$23,375,000 in mortgage bonds or 
secured notes; and $13,884,500 in 
other notes, debentures and certifi- 
cates. In the same period, New 
York Telephone Company issued 
$325,000,000 worth of common stock 
and $275,000,000 in mortgage bonds 
or secured notes. 

“Your Association, through its 
officers and directors, has diligently 
pursued a course of aid and encour- 


agement, particularly to the smaller | 


companies, in their financial prob- 
lems and arrangements. We make 
every effort to uncover and develop 
new sources for capital and to get 
borrower, lender and regulator to- 
gether in a program that will be 
equitable for all and help our in- 
dustry to forge ahead.” 

Mr. Cunningham reported that 
during 1952, 31 Independent com- 


panies negotiated rate increases on an | 


informal basis without formal hear- 
and the incumbent expense. 
increases amounted, in the 


ings 

These 
aggregate, 
annually. Two formal rate cases were 


also decided for larger Independent | 
$1,520,814 | 


companies to provide 
added revenue annually. In most of 
the informal cases, 
association was able to serve 
members in one way or another. 

“We welcome,” he said, “the op- 
portunity of discussing these matters 
with you and urge you to keep us 
advised of your need in this con- 
nection. You represent what is to | 
me the greatest industry in the world. 
But there is a great deal more to be 
done and 
path along which we will travel to- 
gether, will not be a smooth one. 
Ahead lies the prospect of rendering 
an ever-improving service, to an 
ever-growing population, with ever- 
increasing demands presenting ever- 
increasing perplexities. Ever-enlarg- 


ing equipment bought at ever-increas- | 


ing prices will call for ever-increas- 
ing investment capital and require 
ever-increasing subscriber rates. | 


have every confidence that you will | 


go on to achieve even greater goals 


YOUR JULY, 


than you have already passed and 


that you will surmount every obstacle 
” 


things: One is the vigor and persever- 
ance with which telephone companies 
insist that their rates for service be 


to an estimated $426,127 | 


the New York | 


its | 


indications are that the | 
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in your way.... 


“A Fateful Year” 
AY W. SMITH, president and 


editor of Telephone Engineer 
Publishing Corp., Chicago, told the 
convention — “The year of 1953 
will be a fateful year for the telephone 
industry.” 
“Whether that fate is good or bad,” 


he said, “depends largely on two 


sufficient to produce revenue ade- 
quate for their needs. The other is 
the extent to which regulatory com- 
missions measure up to their re- 
sponsibilities and deal with telephone 
rates, revenues and earnings on a 
basis of reality.” 

Discussing rates, Mr. Smith em- 
phasized that costs and operating ex- 
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Here’s the Neale Model K Pull Type 
Spinner—engineered for versatility. It’s 
doing a great job on electric power lines 

. and telephone lines, too! Model K 
has a maximum capacity of three 2” O.D. 
cables, and will spin single cable as small 
as 5” O.D. This spinner may be used 
with either one or two coils of spinning 
wire, so you may have either a 13” spiral 
or wire 6Y,” apart. Model K is furnished 
with two LC5 Lashing Wire Clamps, tow 
rope, cable placing dolly, and chest. 


Use Neale Wire 
For Best Results 





Available in 7 different types. 
There’s just the wire for your 
particular requirements. 


CABLE SPINNING. 


Contact your jobber 











c ow Equipment Co Company puowe 
| TOO" 3001 TOPEKA AVE. TOPEKA, KANSAS 





cheerful reminder 


When buyers “Looking for Something?” reach for 
the ‘yellow pages’ of telephone directories it’s good 
for the customers themselves, for the advertisers, 
and for the telephone company. 


Ads like those across the page, appearing 
in national magazines, use friendly humor to remind 


the general public that wherever there is a 
telephone there is also a unique buyer’s directory 
close by. The more it’s used, the more time 


and steps it saves. 
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penses of the business have increased 
so much that many telephone com- 
panies would have gone bankrupt 
without higher exchange rates. 

“We have also seen cases,” he said, 
“where the greatest deterrent to 
higher rates was the kind and quality 
of service being supplied by the com- 
pany. Some regulatory commissions 
now consider the quality and ade- 
quacy of the service supplied as an 
important factor in the determina- 
tion of the rates allowed. But regard- 
less of the attitude of commissions 
on the matter of the relationship of 
rates and service, the public simply 
will not pay good rates for poor 
service.” 

Mr. Smith warned that in order to 
obtain good rates — which means 
rates adequate to carry all expense 
and leave a fair return for capital— 
the service must be good. 

“And, to have good service,” he 
said, “the plant must be good. That 
is the foundation for good service, 
just as good service is the foundation 





an 


CRAFTSMAN Utility Side Boxes convert 
TRUCKS — add welcome storage space for tools, equipment and supplies. 
Doors have recessed handles with cylinder locks, keyed alike. Right- 


for good rates. And just, it should 
be added, as good rates are the 
foundation for success and prosperity 
in the telephone business.” 


Financing Tips 
ARRISON L. AMBER, Pittsfield, 
Mass., told the convention that 
some companies are going to find 
that demands for service will necessi- 
tate selling out to or merging with 
stronger neighbors. 

“There will,” he said, “even be 
some reshuffling of territories to 
permit more economical operation. 
We have seen some of this in the 
past few years and my own opinion 
is that the trend is definitely estab- 
lished.” 

Mr. Amber warned that the longer 
a company delays necessary improve- 
ments, the more acute its problems 
are likely to become. 

“We face not only the problem of 
high present day costs of new con- 
struction,” he said, “but also the 
problems resulting from accelerated 
obsolescence. The technological im- 
provements of recent years raise the 
question whether present-day depre- 








- * 


hand box is compartmented for small tools and parts. 
MOUNT EASILY ON ANY PICK-UP, '2, *%4, or 1-ton. 


pick-up trucks to SERVICE 





ciation charges will in 15 or 20 years 
prove to have been adequate.” 

Stating that in his opinion the days 
of the unimproved property are num- 
bered, Mr. Amber emphasized that 
the public is demanding better serv- 
ice and more of it. 

“The migration of more and more 
city families into suburban and rural 
areas is hastening the trend,” he 
said. “City people traditionally are 
always more demanding. The con- 
tinuing growth and decentralization 
of industry also indicate steady pres- 
sure on telephone managements. 

“My viewpoint is that good man- 
agement calls for an energetic im- 
provement program for the small 
company, as well as for the large one. 
[Improvements necessitate earnings to 
support the cost. This implies rate 
relief where necessary. If this is not 
the whole answer, the management 
will have to raise additional capital, 
either from the owners, or outsiders, 
or both... .” 

Mr. Amber pointed out that five 
years ago it was both difficult and 
expensive for the medium-sized In- 
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NEW ‘ 
rRIBUTION CABLE 


—E JACKETED PAIRS 
STEEL CORE 


It’s Whitney Blake’s new No. 20 AWG Hard Copper five pair cable to replace a ten pin 
crossarm with five pairs of open wires for rural telephone distribution. 


New you can make new installations without using crossarms and increase existing pole 


line capacity without adding new crossarms. 


ADVANTAGES OF THIS NEW DESIGN INCLUDE: 


Low initial cost — low installation cost. 

Excellent electrical characteristics — Crosstalk greater than 60 decibels down per mile. 
Light weight — can be attached to pole or under side of crossarm. 

Small diameter. 

High strength — breaking strength approximately 1800 pounds. 

Easy to splice. 

Readily accessible for addition of new stations. 

Can be used on crowded poles where new crossarms cannot be added. 


Serves as multiple drop wire to small apartments or business establishments. 


GENERAL CONSTRUCTION 


No. 20 AWG hard copper conductors with Teleplate® process — Brass-overlead plating 
to assure lasting good adhesion. High dielectric strength Buna S synthetic rubber insulatian. 
Tough neoprene jacket to a nominal outside diameter of .130’. Adjacent pairs twisted with 
varying lays to avoid crosstalk. One conductor of each pair has raised double tidge for 
polarity identification. Five pairs twisted around a core of high strength galvanized steel 
having a breaking strength of approximately 1800 pounds. Approximate cable O.D. .600”. 


If you’ve ever pondered how to make existing pole line facilities do more work you need 
Whitney Blake Five Pair Rural Distribution Cable. Order some and see how it can reduce your 


outside plant costs. 
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You Serve Guy Strand 
Quicker - Better with 
KEARNEY #xger Goo GUY CLIPS 


Waste strand wastes valuable 
time when your crews use it to 
serve guy strand ends. They'll 
do a much faster, neater job 
with this KEARNEY FINGER 
GRIP GUY CLIP. Requires no 
special tool. The aluminum 
pre-formed tabs are easily 
interlocked and impossible 


to position incorrectly. 





WRITE TODAY for Prices and Quantity Discounts 


JAMES R. KEARNEY CORPORATION 
4224-42 Clayton Avenue ¢ St. Louis 10, Missouri 















Jacks . . props .. shores. . 
horses . . why fool with these 
obsolete methods of handling 
reels? DO IT THE MODERN, 
if EFFICIENT WAY! Reel or 
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Any Kind of Outside 
Plant Job 


Whether it’s new construc- 
tion, regular maintenance, or 
emergency repair, call Neale 
and get a crew of high skilled 
men who work with the most 
modern equipment. Your out- 
side plant will operate more 
efficiently and t longer. 
Estimates made without obli- 
gation. 


LONSTRUCTION £0. 
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dependent telephone company to fin- 
ance. 

“Today,” he said, “a number of 
life insurance companies will help a 
well set-up company with long term 
bond financing. The life insurance 
industry has come to recognize that 
well-arranged telephone company 
loans are a good investment, both in 
the interest of the policyholder and 
|in the public interest. So recognize 
the fundamental that the three sources 
| of money are: (1) For equity capital, 
| you, the management, and your pub- 
lic; (2) for short-term construction 
/money, both the local and metropoli- 
tan commercial banks, and, (3) for 
long-term senior money, a good life 
| insurance company.” 


| Small Company Problem 
| *TATING his belief that the small 


| company problem was about the 
| same as the big company problem, 
| T. A. Saunders, Owosso, Mich., em- 
| phasized that the one basic difference 
|is that big companies have staffs of 
| accounting, traffic, commercial and 
legal personnel which keep them 
posted on earnings and other oper- 
‘ating matters. He pointed out that 
|small companies have many disad- 
vantages in meeting their problems 





| but many are doing an excellent job 
_and some are outstanding in their 
| progressive approach to providing 
| good service and making money in 
| the process. 


Mr. Saunders stated that unless 
substantial increases in rates had been 
secured by most small companies in 
recent years these companies had 
found it necessary to decrease their 
expenses in some form or another. 


Usually this reduction had been in 
what the owner received in the form 


of wages and return on his invest- 
ment in telephone plant, or by re- 


| ducing maintenance of the plant or 


the funds available for replacement 
of telephone plant. 

“In almost all cases,” he said, “re- 
ductions have had the effect of re- 


ished to the customers. It is agreed 
that there is definite public resist- 
ance to increased rates for sub-stand- 
ard service but by and large the pub- 
| lic has indicated its willingness to pay 
increased rates for the type of service 
that it wants. As a result it seems 
desirable to couple increased rates 
' with a conversion to higher types of 





68 YOUR JULY, 1953 TELEPHONE ENGINEER & MANAGEMENT 











brings new 









modern 
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to 


New 10-position toll 
board serves toll lines 
from manufacturing city 
of Cali to Bogota and 
Buenaventura. 


A new automatic toll board of the latest type now provides Cali with fast, high-grade 
long distance service. It is the latest step in a toll network modernization program 
begun in 1947 by Empresa Nacional de Telecommunicaciones. 

International Automatic Electric supplied this new board, which was made by 
Automatique Electrique, S.A., in Antwerp, Belgium. International Automatic Electric 
has also been helping improve Colombian carrier toll facilities by providing 
engineering aid and supplying modern carrier equipment made by Lenkurt Electric 
Co., Inc., San Carlos, Calif. 
These operations are typical of the way in which International Automatic Electric 
draws on its worldwide group facilities to supply customers everywhere with the finest, 
most up-to-date equipment. 

Write us about your requirements today! 


Cali wire chief, trained 
on job by International 
Automatic Electric to 
maintain new toll board. 


International Automatic 
Electric installer points 
out features of new toll 
board auxiliary equip- 
ment to local technician. 


INTERNATIONAL 


AUTOMATIC ELECTRIC 


ecodseceeeseooece 
CORPORATION 


1033 W. VAN BUREN STREET, CHICAGO 7, U. S. A. 


«NTERNATIONAL AUTOMATIC ELECTRIC SALES CO., S. P. A. Via di San Basilio 41, Rome, Italy 
Export Distributors For: 

AUTOMATIC ELECTRIC COMPANY, Chicago, U.S.A. «© AUTOMATIQUE ELECTRIQUE, S.A., Antwerp, Belgium 
AUTOMATIC ELECTRIC (Canada) 1953 Ltd., Brockville, Can. © AUTELCO MEDITERRANEA S.A.T.A.P., Milan, Italy 
and other manufacturers 
Selling Companies and Agents Throughout the World 
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service. In this way adequate rates 
would give the owner adequate com- 
pensation and at the same time the 
public would receive the type of 
service it desires. However, in order 
to secure adequate rates the books 
and records of the company must re- 
flect that need and to accomplish 
this a good accounting system is ne- 
cessary.” 

Mr. Saunders emphasized the ne- 
cessity of being sure that all operat- 
ing costs were included, particularly 
wages or compensation for all serv- 
ices performed by the owner or his 
family, including a salary for man- 
agement of the company. 


“In addition to compensation for 
services performed,” he said, “the 
owner is also entitled to a reasonable 
return on his investment in the com- 
pany and there is strong support for 
10 to 20 per cent return on this in- 
vestment.” 


He warned small company oper- 
ators that if their companies could not 
pay for services performed in cash, 
some evidence of the indebtedness 
should be taken and the cost entered 
against operating expenses to show 
the need for adequate rates. 
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Unica Lubring®-the pliers that oil them- 
selves! Porous iron lubricating ring “floats” 
in the joint, absorbs lubricant and feeds it 
as required. Keeps joint smooth and free- 
working. There are no finer lineman’s pliers 
than these patented and exclusive Utica 


heavy duty Lubrings. 
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Utica lineman’s pliers can be supplied 


with heavy, blac 
handles. Designed 
grip, long wear and protection. 


Send for booklet describing Utica’s 
complete line of Lubring Pliers. 


In Canada: 


“An adequate system of account- 
ing is necessary,” Mr. Saunders said. 
“It enables any company to know 
what its operating costs are and as- 
sures the operator that he is being 
adequately compensated for services 
he performs and is securing a rea- 
sonable return on his investment. . . .” 


Tax-Free Competitors 
OSEPH F. LEOPOLD, tax consult- 
ant, Dallas, Texas, brought the 
convention an interesting report on 
tax-free co-ops. 

“The Independent telephone in- 
dustry,” he said, “is definitely fol- 
lowing the pattern of the electric 
power business under the REA Act, 
in being absorbed by the open flood- 
gates of Federal subsidy and tax-free 
competition. You are paying a cor- 
porate income tax of 25 percent min- 
imum to 52 percent maximum. Your 
own tax dollars, along with other tax 
dollars from all the rest of us in the 
private enterprise field, are being 
used to furnish more and more tax- 
free cooperative telephone service to 
compete with us. If this isn’t Social- 
ism, it’s mightly close to it. Certainly, 
it is grossly unfair and inequitable, 
to use our own tax dollars to finance 
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our tax exempt cooperative competi- 
tion. Is it a definite governmental 
plan to ‘sink’ private enterprise?” 

Mr. Leopold reported that by the 
end of Sept. 1952, the REA had ad- 
vanced or allocated, some $95 mil- 
lion for rural telephone expansion or 
improvement.—(Epb. Note: See “Out- 
look” for recent figures.) 

“On the basis of expenditures and 
allocations already made,” he said, 
“it isn’t too hard to visualize a two- 
billion dollar, tax-free cooperative 
competitor . . .” 


New York Independents 


LEN R. BEDENKAPP, of the 

New York Public Service Com- 
mission, told the convention that the 
Independent telephone business is 
“one of the fine examples of useful 
service performed by small business 
in contributing to our American way 
of life.” 

“Small as they may be,” he said, 
“independent as they are, they bring 
to more than one-half of the area of 
the State of New York, the comfort 
and convenience of ready and easy 
and wide-spread communication. The 
owners and managers are an integral 
part of the life of the ‘grass roots’. 
They mingle with their subscribers 
in the clubs, the lodges and the 
churches of the small communities. 
Often they and their employes 
render services which no big corpor- 
ation is equipped to perform and 
which are clearly beyond the usual 
line of duty.” 

Mr. Bedenkapp stated that in the 
years from 1945 to and including 
1952, the number of stations served 
by New York Independent companies 
increased from 268,000 to 431,000 
or 61 per cent. Excluding Rochester 
Telephone Co., the increase was from 
128,000 to 222,000 or almost 73 per 
cent. During that same period, the 
Independents expanded their total 
plant by 94 per cent and, excluding 
Rochester, by 136 per cent. Total 
plant value increased more than 
$41,000,000. 

“T could cite many other figures 
in detail,” he said, “but these alone 
are sufficient to establish two main 
points: — First, that, while much 
more remains to be accomplished, 
the Independent telephone companies 
of this state have done a masterful 
job in solving the problem of more 
and better telephone service and, 


MANAGEMENT 





RIPLEY a. 


Arar] 


Light Watchman~ 


~ 
» 


a2 


4” Beacon 


XG n1¢ lt 
O | 


CONTROLLED BY AN AUTOMATIC, LIGHT- 
ACTIVATED ELECTRONIC EYE WHICH LIGHTS , | 
THE BOOTH AT DUSK AND TURNS IT OFF 
AT DAWN 





| Insure continuous 





| Microwave operation 








if with “US” Electric Plants 











- Fully Tested and 
Approved 

* Low Maintenance Cost 
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Dependability in “U.S.” Electric Plants 
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construction, and freedom from “gad- 
ets.” The unit shown is 12.5 KVA, 
120/240-Volt Alternating Current. 
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“U.S.” units built for Microwave serv- 
ice. “U.S.” personnel is active in the 
design and development of microwave 
engine-generator sets in conjunction 
with R.T.M.A. 
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of Electric Plant mod- 
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For best results, use the anchor that pushes ezght blades 
into undisturbed earth all around the hole, with no 
wasted space between blades. This means complete, 
balanced load distribution. 

Chance 8-way Anchors are available in a complete range 
of sizes from 60 to 200 square inches in area. Get full 
information today—consult your Chance Catalog—order 
from your regular supplier. 
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Anchor installations are faster, easier and better when 

line crews use the right tools. Chance tools are de- 

signed for efficiency and safety. The tools shown at 
right are what you need for expanding anchor 
installations. 

1. Chance Combination Expanding and Tamping 
Bar. It hooks around the anchor rod and will 
not slip off. 

2. Chance Telescoping Trip Auger—it bores like a 
bit, adjusts for various hole sizes, and has an easy 
dump trip. 

Send for the Chance folder on the tools to use for 

better anchor installations. 
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second, that so important an accomp- 
lishment could not have been per- 
formed unless there had been a real 


| spirit of cooperation evidenced by 
| the Public Service Commission and 
_ its Telephone Bureau. Lags there un- 
_ doubtedly have been, although I ask 
| you to search your hearts to discover 
| that the causes have not been wholly 
| one-sided. 


“Delays there are bound to be in 
periods of great expansion and of 
myriad problems to be dealt with by 


| a small staff faced by a dearth of 


experienced aides for its expansion. 
Suffice it to state that there have 
been 146 rate increases granted to 
the Independent telephone companies 
in the State of New York in the past 
five full calendar years and to early 
April of this year. These increases 
were granted wholly as a result of in- 
formal investigations and careful 
scrutiny of the records of the com- 
panies by the staff of this commis- 
sion. The increases granted to that 
same group of companies as a result 
of formal hearings can be numbered 
on the fingers of your two hands and 
involved only six of the larger Inde- 
pendents. . . .” 

In his concluding remarks, Mr. 


| Bedenkapp emphasized that adequate 


service to the public is the continu- 


| ing obligation of every telephone 


company. 

“To render that service,” he said, 
“to purchase and install the equip- 
ment necessary to enable its custom- 
ers to obtain the kind and quality of 
service they desire, it must in many 
cases attract the accumulated savings 
of thousands of people by the issuance 
and sale of debt or equity securities 
or both. It must compete in the mar- 
ket place with the securities of other 


| companies offering good dividends 


and good rates of interest with as- 
surance of safety. The capacity to 


| compete depends upon its ability to 


earn a fair return upon the capital 
entrusted to its care. The public 
service commission is truly and sin- 
cerely mindful of that essential 


fact.”"-—THE ENp. 


| New Company 


Marra, Tex. — Davis Mountain 
Telephone Co-operative, Inc. has been 
granted charter of incorporation. 
Capital stock — none. Incorpora- 
tors: William Allison, George Jones 
and J. W. Lawhon, Jr. 
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... the communication syste 
the future for LATIN AME 


7 
- “ Ready today through 


m4 ISE 


, radio relay systems are revolutionizing 
communications—by eliminating wire lines. 
Microwave provides dependable communication 
between points separated by jungles, forests, 
waterways, and mountainous areas—and stays in 
service regardless of the storms that so often play havoc 
with wire circuits. Developed originally by 
International Telephone and Telegraph Corporation, 
microwave in its most advanced form is available 
now through ISE, an IT&T associate. Look to ISE 
for the finest in microwave—for the finest in 


communications equipment of every kind. 


FACTORIES IN SOUTH AMERICA: Cia Standard Elec. 


Argentina, S. A. Ind. y Com., Buenos Aires, Argentina « 
Standard Electrica, S. A., Rio de Janeiro and Sao Paulo, 
Brazil « Cia Standard Electric, S. A.C., Santiago, Chile. 


International 
Standard Electric Corporarion 


WORLDWIDE EXPORT DISTRIBUTORS 
67 Broad Street, New York 4, N. Y., U.S.A. 


ex 


safe 
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"ea ie 
Central telephone exchange Cables, tubes, conduits, Radio aids to air navigation Teleprinters for automatic All equipment for television 
equipment for installations transformers — equipment, . - - complete airport com- transmission and reception and radio broadcasting and 
of any size, automatic or supplies for every commu- munications and lighting. of written messages. receiving .. . point-to-point 
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Accomplishment Record— 


EETING IN the Crystal Ballroom 

of Madison’s Loraine Hotel, ap- 
proximately 450 representatives of 
Wisconsin’s Independent Telephone 
Association held their 43rd annual 
convention and participated in a 
meeting that established new records 
for accomplishment. 

T. H. Sanderson, a true pioneer 
of the Independent telephone industry 
in Wisconsin, was elected president 
during the 114-day meeting. He 
succeeds T. H. Moran, president of 
the General Telephone Co. of Wis- 


consin. Sanderson, a Portage at- 


torney, also heads the Peoples Tele- 
phone Co., Rio, which serves about 
3,000 subscribers in central Wiscon- 
sin. 

B. H. Piepmeier, vice-president of 





WISCONSIN 
CONVENTION 
REPORT 


the Community Telephone Co. of 
Wisconsin, Black River Falls, was 
named vice-president. W. E. Law- 
ton, secretary-treasurer of the Viro- 
qua Telephone Co. and Ray J. Rior- 
dan, Madison, were named treasurer 
and secretary, respectively. 

As the result of an effort on the 
part of the membership to gain more 
extensive representation from various 
parts of the state four new board 
members were elected. The new 
members are: Wyman W. Wiswell, 
vice-president of the State Long Dis- 
tance Telephone Co., Elkhorn; G. F. 
Moser, secretary-treasurer of the Sha- 
ron Telephone Co.; Paul R. Parsons, 
secretary-treasurer of the Rhineland- 
er Telephone Co., and Karl Mess, Jr., 
secretary of the Price County Tele- 


Back row (I to r): T. H. MORAN, retiring president Wisconsin State Telephone Association and 
RAY J. RIORDAN, secretary. Front row (I to r): T. H. SANDERSON, newly elected president, 
B. H. PIEPMEIER, vice-president, and W. E. Lawton, treasurer. 





Wisconsin registration desk was busy 
place as 450 registered. 


phone Co., Phillips. Wiswell and 
Moser are from the southeastern part 
of the state, Parsons from the north- 
east and Mess from the north central. 

Five board members were reelected 
to office. Members reelected for 3- 
year terms are: L. M. Lamkins, presi- 
dent, Manawa Telephone Co.; J. E. 
Welsh, secretary-treasurer, Peoples 
Telephone Co., Mt. Hope, and Kar! 
W. Mohr, general manager, Monroe 
County Telephone Co., Sparta. D. 
E. Peterson, president, Midway Tele- 
phone Co., Medford, was reelected for 
a 2-year term and Walter Dakin, 
chairman of the board, General Tele- 
phone Co. of Wis., for a l-year term. 

Other directors include: E. B. 
Samp, vice-president, La Crosse Tele- 
phone Corp.; G. A. Rutenbeck, gen- 
eral commercial manager, Wisconsin 
Telephone Co., Milwaukee; A. H. 
Bowden, president, Almond Tele- 
phone Co.; J. F. Benjamin, president, 
Cumberland Telephone Co.; S. B. 
Lockwood, president, Mondovi Tele- 
phone Co.; T. H. Moran, president, 


General Telephone Co. of Wisconsin, - 


and H. G. Allen, president, North- 
west Telephone Co. 


President’s Report 
ISCONSIN President Moran, 


speaking at the opening session, 
told the convention that the associa- 
tion has embarked on an expanded 
program of operation. 

“This is your association,” he said. 
“It can be successful only if we ac- 
tively support it, and by support, I 
mean something more than the finan- 
cial connotation usually associated 
with the word.” 

Explaining that the directors and 


Please Turn To Page 76 
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THESE 56-YEAR-OLD POLES are located along Route 460 between Suffolk and Windsor, Va. 


They carry an average of 50 wires used for telegraph, radio and long distance circuits. 





ONE OF THE OLD POLES raised for 
greater height. Notice the excellent con- 
dition of the Creosoted pole after years 
of use. 


U°S°S CREOSOTE OIL 


@ Erected in 1897, these poles are a 
part of what is reported to be the 
oldest telephone line in service in the 
country—between Richmond and 
Suffolk, Va. One big reason why they 
are serviceable after 56 years—they’re 
protected by Creosote Oil. 

Of the original 3806 poles in the 
Richmond-Suffolk portion of the line, 
approximately 2900 are still in serv- 
ice. Inspections take place every four 
or five years, the last in 1949. At that 
time only 3% of the poles were 
marked for replacement in 1953. 

A few years ago it became neces- 
sary to raise these poles by bolting 
the original pole to a stub. At that 
time, portions of the poles that had 
been underground were found in ex- 


757 of the Creosoted poles 
in this line 
are still in service 





cellent condition, and capable of 


many more years of service. 


When you use a wood preserva- 
tive, let service records like this be 
your guide. They are the important 
reason why Creosote Oil is the first 
choice of the electric utility and tele- 
phone industries. 

And for the finest performance, be 
sure the wood you use is treated with 
U-S'S Creosote Oil. It is the product 
of continuous processing in the 
world’s largest tar distillation plant. 
For complete information on U:S’S 
Creosote Oil, contact our nearest Coal 
Chemical sales office or write directly 
to United States Steel Corporation, 
525 William Penn Place, Pittsburgh 
30, Pennsylvania. 





3-493 
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for Years- 
and Years- 
and Years- 
of Service! 









ELECTROX 


BATTERY ELIMINATORS 
BATTERY CHARGERS 


In sizes and capacities 
to meet every telephone 


power requirement. 


See your Electrox Jobber. 
Write for Bulletin 1465. 





*T.M. Reg. | 





RECTIFIER DIVISION 


MANUFACTURING CORP 


4516 Alpine Ave. 
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| ROBERT W. ADAMS, Wausau, president of the Badger Chapter, Independent Telephone Pioneers 
| has just presented a cash award to MISS JOYCE CAMPBELL of the United Telephone Co., 
Monroe, for saving the life of a child. 





officers have inaugurated certain in- 
novations, Mr. Moran said, “the dur- 
ation of the convention has been 
shortened; a new concépt of the level 
of subjects to be covered during the 
convention is being tested; area clin- 
ics for technical and basic operating 
assistance are being planned; a sys- 
tem of accounting for small telephone 
companies has been endorsed and a 


| model tariff has been approved.” 


“But,” he emphasized, “unless you 
express yourself concerning these and 
similar matters, your association ex- 
ecutives can never go forward with 
any great degree of firmness or confi- 
dence. I ask you most earnestly to 
let your ideas be known and when 
called upon for assistance to serve 
vigorously and ferverently, and thus 


support the association in the true 


sense of the word.... ” 


Panel Discussion 
ROBABLY the highlight of the 


Wisconsin convention program 
was the panel discussion moderated 
by Wisconsin Commissioner W. F. 
Whitney and involving members of 


the Public Service Commission of 


| ye . . 
| Wisconsin staff and representatives 


H. J. O'Leary, chief 


of industry. 


| of Rates and Research and A. R. Col- 


bert, chief of Accounts and Finances, 
represented the commission, while 
Paul R. Parsons, secretary-treasurer 


of the Rhinelander Telephone Co., H. 


Cincinnati 36, Ohio! f. Moran, commercial manager of 


the General Telephone Co. of Wiscon- 
sin, and A. G. Kiesling, certified pub- 
lic accountant spoke for industry. 

Questions for the panel came from 
the management of telephone com- 
panies in the state in response to a 
questionnaire mailed from the as- 
sociation office. Twelve of the 48 
questions submitted were chosen for 
the hour allotted the panel. Audience 
reaction to that portion of the pro- 
gram indicated that it may become a 
permanent part of the annual conven- 
tion. 

Representing the USITA, President 
Edwin M. Blakeslee, Santa Monica, 
Calif., spoke as the Washington Re- 
porter giving a synopsis of the Na- 
tional Association’s activities through 
the year, emphasizing particularly the 
work of the Toll Compensation and 
Settlement Committee, 

A thorough view of the television 
picture was outlined by William Gar- 
rett, Kansas City, Mo., Western Area 
commercial supervisor, Long Lines 
Department of AT&T. In his address 
Garrett described AT&T plans for 
meeting the tremendous demand for 
television facilities. 


Secretary’s Report 


ECRETARY Riordan’s report gave 
attention to the growing interest 
in the association, legislative activity, 
particularly with regard to three wage 
and hour bills which had been pre- 
sented during the 1953 session of the 


1953 TELEPHONE ENGINEER & MANAGEMENT 











FOR FIRST CLASS SUBURBAN AND RURAL LINES 


ia 
— TaYLor-Co.Laquitt 
TREATED PINE POLES 


With the trend moving rapidly toward more suburban and rural line 
construction, Taylor-Colquitt treated pine poles ideally meet one of 
the pressing problems which telephone companies face. 













For service can be no better than the lines and good lines can only 
be built on first class poles. Not only must these poles be strong 
originally but they must be able to retain their strength and stand 
through the years, unattended and undisturbed. 








The many million which Taylor-Colquitt has furnished during the past 
quarter century give eloquent testimony to the service that Taylor- 
Colquitt treated pine poles give. 









Taylor-Colquitt poles are distributed to independent tele- 
phone companies exclusively by Automatic Electric Sales 
Corporation, 1033 West Van Buren Street, Chicago 7, Illinois 


TAYLOR - COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 
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PLANTS AT SPARTANBURG, SOUTH CAROLINA AND WILMINGTON, NORTH CAROLINA 

















Every anchor man prefers 
the CHANCE 8-WAY 











CONSIDER THE CROMWELL 


Cromwell 





. . The hotel that's suited to both taste and budget. Convenient 
location . . . one-half block from all transportation .. . within 


5 minutes of the center of downtown Los a ge All guest 
rooms refreshingly decorated and comfortably furnished in 
modern tempo .. . all with radio . . . tub or shower baths. 
Spacious lobby-lounge. Thrifty rates. 
739 SOUTH GARLAND AVENUE 
Other Alcarr Hotels: 
The Paims Wilshire 
The Cortez 





Not two.:. Not four... 
but HIGHT = blades 


for better load distribution 


I nOrer 
L CROMWELL \ 


Specify Chance Anchors 


BUCKEYE TELEPHONE & SUPPLY CO. 


1250 KINNEAR ROAD COLUMBUS, OHIO 
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| Trail 


“Maybe Grandpa was eccentric—but those KOPPERS POLES 


have certainly outlasted the house!” 


@ Grandpa was pretty smart, after all. He 2new that creosoted 
wood far outlasts ordinary wood. 

By lasting so long, Koppers Pressure-Creosoted Poles give utility 
companies the kind of service they like . . . the kind of service that 
shows up on the profit side of the ledger. 

Koppers Poles cut maintenance and replacement costs. They 
make line operation better and more economical. Specify Koppers 


Full-Length Pressure-Creosoted Poles. Quotations given on request. 


KOPPERS COMPANY, INC. 


WOOD PRESERVING DIVISION 
PITTSBURGH 19, PENNSYLVANIA 


KOPPERS||| PRESSURE-CREOSOTED WOOD 
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Wisconsin legislature, and the fact 
that the association had embarked 
upon a program that will bring area 
clinics to all sections of the state. 
Riordan also discussed the simpli- 
fied and streamlined accounting sys- 
tem for small companies which the 


_association aided in establishing, and 


which has since been formally adopt- 
ed by other telephone trade groups 


|in the country. He also pointed out 


that during the course of the year 
the association had also completed a 
model tariff and a model rate case. 

Main speaker of the last day’s ses- 
sion was Vernon W. Thomson, at- 
torney general of Wisconsin. Thom- 
son, from a farm community in south- 
western Wisconsin, was well acquaint- 
ed with his topic, “Has Small Busi- 
ness a Chance?” He cited the man- 
ner in which the state of Maine met 
the problem by establishing the “De- 
velopment and Credit Corporation” 
which created a revolving fund for 
the financing of small business. He 
stated he had discussed the plan 
with the attorney general of Main 
and received word that the corpora- 
tion had been functioning most sat- 
isfactorily. 

He also emphasized the merit of 
Trade Association’s and the extreme- 
ly important role they play in aiding 
the smaller business groups. 


Wisconsin Convention 
Honors Joyce Campbell 


T THE CONVENTION banquet 

a United Telephone Company 
operator of Monroe, Miss Joyce 
Campbell, was honored for her heroic 
and outstanding work in saving the 
life of a child. Miss Campbell, who 
received the Badger State Chapter of 
the Independent Telephone Pioneers’ 
cash award, performed the heroic act 
which brought her recognition on 
March 15, 1953. She received a call 
from a hospital asking her to con- 
tact a Rockford, Illinois drug com- 
pany. A drug unavailable in the vi- 
cinity of Monroe, was required im- 
mediately. It was put on the bus at 
Rockford but was mislaid. After a 
series of calls, initiated by Miss 
Campbell, she traced the shipment 
and arranged for the Illinois State 
police to escort it to the state line 
where it was picked up by Wisconsin 
patrol officers and delivered to Mon- 
roe. Hospital officials credited Miss 
Campbell’s act with saving the child’s 
life—THE Enp. 
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From The Field 


HOW-TO-DO-IT TIPS 


BY JOHN G. REYNOLDS 


Smaller crews string more wire with Martindale Wire 
Creeper... New “’Write-On-It’’ Tape provides new method 
of identification . . . Low-cost engine generator solves 
emergency power problem . . . Video finds new uses. 


Martindale Wire Creeper 
Speeds Wire Stringing 


HE MARTINDALE Wire Creeper 
enables linemen to string addi- 
tional wire through trees, over build- 
ings, across ravines and other trouble- 
some areas quickly and easily, wher- 
ever one wire is already in place. The 
creeper, shown in Figure 1, is placed 
on the wire and by means of pulling 
and releasing the plastic cord at- 
tached to it, the operator moves the 
creeper away from him along the 
wire in 10 to 12 foot leaps from 
one pole to the next in less than a 
minute. Trees slow the operation 
slightly. When the creeper reaches 
the next pole, the new wire is pulled 
across by means of the plastic cord. 
Line splices are no problem for 
the creeper. It will travel up steep 
inclines and through twigs and foliage 
of surrounding trees. For night work, 
a luminous bottom permits the oper- 
ator to follow its progress closely. 


aid 


At times of storms and other emerg- 
encies, the creeper is invaluable be- 
cause of its speed of operation. 

Besides its speed of operation the 
creeper smaller crew to 
string more wire than larger crews 
used to do. In addition it eliminates 
the hazard involved in climbing trees, 
fences, hills, etc. 


enables a 


New Plastic “Write-on-it” 
Tape Solves Many Problems 


HELVES, bins and drawers for 

tools, dies, parts, inventory and 
raw stock have always presented a 
labeling problem, as have many of 
the items stored. Cards and paper 
labels become quickly soiled and hard 
to read. Gummed labels, as a rule, do 
not adhere well to many materials 
and finishes. If they fall off, end- 
less confusion and lost time result. 

Recently an entirely new kind of 
plastic labeling tape has been de- 
veloped which solves this labeling 


Pa 





Fig. 1 — Illustrating how the Martindale creeper carries a pulling line along an existing line 
wire. The creeper moves along the wire in 10 to 12 ft. leaps. 
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Fig. 2 — Pressure-sensitive tape provides an 
ideal coding method. 


problem perfectly. The new tape, 
known as “Labelon”, (see Fig. 2) is 
of the so-called “pressure-sensitive” 
type and sticks without moistening 
to any smooth, dry and reasonably 
clean surface. “Labelon” can be 
written on without ink, pencil or cra- 
yon— all that is needed is a sharp 
point. A pencil is ideal, and usually 
the handiest, but a stylus is perfect- 
ly satisfactory and even a shingle nail 
will do in a pinch. 

Pressure of the writing instrument 
alone causes the writing to appear be- 
neath a protective outer coat of trans- 
parent plastic. This transparent out- 
er coat protects the writing against 
smudging, oil, grease, water, most 
chemicals and dirt. It may be wiped 
clean in a jiffy should dust settle on 
it. Neither “Labelon’s” adhesive qual- 
ities nor the legibility of writing on 
it are affected by temperature chang- 
es between -40° and +150° F. Labe- 
lon will not curl, discolor or lose its 
adhesive quality due to age. 

Writing on “Labelon” appears in 
a strong contrasting color on a gleam- 
ing white background, very easy to 
read against the drab finishes usual- 
ly used for shelving, bins, drawers, 
etc., or against steel, brass, aluminum, 
plastic and other raw stock materials. 

In order to make the new tape 
stand out even more strongly against 
dark backgrounds, narrow bands of 
the same color as the writing are car- 
ried at top and bottom of the strip. 

Available color combinations in- 
clude blue and white, red and white, 
and green and white, thus providing 
a ready means of coding if desired. 


- 
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Many lengths and widths are also 
available, most sizes held in a handy 
plastic dispenser with an efficient 
serrated edge cutting bar. The lar- 
ger rolls, on 3” cores, fit standard 
heavy duty dispensers. 


Low-Cost Engine Generator 
For Emergency Power Supply 


HE WINCO Storm Master Eng- 

ine-Generator, Model 3030-X 
without engine, illustrated in Figure 
2, is designed to supply a need for a 
low cost standby emergency power 
plant for isolated communities served 
by overhead transmission lines which, 
because of their exposure to the ele- 
ments, makes them a _ target for 
sabotage, bombing, and summer or 
winter storm damage. 

It is said this new unit is highly 
efficient and almost 20 lbs. lighter 
than is customarily found in units of 
equivalent capacity. The engine gen- 
erator has a low initial cost, 50% 
overload capacity for motor starting, 
and excellent voltage regulation. 

An important feature of design is 
the “Universal” mounting base which 
consists of four slotted channels ar- 
ranged in sets of two at right angles 
to each other, thus making a trans- 
verse mounting system with a variety 
of adjustments within the limits of 
the frame dimensions, enabling a 
large number of different makes and 
models of engines to be accommo- 
dated. 

The unit is sold with or without 
engine. Standard engines, from lawn 


* 





Fig. 3 — The Winco Storm Master engine-generator for emergency power slau: 


mowers, water pumps, garden tract- 
ors, etc., may be used. Generator 
output depends on size engine used, 
i.e. 7-8 H.P. engines deliver rated 
output with reserve capacity up to 
50% overload for motor starting, 
5 H.P. engines deliver normal output 
of 2000 watts, and 214 H.P. eng- 
ines — 200-350 watts. Therefore, 
either a new or used engine can be 
switched during emergencies, or when 
portable power is needed, to the eng- 
ine generator and thus provide power 
with a minimum original investment. 


Video Finds 


New Uses 


ELEVISION, which has invaded 
19 million homes, is groping for 
a foothold in industrial plants. 

Unblinking electronic eyes in TV 
cameras are gazing fixedly at boiler 
gauges in more than 100 electric 
utility power plants. 

At Picatinny arsenal in Dover, N. 
J., Aberdeen, Md., Proving Grounds, 
Watertown, Mass., Arsenal and the 
U. S. Naval Ordnance Test Station 
in Inyokern, Calif., these optical 
gadgets are permitting close-up obser- 
vation from a distance of bomb dis- 
assembly and other dangerous work. 

Three dimensional TV has been 
perfected at Argonne National Lab- 
oratories of the Atomic Energy Com- 
mission and another video camera, 
built like a human eye, is peering 
into a boiler furnace on Long Island, 
automatically compensating its vision 
for intense variations in glare. 
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Many Planté batteries are still in active full- 
float service after twenty, thirty, even forty 
years! That's because Planté plates are 
heavy, solid sheets of pure lead. In these 
batteries Gould has eliminated the primary 
cause of self-discharge, capacity losses and 
shortened battery life. Cut maintenance, 
charging and replacement costs to a mini- 
mum. Choose Planté. 


Made by 
GOULD-NATIONAL BATTERIES INC 
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laterials and Supplies 


ne-desiqued with new npurumnenten.: 
cook testerm drop wire 
connector 


Built of lighter alloys, the new Cook Testerm Drop 
Wire Connector provides better insulation, reduces 
shipping costs, simplifies installation, occupies 

less space and further improves the connecting 
methods of subscriber drops to open wire. 

Overall dimensions of the unit have been reduced 
but the spacing between the conductors is the 
same as the original design. 

The base and cover are detachable from the 
mounting bracket by a bayonet locking arrangement 
of three Everdur studs that are “‘upset’’ to prevent 
loss of nuts during installation. These nuts fit the 
standard socket wrench. Wire entrances are sealed 
by a Neoprene gasket to prevent the entrance of 
insects, dirt and moisture. 


PHELPS DODGE TELEPHONE DROP WIRE 


ALL TYPES—FOR HEAVY-DUTY SERVICE . 


The new Testerm Drop Wire 
Connector Part No. 563-30 
supercedes Part No. 563-1 


Copperweld conductors 
for strength 
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Habirshaw insulation 
for reliability 


Y Neoprene sheath 


for high resistance to 
abrasion and weathering 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 


an 
San Francisco, Calif, Chicago, Ill. 


* 
Kansas City, Mo. 
Atlanta, Ga. 
* 


ROCHESTER + CHIC 


revenue-saving 
(3 yours when you use 
DIAMOND 


POLES 


Now better than ever, as 
made in Colfax Lumber & 
Creosoting Co.’s NEW plant 


All Diamond C poles are carefully 
selected from trees growing in the 
heart of the famous Southern Yellow 
Pine belt. Each pole is graded accord- 
ing to physical properties desired and 
pressure-treated with 8 lbs. (more, if 
you want-it!) of grade No. 1 creosote 
oil, per cubic foot of wood. A new and 
modern treating plant promises better- 
than-ever quality and faster deliveries. 


Have the lowest possible annual pole 
cost. Specify... 
DIAMOND 


COLFAX LUMBER & CREOSOTING COMPANY, INC. 


Distributed by 


> TROMBERG- CARLSON 


AGO « ATLANTA « KANSA « SAN FRANCIS( R 





DEFECTIVE SPLICE 


FOR NICOPRESS 


REPAIRED WITH NICOPRESS — FAST 


STRONG 

















Stringing Data on .104 Inch High-Strength 
40% Conductivity Copperweld Communication Wire 


The .104 inch Copperweld wire is generally 
the smallest size conductor employed for toll 
trunks, and important exchange lines. It is also 
used in standard exchange service lines and 
rural lines where transmission requirements call 
for good conductivity coupled with adequate 
mechanical strength. The physical characteris- 
tics of this wire are indicated in TABLE X. 


TABLE X 


Physical and Electrical Properties of .104 
Inch High Strength, 40% Conductivity 
Copperweld Communication Wire 


Rated Strength 1177 Ibs. 
Weight, Lbs./1000 Ft. 30.01 
Diameter, Inch .104 
Area, Square Inch .008495 
D.C. Resistance at 68° F. 2.445 ohms per 1000 ft. 
Loop Miles of line for 1100 ohms resistance Ag 
Attenuation, wet weather, 12” Spacing 

db per loop mile (1000 cycles) .152 


TABLE Xil 


Average Normal Tensions for All Span 
Lengths .104 Inch High Strength 40% 
Conductivity Copperweld 
Communication Wire 


Heavy Light 
and Medium Loading 
Loading Districts District 

241 

228 _-— 

215 —— 
202 Ibs. 198 Ibs. 
190 Ibs. 186 Ibs. 
. 175 Ibs. 
165 Ibs. 
154 Ibs. 
144 Ibs. 
135 Ibs. 
127 Ibs. 
120 Ibs. 
112 Ibs. 


Temperature 


178 Ibs. 
165 Ibs. 
154 Ibs. 
143 Ibs. 
132 Ibs. 
122 Ibs. 
113 Ibs. 
105 Ibs. 
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TABLE XI gives the normal sags of the .104 
inch Copperweld wire for different loading dis- 
tricts. For all loading districts, the normal ten- 
sion at 60° F. with no ice or no wind is 165 
pounds (14 percent of rated strength). TABLE 
XII indicates the corresponding tensions for the 
normal stringing sags in TABLE XI. 


TABLE XI 


-Normal Sags For Stringing .104 Inch High 
Strength, 40% Conductivity Copperweld 
Communication Lines 


Normal Sag in Inches for Temperature 
in Degrees F. 

eon. Sea we ee 
134 2% 2% 312 512 
2% 32 

4% 

5% 

72 


Span Length 


*Maximum span length for heavy loading district 
**Maximum span length for medium loading district 


EDITOR’S NOTE: — Pages 1-4 of HANDBOOK DATA SHEETS 
were published in the APRIL TE&M. Pages 5-6 in the May 
TE&M. Pages 8-9 will appear in the August issue. We have 
a few extra copies of Pages 1-6. They’re your's for the asking. 
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Fig. 1. — High on the pole, Kenneth J. Barry, 
cable splicer, Milwaukee, demonstrates the 
new method of repairing separated binding 
posts in terminal boxes. On the ground at 
the base of the pole are the batteries which 
supply the 360 volts needed for the pob. 





Shocking 


rea Ement 


Restores Binding Posts to Service 


Quickly and 


N ELECTRICAL jolt—360 volts 

—is being used successfully by 
Wisconsin Telephone Co. plant crews 
to whip the problem of open binding 
posts. 

The problem is not a new one. It 
began when binding posts became a 
part of the telephone network that 
serves subscribers. 

Many of the older binding posts in 
trouble are out of reach and sight of 
the telephone using public, being high 
on an exchange pole. A telephone 
cable carries the many wire pairs for 
each telephone in a residential area 
from the central office to the area 
itself. Here, the cable pairs are re- 
moved from the protecting cable at 
the stub and are soldered to the ends 
of many binding posts in a terminal 
box. These galvanized metal boxes are 
a familiar sight on poles in residential 
and rural areas. 

The binding posts in the box are 
encased in a sealing compound and 
have a porcelain face to assure mini- 
mum trouble from the elements and 
shorts. Extending out from the face 
plate is the threaded portion of the 
binding post to which is attached the 
drop wire to the subscriber’s house. 


Economically 


Thus, the post serves as the link be- 
tween the cable pair and the drop 
wire. 

Because ,of the rigors of weather, 
fatigue, and other causes, these bind- 
ing posts in certain types of older 
terminal boxes have a tendency to 
separate. The break usually takes 
place in that portion of the post that’s 
behind the porcelain face plate and 
within the sealing compound. Such 
a break obviously is inaccessible to 
the telephone repairman. If he has to 
replace the entire terminal box, there 
are two big drawbacks: (1) the sub- 
scriber’s line is out of service for a 
considerable time even after repairs 
are underway; and (2) the cost of 
doing the job averages as high as $78. 

About 12 years ago, the Bell Sys- 
tem developed a repair technique to 
service these cases where binding 
posts came apart. A small amount of 
mercury was injected into the opening 
between the two parts of the post to 
bridge the electrical gap. Later, how- 
ever, additional troubles began to de- 
velop. Sometimes the repaired post 
would become noisy or the mercury 
would cause interference with other 


Fig. 2 — With the high voltage connectors in place, one on the defective post 
and the other on an adjacent post, Barry is ready to start moving the separated 
post in and out to create an electric arc at the point where the faulty post is 









separated. 
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lines in the terminal. In general, the 
use of mercury was discontinued. 

Early in 1951, still faced with the 
expensive problem of broken binding 
posts, the Wisconsin Telephone Co. 
Plant Department hit upon a new 
method of making a permanent and 
satisfactory repair in a minimum of 
time at a minimum of expense. The 
principle of arc welding was de- 
veloped to do the job. 

The first step was to prepare a 
portable source of high direct current 
voltage for the operation. This was 
achieved by putting sets of four 45 
volt batteries in two carrying cases. 
Connected in series, this produced a 
360 volt punch. In a normal binding 
post repair job, the two carrying cases 
are placed about seven feet from the 
base of the pole supporting the defec- 
tive terminal box. Thirty foot flexible 
cords bring this power to the top of 
the pole where the terminal box is 
located. 

The two portions of the broken 
binding post are made part of the 
electrical circuit to which the high 
voltage is applied. Wearing safety 
goggles and protective rubber gloves, 
the repairman then moves the two 
post segments together and then 
apart. The high voltage charge arcs 
across the opening. This arc generates 
considerable heat which starts a 
burning action in the sealing com- 
pound located around the break. The 
burning of this pitch-like substance 
causes a deposit of carbon to be built 
up between the separated parts of the 
binding post. Since carbon is an elec- 
trical conductor, the voice circuit 
again is established. 

During the past 18 months, this 
new method has been undergoing 
extensive field trials. Repaired posts 
have been subjected to the extremes 
of temperature with no adverse effect. 

A routine check reveals that there 
are upwards of 15,000 defective bind- 
ing posts scattered throughout the 
company’s operating area. 

The new repair method speeds up 
restoration of service when trouble 
of this kind develops on a working 
line, and permits recovery of de- 
fective binding posts for new service 
without terminal replacements. 

The Plant Department anticipates 
considerable saving in material and 
labor costs as a result of this new 
technique. 

Standardized repair kits are being 
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Fig. 3: — Here’s the equipment used in the new binding post repair techniques. The two 
boxes, each holding four 45-volt batteries, are placed on the ground about seven feet 
from the base of the pole. One half of a special two-piece connector (loose item in fore- 
ground) is screwed on the defective post. Then, the second half, attached to one conductcr 
in the high voltage cord, is locked to it. The other high voltage conductor is clipped to the 
adjacent binding post and the plant man is ready to proceed with the actual repair job. 


assembled so the benefits of Plant’s 
faster and more economical way of 
putting binding posts back in service 
can be realized throughout the com- 
pany. ; 


Raymond, Calif. Company 
Changes Corporate Name 


THe New Year found the Ray- 
mond Telephone (Calif.) Company 
bowing itself off the stage and 
changing its name to the Sierra Tele- 
phone Co. 

The Raymond company is one of 
the oldest in the California hill coun- 
try. Originally it was not a company 
at all, but one wire and one telephone 
which the late A. C. Shaw, Sr., of 
Raymond built for his own conven- 
ience from his general merchandise 
store in Raymond to Madera. A short 
time later three others wished to join 
his line. 

Others soon followed suit. Most 
of the line threaded miles over the 
hills, strung on trees and fence posts. 
It was the property of the people. 
They paid a monthly fee for the pri- 
vilege of connecting to the Shaw line 
at Raymond and through Raymond to 
the Bell. 

By 1912 there were about 25 lines 
with a resident operator in Ray- 
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mond where service was provided 
every day until 10 p. m. Later service 
was provided for emergency calls 
only. 

Gradually the network of wires un- 
dulated through the hills from the 
Yosemite Park line to Madera, from 
Bass Lake to the approaches of Mari- 
posa. 

During these years Shaw became 
an enthusiastic telephone man, tak- 
ing great pride in stringing the lines 
to almost impossible places. He act- 
ed as maintenance man, keeping the 
lines in condition and supervising 
in impossible weather, oftentimes 
following the lines on skis in the Win- 
ter. 

The Raymond company saw the be- 
ginning of radio, when many lines 
temporarily were wrecked by owners 
of radios, who connected them with 
the telephone wires. At the sound 
of the approaching telephone truck, 
radio owners quickly would discon- 
nect their radios from the lines. The 
lines, upon being tested after being 
out of order for hours, would reveal 
nothing wrong. 

Shaw sold the company eight years 
ago to Harry Baker, who retired last 
year transferring the ownership and 
management to his son, Harry Baker, 


Jr. 





M-Minny 


TELEP 


| WTINENTAL TELEPRO 





Southern Continental Tel. Co. recently held ground-breaking cere- 
monies for its new $103,000 McMinnville, Tenn. exchange building. 
Shown above, left photo, (I to r) are: G. A. KLEIN, Southern Conti- 
nental’s president removing first spade of dirt; HOMER J. WRIGHT, 


Tennessee general manager of Southern Continental; JOHN W. HIGH, 
co-owner of new building; Commissioner JOHN C. HAMMER of the 
Tennessee Railroad & Public Utilities Commission; Dr. C. M. CLARK, 
co-owner of new building; and R. L. Anderson, mayor of McMinnville. 


At right, President KLEIN tells residents of Southern Continentalls plans. 


Around The Nation- 


INDUSTRY NEWS BRIEFS 


RATES 


“Recoup a Deficit . . .” 

THE REQUEST is almost unique. It 
came after New Jersey Power & Light 
Co. found itself with a deficit in re- 
turn for 1951, 1952 and the Ist five 
months of 1953. The deficit, ex- 
pressed in net income amounted to 

$578,000 less than the least the com- 
pany argues it should have been per- 
mitted to earn on its rate base. This 
called for action and New Jersey 
P. & L. filed with the New Jersey 
Board of Public Utilities Commis- 
sioners its request to “recoup a deficit 
in return.” 

The company claims actual return 
fell $578,000 short of the amount the 
commission (later upheld by the New 
Jersey Supreme Court) estimated 
when it turned down a previous rate 
hike application. The commission 
said then existing tariffs would per- 
mit earnings of 5.5 per cent on the 
rate base. New Jersey P. & L. says 
it will have to make a five per cent 
surcharge on customer’s bills for 18 
months beginning July 15 to recoup 
the deficit. 


Rough Time In Jersey 

New Jersey BELL TELEPHONE Co. 
is having trouble getting its proposed 
$9-million rate increase approved. 
Latest setback came when the New 
Jersey Supreme Court affirmed a de- 


cision by the Public Utilities Commis- 
sion denying New Jersey Bell’s rate 
plea. 

The story is a long one. It started 
August 15, 1951, when the commis- 
sion denied the company’s applica- 
tion for an increase of from five cents 
to 10 cents for local coin box calls 
and for increases all along the line 
on residential and business telephone 
rates. It bounced into the news on 
Sept. 18, 1952 when the commission 
said “No” to the company’s petition 
for a rehearing on the application. 

This denial sent the company to 
the Superior Court and then to the 
Supreme Court with appeals. Score 
to-date; Four tries, four turndowns. 


Diamond State Seeks Increase 

FACED WITH increased taxes and 
costs that have reduced earnings to 
a point where the need for financial 
relief is urgent, Diamond State Tele- 
phone Co. recently filed with the Del- 
aware Public Service Commission for 
a general increase in telephone rates 
throughout Delaware. 

The proposed rates, to take effect 
July 22, would produce additional 
gross revenues of $123,500 monthly, 
or $158,700 after taxes. The general 
rate boost would be the second in 32 
years for the company. Rates were 
last raised in 1949. 

The new schedules call for a mini- 
mum 10-cent charge for coin tele- 


phone calls, 5-cent increases for toll 
calls within the state and general 
boosts in charges for both residence 
and business services. 

Diamond State’s expenditures for 
additions to its plant in 1950, 1951 
and 1952 totaled $11,765,000. In the 
next three years the company will 
spend $15 million. 


Gulf States Tel. Co. 


AFTER A petition showed 88 per 
cent of users were in favor of chang- 
ing to the dial system the Malakoff 
(Tex.) City Council granted the Gulf 
States Telephone Co. a temporary in- 
crease in rates. Installation of the 
new system will be completed in 
about three months. 

Temporary increase will boost the 
l-party residence rate from $2.00 to 
$3.00, and the business rate from 
$3.25 to $5.00, effective immediately. 
Additional increases in monthly rates 
will become effective when the dial 
system is completed. 


EXPANSIONS 
Gallatin Moves Ahead 


A MODERN telephone exchange for 
Gallatin, Mo., and improved service 
over the entire system moved one step 
closer to reality recently with the 
granting by the Boatmen’s National 
Bank, St. Louis, Mo., of a $90,000 
loan to the Inter-County Telephone 
Co. Owner J. M. Roberts, of Galla- 
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tin said the loan will enable the com- 
pany to proceed with the dial system 


in Gallatin. 
Roberts stated that the entire plant A f) lJ E T 
will be replaced with dial equipment, 


and that it will be housed in a new 
building. The Inter-County company 
serves Gallatin, and 14 surrounding 
towns in Daviess and De Kalb coun- 
ties in northwest Missouri, and ope- 
rates 2966 stations. 





Busy Days For General 
GENERAL TELEPHONE Corp. plans | | 
to spend about $70,500,000 this year " sa dh : + > 
in its expansion and improvement | | ~ pa esion res 
program, President Donald C. Power | | 
told the Los Angeles Society of Se- 
curity Analysts last month. 
The company’s manufacturing sub- 
sidiary — Leich Electric Co. — will 
increase its floor space at Genoa, Ill., 
to double the dollar volume of pro- 
duction there during the next two 
years, Mr. Powers said. 
The General Telephone president 
said additional bonds and preferred 
stocks of subsidiaries and some of its 
own common stock will be sold later 
this year to meet expansion costs. 


Big Year In Florida | 
FLoripa’s big Independent — Pen- | § bef 

insular Telephone Co., Tampa — 

started 53 with a $11,000,000 budget 

for new construction. With the year 

turning into its last half, Peninsular 

has spent more than 40 per cent of 

its budget and is taking big bites | Je the widely used method of attaching drop 

out of the balance. | 4 bui ou may worry about a P clamp causing 
Now under way is a $200,000 | § ing ation or jacket on Alphaduct Neoprene 


project in the Pasadena section, where jread about this Alphaduct service test. 


900 pairs of cables are being installed | § sole 
in a main cable from the central ex- | “Alphadect wire is inserted in a P clamp with 
wire projecting from the top of the clamp. 
s then inserted in the upper jaws of a 
and the end of the wire is stripped free 
and inserted in the other end of the 


change. Previously finished was a 
project for the South Gulf Beach Ex- 
change, where 600 pairs of cables 
were put into service. 

It’s a big construction year for 
Peninsular and telephone installations % 
are reaching new highs. Installations | 9% . 
in the St. Petersburg area have | 
greatly accelerated in recent years. 
In 1941, the total went over 17,000; 
in 1946, 21,000; in 1951, 42,000. 
The 48,000 mark was reached on Feb. 


20 this year. Telephones in service 


on the entire West Coast of Florida | 
now exceed 200,000, a 200 per cent | ALPHADUCT WIRE AND CABLE COMPANY~ MILLTOWN, NEW JERSEY 


increase since World War II. NATIONAL DISTRIBUTORS * LEICH SALES CORPORATION, CHICAGO, ILLINOIS 
REGIONAL DISTRIBUTORS * PANKEY SUPPLY CO., CHARLOTTESVILLE, VA. 
PROGRESS THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO 


of the machine are then gradually separated until 
ductor breaks. The conductor must break before there 
slipping of either the jacket or the insulation. 


Don’t have any worries about a little old P clamp hurting 
ALPHADUCT drop wire. Try Alphaduct. It’s dated by a color 
coded thread so you can see for yourself how long it lasts, 
how much money it saves, 


Honors For Lycoming Tel. 
THE Lycominc Telephone’ Co., 
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Pine Grove, Pa., serves 3,294 sub- 
scribers. It has 20 employes. Its 
headquarters office is in a small com- 
munity — 3,500 population. But 
what the company lacks in size it 
makes up in management; and that 
feature of its operation recently 
caused the American Institute of Man- 
agement (AIM) to select the com- 
pany as an example of “what excellent 
management can do in the small bus- 
iness field.” 

Rated as the smallest enterprise on 
which the Institute has made a full- 
scale management audit, the company 
has been hailed by AIM as “a per- 
fect example of Democracy at work 
under our system — small business 
receiving assistance from big business 
without need for aid by government.” 

“The essential character of the 
telephone industry,” the AIM audit 
declares, “plus the reputation of Ly- 
coming for management ability, re- 
sulted in the latter receiving aid from 
such exponents of big business as the 
Bell Telephone Co. of Pennsylvania; 
Chase National Bank of New York; 
the Bankers National Life Insurance 
Co. of Montclair, N. J.; the Home 
Life Insurance Co. of New York; the 
Stromberg-Carlson Co., and Reming- 
ton Rand, Inc.” 

The AIM report, which awards 
Lycoming an analysis rating of 7,985 





points out of a possible 10,000, tells 
how two brothers, Ralph and Lewis 
Hyle, merged three local telephone 
companies in Lycoming County in 
1945 and subsequently added five 
more. By 1952, as new plant re- 
placed the old, operating ratios were 


improved from a high of 119, per 


cent in 1945 to a low of 65. The 
firm’s net profits rose from $2,071 
in 1946 to $19,468 in 1952. 

The following improvements were 
cited among the reasons given for 
the showing: 


(1) Conversion to the automatic 
dial system, using the most modern 
equipment and best construction prin- 
ciples. 

(2) Contractual arrangements with 
the Bell System, including complete 
“operator” service and the privilege 
of conferring with officials of the 
Bell Telephone Company of Pennsy]l- 
vania on technical and managerial 
problems. 

(3) Sale of advertising in the com- 
pany’s three divisional telephone di- 
rectories, converting a loss operation 
into a sales revenue of $13,000 a 
year. 


(4) A decline in maintenance ex- 
penses from 42 per cent of operating 
charges in 1945 to 23 per cent in 
1952 — a decline of 82 per cent. 








“As of the close of last year,” the 
Institute report points out, “there 
were 5,291 Independent telephone 
companies in the United States. Ly- 
coming must certainly be classed 
among the top 10 on the basis of ac- 
complishment. The owners of this 
business are doing the best job of any 
overall telephone company we know 
in building for a possible future 
period of unfavorable economic con- 
ditions, when subscribers may have to 
be encouraged to continue their tele- 
phone service, and when bill collec- 
tions may be more difficult . . .” 


ASSOCIATIONS 


School Starts In lowa 


June 22 Was a big day for mem- 
bers of the Iowa Independent Tele- 
phone Association. On that day Iowa 
Independents started pioneering in 
education of a specialized nature with 
the opening of the first telephone 
plant school at the Iowa State College 
in Ames. 

William Miller, secretary-treasurer 
of the Iowa association, Des Moines, 
said the school symbolizes an idea 
which has been brought up periodic- 
ally by other associations in the na- 


tion. 
“This school,” he said, “represents 





The above group picture shows the plant, commercial and traffic employees of the 15 Jackson & Trempealeau County exchanges, all 
district managers of the Community Telephone Company of Wisconsin and representatives of two connecting companies. An afternoon 
conference, a buffet dinner and a joint evening meeting were enjoyed recently by approximately 60 company employees in addition 
to representatives of the Wisconsin Telephone Co. and the la Crosse Telephone Corp. The afternoon plant conference included a group 
discussion lead by F. F. Stalter, plant superintendent of the Community Co., and Frank Saver, manager of the Wisconsin Telephone Co. 


at Eau Claire, Wis. The afternoon traffic and commercial conference included a group discussion led by A. W. Powell, commercial & traffic 


superintendent and questions and answers on traffic problems by chief operators of the Eau Claire and La Crosse toll centers. The joint 
evening meeting included a short talk by B. H. Piepmeier, vice president and general manager of the Community Telephone Co. on 
“Courtesy” and the important part it plays among all employees and with the public. Frank Saver, manager of the Wisconsin Telephone 
Co. of Eau Claire, closed the meeting with a picture on fire hazards and fire prevention. 
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the realization of the refresher course 
idea. It will be the forerunner of 
other schools which we hope will 
grow in size and scope with the pass- 
ing years. This first school had an 
enrollment of 30 men. In the future, 
we hope to have larger schools from 
this small but enthusiastic enroll- 
ment.” 

Miller also emphasized that the 
school has only scratched the surface. 
He stated there are over 700 Inde- 
pendent telephone exchanges in the 


state of Iowa and an attempt will be | 
made to reach representatives of all | 


exchanges. 


The inital enrollment had a com- | 
prehensive curriculum lined up for | 
the five days it was in session (June | 


22-26). 


To bolster the lecture ses- 


sions, a number of laboratory meet- | 


ings were scheduled. 


Included in the five-day session | 


were the following lecture series: 
“Ohm’s law and the solution of direct 
current network problems; magnets; 
magnetic circuits and electrical meas- 


urements in direct current circuits. | 
A unique feature of the plant school | 


was the use of specialized personnel 
to aid in demonstrations and lectures. 


Gene Daubendiek, plant engineer, | 


Jefferson, Ia., and Floyd Anderson, 
. . T ¥ 

equipment engineer, New London, Ia., 

served as assistant instructors. R. A. 


Veline, assistant professor of electri- 


cal engineering and A. J. Statellman, 
laboratory assistant of the department 
of electrical engineering, both from 


Iowa State College, were instructors. | 


The plant committee of the Iowa 


Independent Telephone Association, | 


and the group instrumental in formu- 


lating policy for the plant school in- | 


clude: — Arthur Kelley, plant super- 
intendent, Farmers Mutual Telephone 
Co., Clarinda; Gene Daubendiek, 
plant engineer, Jefferson (Ia.) Tele- 
phone Co.; John Farrington, plant 
superintendent, Appanoose County 
Telephone Co., Centerville; A. W. 
Sanders, general manager, Iowa-Illi- 
nois Telephone Co., New London; 
Frank Dixon, plant superintendent, 
Bellamy Telephone Co., Knoxville; 


and H. F. Melick, manager, West Lib- | 


erty (Ia.) Telephone Co. 


Alter Heads Illinois Assoc. 


Ray J. ALTER, general manager of 
the Intra-State Telephone Co., Gales- 


burg, and well known industry leader, | 


Please Turn To Page 90 
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The preservative (a highly chlorinated phenol 


solution) is more toxic than any others in com- 


mon use. Penetration and diffusion of the pre- 


servative increase with time. 





ELECTRICAL CODE 
DIAGRAMS 


In Two Volumes — Just Published! 


One of the most practical means of under- 
standing the National Electrical Code, these 
giant volumes give a diagram or schematic 
drawing for every Code rule, making the 
meaning clear at a glance. In line with 
the 1951 Code, the volumes 
cover all important, prac- 
tical chapters of the Code 
dealing with wiring design 
and proctection, wiring 
methods and _ materials, 
special occupancies, spe- 
cial equipment, and so on. 
By B. Z. Segall, reg. prof. 
engr. 1652 pp., over 3100 
illus., $25.00 for both vols. 


NATIONAL 
ELECTRICAL 
CODE HANDBOOK 


New Seventh Edition completely revised to 
conform with the 1951 National Electrical 
Code requirements. It explains the rules 
and measurements for the various types of 





jobs — what they mean — how to apply 
them. All the rules for a job are in one 
place. Includes everything from special re- 


quirements pertaining to hazardous locations 
to complete tables giving the full-load cur- 
rent, wire size, conduit size, and branch fuse 
rating of various tyles of motors. By Arthur 
L. Abbott. 7th Ed., 652 pp., 441 illus., $7.00 


Telephone Engineer 


Publishing Corp. 
7720 Sheridan Road, Chicago, Ill. 
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Insto-Gas 


PAT OFF 


T M REG. U 


JUMBO 


FURNACE 


FOR UTILITY 
CONSTRUCTION 
WORK 


Now Insto-Gas offers JUMBO, an 
instant lighting furnace that will melt 
large quantities of lead, babbitt, zinc 
and compounds quickly. Only 15 min- 
utes heating time required for 200 
pounds of lead. 

The broad base of the JUMBO fur- 
nace permits use on uneven or soft 
ground, and a convenient bail handle 
makes it easy to move on the job. Cast 
iron melting pots with pouring lips, 
tilting lugs and tilting hooks are avail- 
able in 100 and 200 pound capacity. 

When a 50 ft. connecting hose is 
used the JUMBO furnace can give 
service over a wide area without mov- 
ing the cylinder. The flame control 
valve is located on the furnace. 


INSTO-GAS TORCHES 


Utility Maintenance departments use 
Insto-Gas torches for soldering, sweat- 
ing copper pipe fittings, preheating 
and thawing. 

INSTO-GAS EQUIPMENT IS LISTED 
BY BOTH UNDERWRITERS LAB- 
ORATORIES AND FACTORY 
MUTUALS LABORATORIES 


If your distributor cannot supply 
Insto-Gas send for complete infor- 
mation. Use the coupon. 


Please send information on Insto- 
Gas to: 


Insto-Gas Corporation - Detroit 7, Mich. 


YOUR JULY, 


| terms 


| Louis, 


| don 
| Lumpkin; and R. B. Still. 


1953 


was elected president of the Illinois 
Association during the 
groups 48th annual convention. 
Other officers elected during the two- 
day meeting at Peoria’s Hotel Pere 
Marquette are: Gordon Aller, Chi- 
cago, Still, 
Bloomington, treasurer; J. G. Hardy, 
Springfield, secretary; and Ben B. 


Telephone 


vice-president; R. B. 


Boynton, Springfield, general counsel. 

Directors re-elected for three-year 
Mr. Alter; Harry H. 
Bates, general manager, Dixon Home 
Telephone Co., Donaldson 
Coombes, connecting company agent, 
Southwestern Bell Telephone Co., St. 
Mo.: W. C. Drysdale, presi- 
dent, Eastern Illinois Telephone Co.., 
Rantoul; J. I. Kennedy, president, 
Northwestern Telephone Co., Free- 


are: 


Dixon. 


| port; and, Morris A. Kugler, presi- 


dent, Okaw Commercial Tel. Co. 
Members of the executive commit- 
tee appointed by the board of direc- 


| tors are: Mr. Alter, chairman; Gor- 


Aller; Harry H. Bates; R. A. 


Indiana Elects Brookbank 


R. E. BRooKBANK, president and 
general manager of the Pendleton 
(Ind.) Telephone Co. is the new 
president of the Indiana Telephone 
Association. “Brookie” (as he is 
known in Indiana telephone circles) 
is a veteran telephone man. He has 
been with the Pendleton 
company for 36 years. He has also 
served the association faithfully, hav- 
ing been a member of the board of 


associated 


Plant Superintendent G. H. McLAUGHLIN in- 

spects tangled wreckage of a wire lead 

following tornado in Lake View area of San 
Angelo, Texas. 


directors since 1946. In addition, he 
has been first vice-president and sec- 
ond vice-president of the association. 

Other officers who were re-elected 
during the association’s 33rd annual 
convention at the Claypool Hotel, In- 
dianapolis, are: Francis Simpson, 
first vice-president; H. E. Hussey, 
second vice-president; W. H. Beck, 
secretary-treasurer and general man- 
ager; and M. QO. McCarty, assistant 
secretary. 

Directors elected for 
terms expiring in 1956 are: R. V. 
Achatz, Aurora; C. D. Ehinger, De- 
catur; Herbert E. Hussey, Lafayette; 
W. J. Scheidler, Greensburg; and La- 
mar S. Stoops, Nappanee. Harry S. 
Hanna, Indianapolis, was reelected to 
a one-year term on the association’s 


three year 


board of directors. 
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Above photo was taken in Lake View area of city of San Angelo, Texas, day following 
tornado of May 11, which completely demolished over 200 homes. San Angelo is head- 
quarters of San Angelo Telephone Co. which was acquired by General Tel. Corp. 
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DeHayes Named Ohio Sec. | 

THE Boarp oF Directors of the 
Ohio Independent Telephone Associa- 
tion has announced election of Daniel 
W. DeHayes as secretary-treasurer of 
the association. He succeeds Lloyd 
C. Wright who resigned during the 
1953 convention. 

When Mr. Wright concluded his 
association duties on June 15, he 
terminated a 50-year span of service 
in the Independent telephone indus- 
try the last 10 years as secretary- 
treasurer of the Ohio association. 
















. for Every 
During that decade he worked to pro- 
mote the industry’s best interests and Telephone NEED 


to expand the association in size and 


scope. 
During the past six years Mr. De- * * 


Hayes has been executive secretary of DROP WIRE INTERIOR 

the Ohio Association of Small Loan BRIDLE POTHEAD 
Companies, Columbus. Previously he SWITCHBOARD CABLE TERMINAL 
served as Welfare Director of Colum- = gan 

f ame j 7 ‘ : GROUND FIXTURE 

bus and Franklin County; as Public BURIED WIRE PLASTIC INSULATED 
Relations Director of the Ohio Bureau 

of Unemployment Compensation; and ACORN INSULATED WIRE CO., INC. 
as Ohio representative of the National 36 Freeman St., Pawtucket, Rhode Island 


LEICH SALES CORP., 427 West Randolph St., Chicago. 
LINDSAY TELEPHONE SUPPLY CO., 7016 Euclid Ave., 
Cleveland, Ohio. 

NORTH ELECTRIC CO.. 501 S. Market St., Galion, Ohio. 


Foundation for Infantile Paralysis. 








Drop Wire—Bridle—Interior—Tree—Ground-—Switchboard—Pothead—Cable Terminal—Instrument—Fixture—Buried Wire 


New Labor Contracts . 
THREE INDEPENDENT _ telephone 
companies and the Communications 


Workers of America (CWA) reached 

agreements on new labor contracts y CK 

last month. 0 
Agreement on a new contract be- We 








tween the Rochester (N.Y.) Tele- 
phone Corp. and the CWA provides 
wage boosts of $2.00 for those earn- 
ing up to $53.99 a week, $2.50 for 
those earning $54.00 to $73.99, and 
$3.00 for $74.00 and above. Im- 
proved termination pay in lay-off, 
based on length of service and with 
a maximum of $2000, is also included 





in the contract. 

The Commonwealth Telephone Co.., 
which operates about 25,000 stations 
in 36 Pennsylvania communities, and 
the CWA have signed a new contract 
that calls for wage increases for traf- 


Accuracy of thread contour keeps 
Armstrong’s Glass Insulators steady 
on their pins. Insulators from each 
production run are regularly hand- 
gauged to insure uniformity of pin 
cavity and thread. For prices, con- 
tact your supplier or write Arm- 
strong Cork Co., Glass and 
7 . Closure Division, 295 Fifth 
the-board in traffic and 10 cents in 3 ; as 
; Ave., New York 16, N. Y. 
plant, except in the last step of higher : 
rated craft schedules where the in- 


fic and plant employes and shorten- 
ing of progression schedules. 
Basic increases of five cents across: 





crease is 20 cents, are provided. Traf- 
fic wage progression schedules were * 

reduced to three years, while three ARMSTRONG N) GLASS AY EW ACL LS 
plant schedules formerly five to seven 
years were reduced to four years. 





for communications . . . for power 
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From Coast to Coast — 


$67,500,000 For REA 

Washington, D. C. — A fund of $67,500,000 for Rural Elec- 
trification Administration (REA) telephone loans during fis- 
cal year 1954 was approved by the Senate last month in passage 
of $716,775,000 appropriation bill for the Agriculture Depart- 
ment. The Senate action paves the way for a joint Senate- 
House conference on the agriculture funds, which will be sched- 
uled after the House, which had approved $50,000,000 for 


REA telephone activity, names its conferees. 














Craig Completes 40th Year of Service 

New York, N. Y. — President Cleo F. Craig of the American 
Telephone & Telegraph Co., who rose through the ranks in a 
wide variety of assignments from equipment man in 1913 to 
his election as president 38 years later, celebrated his 40th 
service anniversary in the Bell System on June 24. 








Indiana Bell Seeks Loan Approval 
Indianapolis, Ind. — Indiana Bell Telephone Co., last month 


asked the state Public Service Commission to approve loans 
totaling $2,000,000 to the companies recently acquired from 
the John T. Detchon estate. 











Southern Bell Acquires Competitive Exchange 

Memphis, Tenn. — FCC approval of the acquisition by the 
Southern Bell Telephone & Telegraph Co., of the Fair Hall 
Telephone Co., Kenton, Tenn., became effective June 17. The 
Fair Hall company, which served 225 subscribers in portions of 
Obion and Gibson Counties, Tenn., was the last of the competi- 
tive-exchange firms in Southern Bell territory. 














Illinois Bell To Acquire Independent 

Washington, D. C. — Plans for the acquisition of the Ipava 
(Ill.) Central Telephone Co., small Independent serving about 
375 subscribers, were filed with the FCC June 12, by the Illi- 
nois Bell Telephone Co. The property is to be purchased for 
about $23,800 from Mrs. Mary Stubblefield. 












Shorts, Fans and Ice 

Gulfport, Miss. — It was a short walkout for 63 telephone 
operators here—and the outcome was just as short. 

Local and long distance operators now may wear shorts at 
their work. The Southern Bell Tel. & Tel. Co., agreed to this in 
working out a “heat relief” program with the Communication 
Workers of America (CWA). 

Also, the company agreed to serve refreshing drinks when 
needed, to place tubs of ice in front of electric fans and 
to make proper adjustment of fans and windows. 












Offer Coming Up 

Chicago, Ill. — Western Union Telegraph Co. will shortly 
make an offer for the purchase of the leased line teletype and 
teletypewriter exchange service of American Telephone & Tele- 
This was disclosed in Chicago by Walter P. Mar- 
shall, president of Western Union. But it may be a long time 
before the outcome of such an offer becomes known. Cleo F. 
Craig, head of AT&T, said last year that before a transfer of 
these properties could be made, a long study — probably last- 
ing two years — would have to be conducted. 








graph Co. 
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A 10-cent hourly wage boost affect- 
ing some 100 workers is provided 
in a settlement between the Lorain 
(Ohio) Telephone Co. and CWA. The 
contract, in addition to revising basic 
wages, calls for an eight-cent hourly 
evening and night differential in plant 
to equal that in traffic, changes in 
some job descriptions and new vaca- 
tion schedule. 


NEW OWNERS 

Kirkland, Texas 

PuRCHASE OF the Kirkland (Tex.) 
Telephone Co., by the Federation of 
Independent Telephone Exchanges, 
Dallas, Texas, has been announced by 
George W. Culler, of the Dallas or- 
ganization. Culler said the former 
owners of the company, Mr. and Mrs. 
A. R. Hardin will continue operating 
the company until plans for a dial 
system are completed. 


NEW ASSIGNMENTS 
Gen. Tel. of Mich. 


K. Wooprow BENCKERT, telephone 
engineer with nearly 25 years’ ex- 
perience in utility and governmental 
fields, has been appointed chief engi- 
neer for the General Telephone Co. 
of Michigan, F. E. Norris, president, 
has announced. He succeeds Walter 
G. Wright, who was transferred in 
Sept. 1952, as operating vice-presi- 
dent of the General Telephone Co. of 
the Southwest. Mr. Wright has since 
become president of that company. 

Mr. Benckert has joined the Gen- 
eral Telephone staff after serving for 
three years as chief of the telephone 
engineering division of the Rural 
Electrification Administration, Wash- 
ington, D. C. 

He began his telephone career as 
a central office man with the Lehigh 
Telephone Co., Easton, Pa., in Jan. 
1929. When that company was ab- 
sorbed by the Bell Telephone Co. of 
Pennsylvania in 1931, he remained 
with that organization in various 
plant and engineering capacities. 

When he left in February, 1950, 
to join the REA, he was toll dial co- 
ordinator on the staff of the chief 
engineer at Harrisburg, Pa. 

During World War II Mr. Benckert 
served as a Lieutenant in the Navy, 
where he supervised the installation 
of internal communications equip- 
ment in the battleship Missouri and 
the aircraft carrier Bennington. Later 
he supervised installation and main- 
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tenance of gyroscopic devices in num- 
erous Naval vessels. 

While with the REA, Mr. Benckert 
represented that bureau in meetings 
with technical committees of the 
American Telephone & Telegraph Co. 
and with Bell Laboratories. He also 
supervised the preparation of the 
REA telephone engineering and con- 


struction manual, which will be the | 


| Tel-E-Lect "325" Attachment 


basis for constructions in the multi- 
million dollar program of telephone 
financing now being carried out by 
the Federal Government. . 


General Tel. of The S.W. 

THREE PERSONNEL assignments in 
the general office of the General Tele- 
phone Co. of the Southwest became 
effective June 1. 

They include the promotion of E. 
C. Brink to the newly-created position 
of vice-president and controller, the 
selection of Arthur W. Yaggy as su- 
perintendent of supplies and vehicles. 
and the addition of Glenn R. Williams 
as public relations manager. 

Brink has served as auditor for the 
past seven years. He joined the Gen- 
System in 1935, 
shortly after his graduation from 
Pennsylvania State College. Yagey 
has been general purchasing agent 
since 1946 and prior to that served 
as materials and supplies supervisor. 


eral Telephone 


Williams was released recently from 
active duty as a First Lieutenant in 
the Air Force. He is a native of 
Amarillo and was graduated from 
high school there in 1945. He at- 
tended Amarillo College and Texas 


A&M College. 


NEW COMPANIES 


Texas Tel. & Tel. 

W. G. Winters, president of the 
Texas Telephone Association and vet- 
eran telephone man, is now president 
of the newly-organized Texas Tel. & 
Tel. Co. The $1.500.000 organiza- 
tion, formed by Mr. Winters and as- 
sociates, has acquired all properties 
of the Three States Tel. Co. which 
served 43 towns and cities in the 
central eastern section of Texas. K. 
E. Schuler, president of Three States 
is now vice-president of Texas Tel. 


CO-OPS 
Service Area Muddle 


Wuo serves the area? That is 
the big question in Arkansas and the 
state’s Public Service Commission 
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_.. Derrick and Digger Unit 


For 3/4 and 1-TON TRUCKS 


Now your regular telephone service 
truck can be put to the added use 
of pole setting. Normally it will 


Answers the need for a two man 
construction crew 


take two men less than ten minutes ; Sets poles up to 35’; takes augers 


to set up the derrick, attach the dig- 
ger, dig the hole and set the pole— 
all ready for tamping. It’s all ac- 
complished with 
Derrick and Digger 
made to fit all service trucks as 


illustrated. 


Write for Bulletin 325. 


TEL-E-LECT PRODUCTS, INC. 


10,013 MINNETONKA BLVD. @ MINNEAPOLIS 16, MINN. 


the Model 325 


HK Packaged unit 
for installation by 


yourlocal mechanic 
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8” to 20” diameter 
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Nationally recognized as the “STANDARD OF QUALITY” 





JJI—O55 





PJ—292 





PJ—0O51 


fe? 


PJ—O55B 
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Waltham Telephone Plugs are nationally 
recognized as the “Standard of Quality” — 
they are manufactured from the finest 
materials by skilled craftsmen using the 
newest, most modern equipment, Our en- 
gineering staff is available for consultation 
without obligation on any plug or connector 
problem. 


Manufactured in strict accordance with 
JAN P-642 Specifications. 


We are a Signal Corps approved and 
accepted source for the following plugs: 


PJ—047B STYLE D 
PJ—0O51 (Known as 310) JJ—022 
PJ—O54B JJ—024 
PJ—O55B JJ—026 
PJ—068 JJ——033 
PJ—291 JJ—034 
PJ—292 JJI—048 
PJ—540B JJI—O55 


All plugs can be supplied with red shells — specify when ordering. 
Complete technical data and catalog information will be sent on request. 


WALTHAM HOROLOGICAL CORPORATION 


711 Broad Street, Lynn, Massachusetts 
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(PSC) will spend most of this sum- 
mer fixing responsibility for tele- 
phone service in Arkansas. 

Within the next few months service 
areas will be allotted to an Indepen- 
dent company or a co-operative 
and prospective customers will know 
to whom to look for service. 

More 


telephone companies and co-ops will 


than 70 applications from 
be reviewed by the commission. Most 
of the applications have been pending 
since the fall of 1951 and the spring 
of 1952. 


So far, telephone companies have 





ANCHORS 


prices. 


i Fastest Service | 








HUBBARD STEELWING 


Cut Installation Time 50% 





been operating on a “gentlemen’s 
agreement,” avoiding territory in- 
fringement. 

Now, the PSC wants applicants to 
file new maps of their proposed serv- 
ice areas and to survey the new areas 
they are requesting to determine the 
number of prospective customers. The 
PSC also wants a new balance sheet 
so that it may determine if the appli- 
cant is able to finance a development 
of new service areas. 

PSC 


every 


Lewis Robinson 


be 


Chairman 


said effort will made to 


work out disagreements over territory 





: 


Two of your men can install a Steelwing 
by hand in one hour—just 50% of the 
time they'd take to install an ordinary 
anchor. Steelwing requires no digging! 
Your men simply turn it into the ground 
with a crowbar, like a corkscrew. Tele- 
phone men find Steelwing holds light 
guying securely in average soil, its one- 
piece construction makes recovery easy. 
Write or call our nearest warehouse for 
Six sizes: 4 to 10” wing diam. 


Recommended and Sold Through Our Distributors 


! ASTTTSTITE 
AUTOMATIL RY ELECTRIL 


® 


Distributors in U. S. and Possessions: Automatic Electric Sales Corporation 
Export Distributors: International Automatic Electric Corporation 
1033 West Van Buren Street, Chicago 7, U.S. A. 
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prior to a formal hearing. Some ap- 
plicants are requesting the same terri- 
tory. 


Exchange Merger Out 

CHANCES FOR a deal whereby the 
faction backing a cooperative tele- 
phone system for Wichita County, 
Kans., might get together with H. E. 
Puckett, owner of the exchanges in 
Wichita and Greeley counties, appar- 
ently have gone glimmering.  Offi- 
cials of the newly organized Wichita 
County Cooperative Telephone Co. 
said they propose to go ahead with 
their own plans. 

It was indicated Puckett’s offer to 
work with the new association was 
unacceptable to leaders of the RTA 
movement. It has been suggested a 
few weeks ago that the new associa- 
tion could take stock in Puckett’s 
company which has filed an REA Joan 
application. 


Charter For Kansas Co-op 

A NEW Co-op — the Lewis (Kans. ) 
Telephone Exchange has received its 
charter after several months of nego- 
tiations. The co-op plans immediate 
application for an REA rural tele- 
phone loan. 


PEOPLE 
Lester A. Ahlers 


NEW TREASURER of Western Union 
Telegraph Co. is Lester A. Ahlers, 
Montvale, N. J. Mr. Ahlers suceeds 
William P. Waters, Packanack Lake, 
N. J.. who is retiring as treasurer 
after 48 years’ service with the tele- 
graph company. 

Mr. Ahlers has been assistant treas- 
urer of Western Union and treasurer 
of the American District Telegraph 
Co. (ADT). He had served in var- 
ious capacities in the accounting de- 
of Western Union 
becoming 


partment since 


1915. Before 


treasurer, he was auditor of landlines 


assistant 


for 10 years. 

Mr. Waters began his career with 
the ADT and then moved to the treas- 
urer’s office at Western Union. He 
served there as assistant and then 
teller in the dividend department and 
as head of the stock and bonds de- 
partment. He was assistant treasurer 
for 20 years before becoming treas- 


urer in Jan. 19419, 


O. M. Pointer 
QO. M. Pointer, veteran of 35 years 
in the telephone industry, has as- 


sumed new duties as division main- 
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The Pineland Telephone Cooperative, Swainsboro, Ga., entered this 2-part float in the 
recent Pine tree Festival. 


tenance supervisor for Southwestern 
States Telephone Co. with headquar- 
ters at Irving, Texas. 

Pointer started his telephone career 
as a with 
Southwestrn Bell, he joined South- 
western States as an exchange repair- 
man at Hollis, Okla. 
as maintenance supervisor over all 
States 
subsequently was assigned to Purcell, 


groundman. Formerly 


He later served 


Southwestern divisions and 
Okla., to help organize new properties 


the company had purchased. 


OBITUARY 
J. E. Stoddart 


James E. Stoppart, 68, manager 
of the Minot, N. D. division of the 
Northern States Power Co. and widely 
known for his community service in 
Minot and North Dakota, died unex- 
pectedly at his home June 12. 

Mr. Stoddart has been a resident 
of Minot since Aug. 1, 1940, when he 
was named manager of the division. 
He had been employed by Northern 
1917 


when he joined the accounting depart- 


States Power Co. since May 1, 


ment at Minneapolis, after serving 8 
years with the Minnesota Loan & 
Trust Co. 

He was transferred to the securities 
department of NSP in May, 1918 
and in Dec. 1918. was transferred to 
Fargo to take charge of the securities 
department of the company’s three 
North Dakota divisions, at 
Minot and Grand Forks. 


On Jan. 1, 1936 he became depart- 


Fargo, 


ment manager in the Fargo division 
and on Aug. 1, 1910, manager of the 
Minot division. 

During recent years a large expan- 


sion program of Northern States in 
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carried out under Mr. 
It included the 


Minot 


Stoddart’s direction. 


was 


installation of automatic service in 


the city. 


SUPPLIERS 


Chance Company Purchases 
Specialty Device Company 


SPECIALTY Device Co., Cincinnati, 
Ohio makers of augers, guy guards 
and related products has become a 
subsidiary of the A. B. Chance Co., 
Mo. 


Following purchase of the Cin- 


Centralia. 


cinnati firm, F. G. Chance, president 
of the Chance company, announced 
that Specialty Device would operate 
as a separate corporation with F. G. 
Chance, president; N. A. Toalson. 
vice-president and general manager; 
Ralph Pappenheimer, vice-president 
and assistant general manager; C. C 
Hough, secretary and treasurer and 
R. P. Kiefer, assistant secretary and 
treasurer. Plant personnel will be 


unchanged. Specialty Device Co. 
sales will be handled by the Chance 


sales organization. 


New ALL-NEOPRENE 
Telephone Station Wire 


WHITNEY Biake Co., New Hav- 
en 14, Conn., is now manufacturing 
a combination outside-inside wire 
which can be used directly from the 
outside station protector to the tele- 
phone, even when long runs of wire 
around the outside of the house are 
necessary. 

This neoprene-insulated and jack- 
both 
exposure 


eted station wire is weather- 


resistant for outside and 
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OVER 80 SIZES AND MODELS 
TO FILL ALL YOUR NEEDS 


SAFETY-PULL 
RATCHET LEVER 
HOISTS 
10 roller-chain 


models — 1,500- 
to 30,000-Ib. > 


Cd 








aM 8 PS ION ME IED 





2 coil-chain 
qmodels —1,500- 
and 3,000-Ib. 


CHALLENGER 
4q LIGHTWEIGHT 
ALL-STEEL 
SPUR-GEAR 
HOISTS 
3 models — 1-, 
1-, and 2-ton 


MIGHTY- 
MIDGET > 
PULLERS 


2 sizes—500- 
and 1,000-lIb. 





EXTENDED HAND WHEEL HOISTS 
6 models — 1/4- to 3-ton 
ARMY-TYPE HOISTS 
(plain and geared) 

11 models — 1/4- to 10-ton 
LOW HEADROOM HOISTS 
12 models — 112- to 24-ton 
CLEVIS-CONNECTED HOISTS 
11 models — %4- to 10-ton 
DIFFERENTIAL CHAIN HOISTS 





2 sizes — ¥2- and 1-ton 
HOIST-ALLS 
2 sizes — 1- and 2-ton 


SPUR-GEAR HOISTS 
22 models — 1/4- to 25-ton 


Ask for more information on the units you need 
from the most complete line of hand-operated hoists. 
Write Dept. U7. 


COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 


f2 
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attractive for inside use. According 
to the manufacturer, it eliminates the 
need for taping or splicing usually 
presented by this type of installation. 
The resistance of the neoprene to 
weathering makes the wire safe and 
long lasting. 

The wire is available in two, three 
and four-conduetor styles with #22 
AWG tinned soft copper conductors. 
color-coded neoprene insulation and 
an over-all brown neoprene jacket. 


Bruce Atwater Named 
Inet Sales Manager 

Bruce H. ATWATER 
named sales manager of Inet. Inc.. 
Los Angeles, Calif. Inet manufac- 
tures selenium rectifiers. 


has been 


Atwater was formerly vice-presi- 
dent, sales, Pacific Airmotive Corp.. 
Burbank, Calif. 


Automatic Electric (Canada) 
Promotes Three Executives 
PLANS FOR THE construction of a 
modern factory building in Brock- 
ville, Ontario, and the promotion of 


three executives to direct the pro- 


cram at this new location have been 





MODEL 300 
HOOK-SWITCH HOWLER 


$892 


POSTPAID 
COMPLETE — READY 


TO USE © PORTABLE 


Onder YOUU “WOK, 
FREE ILLUSTRATED FOLDER AVAILABLE ON REQUEST 


TELE-SYSTEM ‘HOWLERS ARE MANUFACTURED & SOLD EXCLUSIVELY BY 


TELE-SYSTEMS, 
6442 SANTA MONICA BLVD. 
LOS ANGELES 38, CALIF. 
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The Ray-O-Vac Co., Madison, Wis., has 

announced the prometion of WILLIAM 

C. WEEKS to assistant to the vice-presi- 

dent for sales with headquarters in 
Madison. 


announced by Automatic Electric 
(Canada), Ltd., as the latest steps in 
its program to extend manufacture in 
Canada of communications, electri- 
cal control, and allied equipment. A 
125.000 


structure of about 


IMPROPER, SUBSCRIBER - DISCONNECT 
HOOK-SWITCH SERVICE CALLS! 


LINE AUTOMATICALLY CLEAR, WHEN SUBSCRIBER HANGS UP... 


ONLY THE TELE-SYSTEMS 


square 


feet on a 25-acre site is to be erected 
by the company. 

Charles A. Funk, who joined Au- 
tomatic Electric in 1929 and has been 
superintendent of telephone manufac- 
turing operations for the organiza- 
tion since 1948, has been named pro- 
duction manager; E. R. O’Kelly, as- 
sociated with Automatic Electric 
since 1937, has been named secre- 
tary-treasurer and a director of Au- 
tomatic Electric (Canada) Ltd., and 
its sales affiliate, Automatic Electric 
Sales (Canada); and Walter W. Ash- 
worth, with the company since 1935 
and assistant chief telephone enginee1 
since 1948, has been appointed chief 


engineer. 


Koppers Appoints Three 

To Wood Preserving Div’n. 
THREE effecting 

plant supervision and the Pittsburgh 

general office of the Wood Preserving 

Division of Koppers Co., Inc., have 

Arnold. 


vice-president and general manager 


APPOINTMENTS 


been announced by W. P. 


of the division. 
P. I. Gibson, who has been superin- 


the North Little Rock. 


tendent of 








AUTOMATIC DISCONNECT 


HOOK-SWITCH HOWLER 


HAS THIS ABSOLUTELY NEW reature! 


¢ GUARANTEED 


INC. 


1953 TELEPHONE ENGINEER 


e SIMPLE TO USE 


© USES STANDARD TELEPHONE 
DC VOLTAGES 


© OFTEN PAYS FOR ITSELF 
WITHIN FIRST MONTH 


© 10-YEAR LIFE 





& MANAGEMENT 





JOSEPH D. HOFFMAN was recently 
appointed executive vice-president of 
the Hi-Voltage Equipment Co., a sub- 
sidiary company of the Joslyn Mfg. 
& Supply Co. Prior to this connection, 
he was associated with the Kearney 
Corp. since 1928 in various capacities 
ranging from: vice-president in the 
sales department to chief engineer. He 
was graduated from the University of 
Missouri with the degree of Bachelor 
of Science in Electrical Engineering in 
1925 and was associated with the 
Southwestern Bell Telephone Co. for 
several years. 


Ark., plant, has been transferred to 
the Pittsburgh office as assistant gen- 
eral superintendent of the division’s 
operating department. 

F. R. Pierce, former assistant su- 
perintendent, succeeds Mr. Gibson as 
plant superintendent at North Little 
Rock. 

H. C. Bartoe, formerly chief clerk 
of the division’s operating depart- 
ment, Pittsburgh, Pa., has 
named superintendent of the Russell. 
Ky., plant. 

Mr. Gibson, Brickton. 
Kan., received his early education at 
Sparta High School, Sparta, Mo. 


been 


a native of 


Stromberg-Carlson Appoints 
Chief Electronics Engineer 


CuHares W. FInnican has been ap- 
pointed chief electronics engineer of 
the Stromberg-Carlson Co., 
ter, N. Y. according to an announce- 
ment by Sidney R. Curtis, vice-presi- 
dent in charge of government con- 
tracts for the company . 

Mr. Finnigan originally 
Stromberg-Carlson in November, 
1941, after eonsiderable experience in 
the radio engineering and manufact- 
uring field, and remained until De- 


Roches- 


joined 
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The technical staff at Lowell Insulated Wire Com- 
pany uses many physical tests to determine the effect of heat, aging, 
tensile strength, compression, cold, acids, oils, mois- 
ture and abrasion. They also 
employ extensive electrical 
tests. To create the maximum 
performance and dependability 
which is characteristic of Lowell 
Insulated Wire, many factors have 
been combined in a well 
balanced and efficient manufac- 
turing process. That is why 
through long years in actual serv- 
ice Lowell Wires maintain a record 
for reliability and low mainte- 
nance or replacement costs. 
Write today for details. 






OWE LL INSULATED WIRE cinicion 


OF Tie Guevlekes Cosporation ; 


LINGOLN STREET --- LOWELL, MASSACHUSETTS | 
e oid 


171 


Neoprene Jacketed, Rubber Insulated Drop Wire, with Bronze, Copperweld or Copper 
conductors, Brass flashed or tinned— Neoprene Jacketed Outside Distributing Wire — 
Tree Wire — Plastic Insulated Inside and Duct Wire— Jumper and Distributing Frame 
Wire — Glazed Braided Inside Wire. 


DISTRIBUTED BY: Jack Pruzan Co., 109 Jackson Street, Seattle 4, Washington; 


The Telephone Repair & Supply Co., 1760 Lunt Avenue, Chicago 26, Illinois; 
Hughes Supply, Inc., 816 South Main Street, Gainesville, Florida. 
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cember, 1949, when he took a posi- 
tion with Sylvania Electric Products, 
Buffalo, N. Y. 

He was born in Baltimore, Md., ed- 
ucated in the public schools of New 
York City, and was graduated from 
Massachusettes Institute of Technolo- 
gy in 1934. At the time he left 
Stromberg-Carlson he was engineer 
in charge of the radio development 
laboratory, and a member of the 
Junior Chamber of Commerce. 

In his renewed association with 
Stromberg-Carlson he will be largely 
concerned with government contracts. 
He assumed his new duties on May 
10, suceeding Garrard Mountjoy, who 
resigned, effective May 8, to accept 
the position of assistant to the vice- 
president of American Radio-Tele- 
vision, Inc., Little Rock, Ark. Mr. 
Mountjoy joined Stromberg-Carlson 
in February, 1947, as chief engineer 
of the company’s radio-television di- 
vision, and for the past six months 
has headed its military electronics 
laboratory. In his new position he 
will continue to work in the design 
and manufacture of electronic pro- 


ducts. 


H. S. Bunn Elected V. P. 
of Union Carbide & Carbon 
THE ELECTION of Howard S. Bunn 
as vice-president of Union Carbide & 
Carbon Corp. has been announced by 
Morse G. Dial, president. 
Mr. Bunn has been president of 


HOWARD S. BUNN 


Bakelite Co., a division of Union Car- 
bide & Carbon Corp., since May 19, 
1952. He is also a director and 
president of Bakelite Co. (Canada), 


E. A. WRIGHT, veteran sales executive 
of the Ray-O-Vac Co. has been pro- 
moted to the position of general in- 
dustrial sales manager. He has had 
many years of service in this import- 
ant and growing phase of the com- 
pany’s sales work and is widely 
known in the industrial field. His 
headqu~’ters will be in the home 
offices at Madison, Wisc. 


——-— “eee 


Ltd.: a director of Bakelite. Ltd. 
(England): and a director and vice- 
president of Canadian Resins & 
Chemicals Ltd. 

Mr. Bunn entered the Carbide or- 
ganization in 1922 as a salesman of 
alloy specialties for the chemical in- 
dustry. After several years as an 
advertising writer he became adver- 
tising manager for Carbide & Carbon 
Chemicals Co. Later he became man- 
ager of the Pyrofax Division of that 
company. In 1938 he was appointed 
manager of the Plastics Division of 
Carbide & Carbon Chemicals. 

In 1944 Mr. Bunn was made vice- 
president, Plastics Division of Car- 
bide & Carbon Chemicals Co., and 
vice-president in charge of sales, 
Thermoplastics Division of Bakelite 
Co. 


McCabe-Powers Announces 
New Hydraulic Derrick 


A DERRICK, which can be erected, 
elevated, lowered, and returned to 
carrying position hydraulically has 
been added to the Powers-American 
line of utility bodies and equipment. 

The derrick can be raised to oper- 
ating position in less than a minute, 
and can be spotted in an unlimited 
number of positions, even under full 
load. Derrick movement is actuated 
by twin hydraulic cylinders, from a 

Please Turn To Page 100 


Construction 


for TELEPHONE 
RINGING POWER 


Model "'R"’ 
4” x 4%" x10" 
Wt. 74 Ibs. 


isbestin @ PRICE 
@ PRINCIPLE 
@ PERFORMANCE 


An excellent ringing machine for telephone 
systems large or small, civilian or in military 
service. 

ALTERNATING and DIRECT CURRENT 
operated units. 

Rated output of standard unit, operating on 
110-115 V, 60 CPS is Approx. 9OV, at 20 
CPS, 30w. Data on units operating on other 
voltages and frequencies furnished on request. 


“You will be pleased with your investment 
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‘dependable’ ease Goth the 
> trade-mark & the guarantee — 
a sienna of - by | 
American Cross-Arm Inc. | 


The finest pole and wire installation is 
useless if cross-arms fail. ‘‘Dependable”’ 
Cross-Arms are all that the name implies— 
made of sturdy, American woods, long 
seasoned, fashioned and finished to stand 
every weather condition from desert heat 
to mountain blizzards. 


Exide-Manchex 


telephone batteries 























In Douglas Fir—Creosoted Yellow Pine or 
Gulf-Red Cypress. 









For Central Office 
and Private Branch 
Exchange Equipment 


























This is proven daily in exchanges of every size 
... for over 60 years Exide Batteries have been 
serving the Telephone Industry . . . the Man- 
chester positive plate with its exclusive button 
type construction provides exceptionally long 
life . . . latest developments on molded glass 


7 ' The superior tensile properties inherent in steel jars permit compact eer ae installation 
are used to full advantage in Crapo Galvanized said heavy terminal posts with copper inserts 
. ‘ : ; provide extra conductivity for sustained volt- 

Strand. The tightly adherent zinc coating applied . . . 

" age at high discharge rates . . . microporous 
by the Crapo Galvanizing Process provides last- rubber along with slotted plastic separators, 
ing protection against corrosion, and prolongs the are impervious to chemical and electrical re- 
life of the strand. Controlled ductility makes actions . . . plastic spacers assure plate align- 
Crapo Strand easy to work and to serve. Low ment. . . for assured dependability, long life 
first cost and low yearly cost result in important and low-cost maintenance use Exide Manchex. 

nee economies for operating companies. j 

- The Electric Storage Battery Co. 
é he all-round dependability of Grapo Galvanized i j 
— | Philadelphia, Pa. 

NTR Steel Strand is being demonstrated constantly by 
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for 65 Years... 1953 


its outstanding performance in service. There is 









a size and grade for all practical needs. 
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News Briefs C. M. Candy Honored By 
University of Nebraska 


THe University of Nebraska has 
awarded the honory degree of Doc- 
tor of Engineering to Charles M. 


, _., Candy, head of Automatic Electric 
hydraulic pump driven by an SAE (9), patent department since 1920, 





Continued from page 98 








aoe take-off on the chassis rans- and patent counsel for that company 
mission. Controls are usually in- 


stalled in a rear compartment of the 
body, to give the operator an unob- 




















structed view. 
The unit, designated the Series 
HD-1 Hydraulic Derrick, has a rated 


capacity of 6000 lbs., when head 









sheave is 5-ft. to rear of side-leg pivot 
points, and 2500 lbs. at maximum dis- 
tance of 14-ft. In field tests the der- 
rick has pulled a 45-ft. pole, sunk 9- 
ft. in solid-packed earth. 

Features of the derrick include: 
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elimination of center leg, no obstruc- 





tion to body loading area, no “creep- 





ing” under load, no “kick-back,” per- 





mits lifting of loads to body plat- 





form, and requires only single-drum 





is acclaimed the world 





winch. Alterations can be made to 








adapt the derrick to various bodies, 





CHARLES M. CANDY, head of Auto- 
: : ‘ matic Electric Co.’s patent department 
or capacity, can be made if desired. since 1920, has been awarded the 

Complete details are given in honorary degree of Doctor of Engi- 
A neering by the University of Nebraska. 


over for highest quality Spare: 
and modifications, to increase length 







and performance. 






Powers-American Bulletin #405. 








copy, and further information, can and its affiliates. Dr. Candy is one 
be obtained from McCabe-Powers of six people who received honorary 
Auto Body Company, 5900 North degrees at the annual commencement 





Telefonaktiebolaget L. 






Broadway, St. Louis 15, Mo. exercises at Lincoln. 





M. Ericsson of Stock- 











holm, Sweden, and as- 






sociated companies are 










manufacturers of all 





kinds of telephone and 












signal equipment of 






every size and for every 






pu rpose. 







Represented in the U.S. By 


ERICSSON TELEPHONE 
SALES Corporation 


100 Park Avenue, New York 17, N. Y. 









New Series HD-1 hydraulic derrick, developed by McCabe-Powers Auto Body Co., has a rated 
capacity of 6000 Ibs. when head sheave is 5 ft. to rear of side leg pivot points and 2500 
Ibs. at maximum distance of 14 ft. 
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executive vice- 


GORDON C. HOIT, 
president, Stromberg-Carlson Co. 


The academic recognition crowns 
10 years of achievement in engineer- 
ing and legal work through which Dr. 
Candy helped to establish the patent 
position of the Automatic Electric 
eroup. 

A native of Indiana, Dr. 
studied electrical engineering at the 
University of Nebraska and joined 
Automatic Electric Co. in 1913. He 
is a member of the Bar of Indiana 
and Illinois, and is admitted to prac- 
United States Su- 


He serves on the Com- 


Candy 


tice before the 
preme Court. 
mittee of Patents of the National As- 
sociation of Manufacturers, and also 
on the Committee on Relations with 
the Patent Office of the American 
Patent Law Association. 


Stromberg-Carlson Advances 
Hoit and Pritchard 


STROMBERG-CARLSON Co., Rochest- 
er, N. Y., made two top-level person- 
nel changes last month: (1) Gordon 
G. Hoit was elected executive vice- 
president; and (2) Charles W. Prit- 
chard was named treasurer. 

Mr. Hoit has been with Stromberg- 
Carlson since 1926 and most recent- 
ly was vice-president in charge of 
financing. In addition, he has been 
vice-president and director of the 
Toronto branch of the 
and president of Stromberg-Carlson 
Credit Corp. 

Mr. Pritchard has been with the 
company since 1937. During the past 


company, 


year he has been assistant treasurer 
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CHAS. W. PRITCHARD, | treasurer, 
Stromberg-Carlson Co., Rochester, N. Y. 


of the company. He is also treasurer 
of Stromberg-Carlson Credit Corp. 


Mr. Pritchard succeeds Wilbur W. 


W. W. HETZEL, former treasurer of the 
Stromberg-Carlson Co., retired June 
1 after 47 years service. 


Hetzel, former treasurer, who joined 
the company in 1906. Mr. Hetzel re- 
tired June 1 after 47 years of ser- 


vice. 


New Owners 


Russet, Minn. — John Skogmoe 
recently sold the Russell Telephone 
Co. to A. James Borcherding of Ellen- 
dale. Mr. Skogmoe bought the ex- 
change from John Rich in 1952. 


Unton City, OKxA.: Mr. and Mrs. 
Roy Wallace have sold the Union City 
Telephone Exchange to Jo Dickerson 


of Ada, Okla. 


All CHURCHILL BOOTHS Distributed by 


* Automatic Electric Sales Corporation 

- J. H. Bunnell and Company 

* Graybar Electric Company 

* Kellogg Switchboard and Supply Company 

* Leich Sales Corporation 

* Lindsay Telephone Supply Company 
North Electric Mfg. Company 
Stromberg-Carlson Company 

* Suttle Equipment Company 


CHURCHILL CABINET COMPANY 


CHICAGO 47, ILLINOIS 
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A monthly summary of reported activities of Cooperative telephone groups. 


BENTONVILLE, ARK.—A certificate 
of dissolution for the Northwest Ar- 
kansas Co-operative Telephone Co., 
Inc., has been approved by the secre- 
tary of state. 

The stockholders voted on Dec. 15, 
1952 to dissolve the corporation as it 
had no paid-up capital stock, no as- 
sets, and was serving no purpose. The 
corporation was formed for the in- 
stallation of rural telephones, but no 
effort was made toward installation. 

7 ee @ 

Utysses, Kans. — Pioneer Tele- 
phone Cooperative is preparing to 
present its case to the Kansas Corpor- 
ation Commission. Negotiations to 
get the organization functioning will 
start soon. 

Joe Chilen, former county agent, 
reported the foregoing to members of 
Pioneer Electric Cooperative at the 
group’s annual meeting recently. Ac- 
cording to Chilen the outlook is 
highly favorable. Four exchanges in 
the southwest area — Ulysses, Mos- 
cow, Rolla and Elkhart — are on the 
list of properties which Pioneer 
would buy if the price is right. 

Still to be determined is a method 
for raising the 10 percent equity re- 
quired to secure an REA loan to fi- 
nance the project. 

. sd] * 

Gate City, La. The Scott County 
Telephone Cooperative moved ahead 
in recently with its plans to erect a 
$635,000 telephone system. Charles 
W. Compton, co-op secretary, said 
the first stake of the rural telephone 
line was driven at a spot near the se- 
lected site ofthe main exchange 
building, north of Gate City on the 
Fort Blackmore Road at Copper 
Creek. 

The point on Copper Creek is the 


location of the main exchange for 
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connecting five community exchanges 
at Duffiel, Clinchport, Fort Black- 
more and Dungannon. A cable line 
from Gate City and Kingsport will 
connect with the Scott system at the 
Copper Creek exchange. 


& © o 

Cincte, Mont. — At a special 
meeting of the organization commit- 
tee and the board of trustees of the 
Mid-Rivers Telephone Cooperative, 
an REA loan contract for $1,675,000 
was executed. With this loan money, 
a modern dial telephone service will 
be made available to approximately 
2500 rural and urban homes and 
businesses in the counties of Gar- 
field, Dawson, McCone, Prairie and 
Richland, in Montana, and McKenzie 
and Golden Valley in N. D. 

The following are officers of Mid- 
Rivers Telephone Co-operative: Pres- 
ident, C. R. Theissen, Lambert; Vice 
President, Albert Hoffman, Vida; 
Secretary, Dave Strobel, Marsh; 
Treasurer, Fred Becker, Circle; At- 
torney Homer Hoover, Circle. Direc- 
tors: Jake Latka, Enid; Bill Haidle. 
Marsh; Everett Hill, Bloomfield; Jac- 
ob Seigle, Glendive; Martin Barnes, 
Brusett; Vern Isaac, Jordan and Vic- 
tor Vuylstake, Searing, N. D. 

Orville S. Douglass is manager; 
Wm. R. Porter, coordinator, Gladys 


Nagel, office secretary. 
e 


e e 

CassviLtE, Mo. — The newly in- 
corporated Cassville Rural Telephone 
Co., is nearing completion of a rural 
commercial survey, John Holden, 
general manager of the firm has an- 
nounced. 

The corporation, formerly the Cas- 
sville Telephone Co., has been ex- 
panded to include the Exeter and 
Washburn exchanges, purchased by 
Holden. 

Work of rebuilding the Exeter and 





Washburn exchanges, is already un- 
der way. Subscribers of those two 
towns and rural areas will be pro- 
vided with dial telephones. Holden 
said installation of dial telephones 
in Cassville is scheduled. 

The completed system will consist 
of 525 miles of line and will have 
backbone plant facilities to meet the 
needs of all potential subscribers. 

e a e 

ParsSHALL, N. D.: The Reserva- 
tion Mutual Aid Telephone Corp., 
Parshall, has acquired the Independ- 
ent Telephone Co., Sanish, and the 
Van Hook Farmers’ Telephone Co. 

The co-op has engaged F. W. Ahl- 
gren as manager. He had been serv- 
ing in the capacity of co-ordinator. 

e 2 e 

IRENE, S. D.: Everything is near- 
ly in readiness for the new Dakota 
Cooperative Telephone Co. to begin 
functioning, according to Kenneth 
Knudsen, secretary. 

The cooperative has purchased the 
holdings of the Dakota State Tele- 
phone Co. and of the Hurley com- 
pany. Approximately $83,000 was 
paid for the two properties with $60,- 
000 going to Dakota State. 

A letter to subscribers states that 
the cooperative has been chartered 
under the laws of South Dakota, and 
that a loan of $1,027,000, has been 
approved by the REA. 

Officers of the cooperative are: B. 
Maynard Christenson, Volin, chair- 
man; A. E. Diefendorf, Irene, vice- 
chairman; Kenneth Knudsen, Hurley 
secretary; and Carl Schaefer, Wa- 
konda, treasurer. Board members 
are: Joe Healy, Irene; Chris Nelson, 
Davis; and Raymond Friese, Park- 
er. 

e e - 

LAFAYETTE, TENN. — The North 
Central Telephone Co-operative, Inc. 
released specifications and invitations 
for bids to the manufacturers of dial 
switching equipment for 10 exchanges 
in the co-op. 

The engineers estimated that the 
equipment will cost approximately 
$225.000. 

Invitations to bids on materials for 
the construction of the telephone sys- 
tem have been issued to 21 suppliers 
of wire, cable and guy strand. In- 
cluded in the proposals were 75,000 
feet of guy 725,000 feet of 
cable supporting strand, 542,120 
feet of telephone cable, 142,000 feet 


wire, 








of terminal hook-up wire, 426,000 
feet of house service wire, 100,000 
feet of bridle wire, 416,000 lbs. of 
galvanized line wire, 205,000 lbs. of 
copperweld line wire, 300,000 feet of 
distributing wire, 284,000 feet of in- 
side wire, 18,200 tie wires, 2,154 
spools of cable lashing wire. 
e oe 


GAINESBORO, TENN. —- The Twin 
Lakes Telephone Cooperative Corp., 
Gainesboro, is being expanded to 
serve Pickett and Fentress Counties, 
it was announced by Will Hall Sulli- 
van, who organized and is currently 
serving as manager of the Twin Lakes 
Cooperative. 

Upon the recommendation of Mr. 
Sullivan, the Twin Lakes Telephone 
Cooperative recently employed W. J. 
Holliday as manager. Mr. Holliday 
was for a number of years manager 
of the Southern Continental Tele- 
phone Co., Inc., in Tennessee and 
upon retirement with that company 
became the manager of Alabama 
Telephone Co., Fayette, Ala. 

= e e 


GILMER, TExAs — The Etex Rural 
Telephone Cooperative Board has 
signed a contract with H. B. Gieb 
and Associates, Dallas engineers, to 
make an area coverage design for the 
rural telephone service in this county 
and in portions of neighboring coun- 
ties. 

J. L. Johns, coordinator for the 
co-op, said that as soon as the 741 
subscriber quota had been reached, 
the REA would release the $665,000 
loan as approved. 

+ = o 


GonzaLes, Texas — Directors of 
the Gonzales County Rural Telephone 
Cooperative have voted to take im- 
mediate steps to push a “sign-up” 
campaign, preparatory to making ap- 
plication for an REA loan. 

Those attending the director’s 
meeting included Will Steiner, A. L. 
Patteson, J. D. Selman, County Agent 
Frank Stockton, A. T. Cocke, E. C. 
Mahan, Otto Kuntschik, Jim Mills, 
Garland Tenberg, T. L. Cantley, Ed- 
win Mills, Willie Weber and L. A. 
Lott. 

e as e 


STANTON, TEx. — Contract has 
been let for central exchange equip- 
ment for the West-Tex Telephone Co- 
operative. On a bid of $59,711.82, 
the Stromberg-Carlson Co., Rochest- 
er, N. Y., got the contract for furn- 


YOUR JULY, 


ishing materials and installing ex- | 
changes at Lomax, Richland, Court- | 
ney and Lenorah. Most of the service | 
will be in Howard and Martin Coun.- | 
ties, although some will reach down 
into Glasscock and possibly Midland. 

The cooperative has a total loan of 
$456,000 awailable from the Rural 
Electrification Administration to cov- 
er the anticipated project. 

e e * 


CuetekK, Wis. — Four Barron 
County mutual telephone companies 
have announced their plans to merge 
and form a new telephone coopera- 
tive, to be known as the “Citizens 
Telephone Co.” The new company 
will be formed by consolidation of 
the present New Auburn Telephone 
Co., the Canton Farmers Telephone 
Co., the Dovre Telephone Co., and 
the Chetek Farmers Telephone Co.. 
all farmers’ mutual organizations. 

Other mutual exchanges in south- 
ern Barron county are also being in- 
vited to join the consolidation, ac- 
cording to Orville Moe of Rt. 1, Che- 
tek, who has been chairman of a, 
committee arranging the merger. 

The firms now included serve sub- 
scribers in the towns of Dovre, Sioux 
Creek, Chetek, Prairie Lake, Sumner 
and Stanley in Barron County and 
some also in Chippewa and Rusk 
Counties. 

Moe said the group has made ap- 
plication to REA authorities for ap- 
proval of merger plans. 


New Owners 

Moravia, Ia. — Mrs. Don Wolf | 
has announced sale of the Moravia 
Telephone Co. to her brother, Russel 
Hughes of Fairfield. 


Mrs. Wolf’s husband, who had op- 
erated the exchange several years. 
died suddenly in November, 1952. 

Hughes and Wolf worked together 
seven years for the Van Buren Coun- 
ty Mutual Telephone Co., at Keosau- 
qua. 


Henecar, Aua.: The Farmers| 
Telephone Cooperative has purchased | 
the Henegar Telephone Exchange | 
from Loyd Keith, owner. Lee Han.- | 
cock, co-op president, stated Keith is 
to operate and maintain the old| 
equipment until the cooperative can| 
install a new automatic exchange in) 
Henegar. 
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STRAND 
Strona... 


to support pole structures 
under adverse ice and wind 
loadings. 
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Rigged... 


to withstand the punishment 
incurred in construction and 
service. 


M long-life . : 


J!' provided by famous @rapo 
Galvanized heavy, ductile, 
tightly-bonded zinc coatings. 


-and Economical, 






@ Each size and grade of time, 
proved @rapo Steel Strand utilizes 
the superior tensile strength of steel } 
to the-fiillest advantage... Next time, 


= Crapo Steel Strand ‘for..guys* 


messenger and overhead ground 
and save on maintenance! 


wires... 


ASK YOUR 
JOBBER! 


There is a size and 
grade of Crapo Gal- 
vanized Steel Strand 
for every practical 
need. Consult the 
distributor of Crapo 
Galvanized Products 
near you or write 
direct for further in- 
formation! 
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& WIRE COMPANY 
MUNCIE, INDIANA 
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CYRUS G. HILL 
ENGINEER 


Plant—Traffic—Commercial 
Valuations and Original Cost 


231 S. LaSalle St., Chicago 4 


PENN LINE SERVICE 


Scottdale, Pa. 
Phone 765 or 686 


CREWS 


Construction 
Station Installers 
Chemical Spraying 

Right of Ways 





Trimming 





MURER & SMITH 
ENGINEERS & CONTRACTORS 


Engineering—Construction—Installation 


A complete service to the Telephone, 
Electrical and Pipe Line operating companies. 


440 S. Brentwood Blvd. Clayton 5, Mo. 
St. Louis Telephone Parkview 2747. 7282 


Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 


6100 N. 20th St., Philadelphia 38, Pa. 
Now Operating in 14 States 


TREE TRIMMING 
LINE CLEARANCE 


@ Our work develops satisfied customers. 
@ Our work saves you time, trouble and money. 
@ Satisfaction guaranteed. 

Serving Missouri and adjoining states 


DAVIS CONSTRUCTION CO., Sullivan, Mo. 


JAY 6. MITCHELL 


CONSULTING ENGINEER 
APPRAISALS—COSTS—PLANT 


7720 SHERIDAN ROAD CHICAGO 
FOR MAIL BOX 523 EVANSTON, ILLINOIS 


CARL C. CRANE, INC. 


Consulting Engineers 
2702 Monroe Street, Madison 5, Wis. 
Experienced in REA Procedures 
Preallotment Surveys—Specifications 
Design and Construction Supervision 





JOHN J. MORAN 
Consulting Engineer 
605 N. Maple Cookeville, Tenn. 
Accounting—Apopraisals—Bud gets 
Financing—Engineering—Rates 
COMPLETE ADVISORY SERVICE 
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Professional 








Cable Splicing 











Installation Specialists 
CENTRAL OFFICES 


| 
| 
| 
| 


| | Installed-Modified- ee 


All Makes 


COMMUNI-CATERING 


P. O. Box 6712 
CHICAGO 7, ILLINOIS 





J. E. ALBERT 


Engineering & General Consultant 
Reports for 
New Financing, Purchase, Sale 
185 N. Wabash Ave. Chicago 1, Illinois 


Electrical 
Engineers 


Harris-McBurney Co. 


A complete construction service for 


the telephone industry 
Appraisals — Reports 


297 W. Mich. Ave., Jackson, Mich. 
Telephone 4-6126 


H. GEMAR’S ELECTRIC SERVICE 


Complete Outside Telephone 
Plant Construction 


You name it, and we can do it 
We can satisfy because of our 
many years of experience 


Rt. 4, Box 398 Lodi, California 
PHONE 9-4944 


TELEPHONE CONSTRUCTION 


Aerial Cable and Rural Plant 
Station Installation—Cable Splicing 
Quality Workmanship at Low Costs 

Midwest Utility Construction Co. 


J. W. Packer, Prior Lake, Minnesota 
Tel. Minneapolis HY 2808 





W. T. KING 


PROF. ENGR. — TELEPHONE CONSULTANT 
Engineering, Accounting, Valuations, Traffic 
Depreciation Studies, Rates and General 
Management Services 


306 So. Capitol Lansing, Mich. 
P. O. Box 216 Telephone 5-1034 


B. O. VANNORT ENGINEERS 


Incorporated 


Electrical—Civil—Mechanical 


Telephone 


A complete engineering service 
700 South College Street, Charlotte, N. C. 





TELEPHONE ENGINEER & 


Services 








TELEPHONE PRINTING 


By People Who Know 
the Telephone Business. 
See the Suttle Catalog 


SUTTLE EQUIPMENT CO. 


LAWRENCEVILLE 


ILLINOIS 








EDWIN T. MAHOOD 


Consulting Telephone Engineer 


627 W. 67th St. Kansas City 5, Mo. 
Jackson 4452 


D. J. NEALE 


Telephone Engineer 


Complete Outside Engineering, Construction, 
Maintenance and Planning 
Nationwide Service 


Topeka, Kansas Telephone 4-2621 


TELEPHONE CONSTRUCTION, INC, 


Consulting, Engineering, Installation, 
Good Machinery, Competent Workmen 
Pole Digging and Cable Splicing 
C. H. DAUBENDIEK 


Secretary 
Box 267, Telephone 012, JEFFERSON, IOWA 


HOPKINS ENGINEERING CO., INC. 


RADIO SITE SURVEYS 
SYSTEMS DESIGN 
INSTALLATION PLANNING 
INSTALLATION SUPERVISION 


1612 K STREET N. W. 
WASHINGTON 6, D. C. 


SLOAN, COOK & LOWE 


CONSULTING ENGINEERS 


120 South LaSalle Street 
CHICAGO 


Suite 1344 


Appraisals—Original Cost Studies 
Depreciation, Financial, and Other 
Investigations 


TELEPHONE 
ENGINEERING CORPORATION 


CONSULTING ENGINEERS 
at Dallas, Texas 
Designing—Appraisals of Telephone Systems 
Experienced in R. E. A. Projects, Microwave 
2210 Butler Street P. O. Box 6633 
Telephone LAkeside 5245 


For Best Results 
Advertise in 
Telephone Engineer 
& Management 
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LITERATURE 


Manufacturers, suppliers and government agencies are cur- 
rently offering the following helpful data and literature. 
Write direct to the supplier for your copy. 


AccounTING: How one half-time 
accounting machine operator handles 
the same volume of accounts receiv- 
able and accounts payable posting for- 
merly handled by four full-time clerks 
is described in a new folder by Rem- 
ington Rand Inc. 

Harry T. Bastianelli, auditor for 
the Medical Arts Supply Co. of Hunt- 
ington, West Va., states that the in- 
stallation of the machine paid for it- 
self within a year by the savings on 
clerical salaries Another ad- 
vantage is the mechanical accuracy 


alone. 


which eliminates the necessity for re- 
figuring many incorrect statements. 
The Medical Arts Supply Company 
feels that the idle time on the machine 
is not a cost factor but a future divi- 
dend allowing for doubling of present 
accounting volume without additional 
cost. 

Write Remington Rand Inc., 315 
Fourth Ave., New York 10, N. Y., for 
a Free copy of booklet No. S 1828 
SN 828. 

o e e 


A.C. VOLTAMMETER: — Specifica- 
tions and performance data on Model 
601 A.C. Voltammeter are given in 
a new bulletin. Outstanding features 
of this 


range meters for simultaneous poten- 


instrument are dual, multi- 
tial and current measurements from 
0.2 to 500 amperes at from 30 to 600 
volts; 2% accuracy of full scale read- 
ing; and A.C. frequency range from 
25 to 133 eycles. Bulletin 6AA will 
be sent free upon request to Asso- 
ciated Research, Inc., 3738 W. Bel- 
mont Ave., Chicago 18, Ill. 


BupGETING: The advantage small 
firms can gain from the use of an ef- 
fective budgeting system is explained 
in a new leaflet issued by the Small 
Defense Plants Administration. 


YOUR JULY, 


The leaflet, “Budgeting in the 
Small Plant,” is Number 23 in the 
series of Management Aid leaflets is- 
sued by SDPA. The leaflets are avail- 
able free on request from Small De- 
fense Plants Administration. Old 
Washington Post Bldg... 1337 E. 
Street, N. W., Washington, D. C. 

Business budgets are defined as 
“flexible forecasts,” designed to show 
the pre-planned activities for each di- 
vision of a company. to coordinate the 
activities of the different departments 
and divisions, and to permit control 
by revealing comparisons between 
planned activities, dollar income, ex- 
pense, and actual results. 

Most big companies base their en- 
tire operations on such budget fore- 
casts, the leaflet points out, but many 
small companies fail to understand 
their importance. Yet small firms 
need these forecasts even more than 
large concerns because they must 
utilize their working capital in the 
most profitable manner, and develop 
sound plans for meeting future com- 
petition and growth. 

The leaflet recommends that small 
plants have at least the following: 
Procedure for setting budgets, sales 
budgets, manufacturing budgets, pur- 
chasing budgets. administrative bud- 
gets, financial budgets, and budget 
control. 


. . e 
BuSINESS INSURANCE: A new 
leaflet on business insurance, the 


third in a series on this subject, has 
been issued by the Small Defense 
Plants Administration. 

The leaflet. 
III,” discusses the various types of 
general liability and automobile in- 
fill 
the specific needs of small business. 
It is available free on request from 


“Business Insurance 


surance which are available to 


Please Turn To Page 110 
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better service 


of time. 


When 


sw 


itchboard or 


HONE 


INSTALLATION 
CREW 


Correct leg length, trim 
and true tracer colors 
makes them easy to in- 
stall. The precision of 
their manufacture to 
exacting specifications 
simplifies installation. 
Better workmanship fol- 
lows. 


HOME OFFICE 


Business executives 
are interested in 
overall economy in 
operating costs. 
These durable, su- 
perior cords give 
long range econ- 
omy becavse they 
out-wear other 
cords and provide 
for a longer period 


operators h 


cords are needed, specify: RUNZEL 
SERIES NYLON CORDS. They are av 
for every type and make of instrument 


RUNZEL 


CORD AND WIRE CO. 
4727 WEST MONTROSE AVE. 


CHICAGO, 
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ADVERTISING, Directories — Generai Tele- 
Phone Directory Co., 604 Pine Ave., Long 
Reach, Calif., and 1800 Busse Highway, 
Des Plaines, Ill.—|ADV. 1] 

BELTS — CLIMBERS — COMPLETE LINEMEN’S 
EQUIPMENT, W. M. Bashlin Co., Bashlin 
Bidg., Grove City 1, Pa.—[ADV. 2] 

BELTS — CLIMBERS — PLIERS — SAFETY 
STRAPS — CONSTRUCTION TOOLS. Klein 
& Sons, Mathias. 3200 Belmont Ave., Chi- 
cago 18. Ill._—[ADV. 3] 

BOOTHS—Acoustic Telephone — Sherron Me- 
tallic Corp., 1202 Flushing Ave., Brooklyn 
6, N. Y.—[ADV. 4] 

RRUSH & WEED KILLERS — Thompson manv- 
factures many types of brush and weed 
killers. Write for helpful information on 
specific problems. Thompson Chemicals 
Corp., St. Lovis 3, Mo.—[ADV. 5] 

CABLE, All Plastic, Aerial, Duct, Direct Burial, 
PBX, Switchboard. — The Ansonia Wire & 
Cable Co., Ansonia, Conn.—[ADV. 6] 

CORDS, Switchboard, Instrument and Opera- 
tors —Commercial Cord & Supply Co., Inc., 
26 Main St., Clifton Springs, N. Y.— 
[ADV. 7] 

CORDS, Switchboard & Telephone — Runzel 
Cord & Wire Co., 4727-31 Montrose Ave., 
Chicago 41, Ill._—[ADV. 8] 

ELECTRIC HOT WATER HEATERS. Thermostat- 
ically controlled for any hot water heater, 
Vulcan Electric Co., Danvers 17, Mass.— 
{ADV. 9] 

ENGINEER, CONSULTING — Telephone financ- 
ing — J. E. Albert, 185 N. Wabash Ave., 
Chicago 1, Ill. — [ADV. 9-A.] 

FURNACES — For quickly and economically 
melting lead and paraffin — Mutual Liquid 
Gas Equipment Co., Inc., 3600 W. Imperial 
Highway, Los Angeles, Calif.—| ADV. 10] 

INSULATORS, Porcelain — Porcelain Products 
Inc., Box 300, Findlay, Ohio.—[ADV. 11] 

LIGHTWEIGHT PULLERS — Coffing Hoist Com- 
pany, 800 Walters St., Danville 5, Ull.— 
[ADV. 12] 

PIPE PUSHERS — Giant Manufacturing Co., 
South 6th St., at 12th Ave., Council Bluffs, 
lowa.—[ADV. 13] 

POLE HOLE DIGGERS .— For derrick mounted 
trucks. Tele-E-Lect Products, Inc., 9613 
Minnetonka Bivd., Minneapolis 16, Minn. 
—[ADV. 14] 

POLES, Southern Yellow Pine — Colfax Lum- 
ber & Creosoting Co., Inc., P.O. Box 23, 
Pineville, La.—[ADV. 15] 
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For complete information on the products and 
services described in this department send in the 


coupon which appears on the opposite page. If 
you do not see a listing of the products and services 








SOLDERING ACCESSORY: According to of. 
ficials of the Wasserlein Mfg. Co., Inc., of 
Joliet, Ill, an extremely lightweight hand- 
piece accessory is available for the GLO-MELT 
resistance soldering unit. The new device, 
called the Pencil Handpiece, weighs only 2 
ounce. It measures 5” long and 3/8” in 
diameter. 

This new feather-light accessory for con- 
duction (or resistance) soldering is available 
in two styles. Model ‘A’ which holds 1/8” 
carbon tips and model “’B” for 3/16” carbon 
tips. Both models are single carbon hand- 
pieces which function in the same manner as 
the standard GLO-MELT soldering handpiece. 
They are designed for instant conduction 





POLES, Southern Yellow Pine — Taylor Col- 
quitt Company, 290 E. Main St., Spartan- 
burgh, S. C.—[ADV. 16] 

POLES, Southern Yellow Pine — Texas Creo- 
soting Co., Orange, Texas.—[ADV. 17] 
PROTECTIVE EQUIPMENT — Reliable Electric 
Company, 3145 Carroll Avenue, Chicago 

12, fll.—[ADV. 18] 

REBUILT TELEPHONE & SWITCHBOARDS — 
Telephone Repair & Supply Company, 1760 
Lunt Avenue, Chicago 2, IIl.—[ADV. 19] 

TRUCK BODIES — Highway Trailer Co., Edger- 
ton, Wisc.—[ADV. 20] 

WIRE, Insulated — DATED DROP WIRE — 
Neoprene or Weatherproof — Alphaduct 
Wire & Cable Co., Milltown, N. J.—[ADV. 
21| 

WIRE, Insulated Drop and Bronze or Copper- 
weld — Acorn Insulated Wire Co., Inc., 36 
Freeman St., Pawtucket, R. 1.—[ADV. 22] 

WIRE, Telephone, for oll inside and outside 
uses — Whitney Blake Co., New Haven, 
Conn.—[ADV. 23] 


THE BUYERS’ GUIDE 
and 
NEW PRODUCTS SHOWCASE 


that you are interested in, write BUYER’S GUIDE, 
7720 N. Sheridan Road, Chicago 26, Ill. The in- 
formation will be furnished quickly and without 
charge to telephone industry members. 














soldering by establishing a ground circuit 
through the standard GLO-MELT grounding 
clip and lead, or with the special mating 
pluzs, sockets or fixtures used in modern 
plants. 

For detailed information concerning the 
Pencil Handpiece and GLO-MELT Resistance 
Soldering Units, check New Product 531. 


i 


LADR-LEVL: Industrial accidents resulting 
from skidding and toppling of ladders can 
be eliminated by using this Ladr-Levl, distri- 
buted by the A. B. Chance Co., Centralia, Mo. 
The Ladr-Levl adjusts to any surface, leveling 
the ladder without shoring. 

A spacer coil spring controls the telescoping 
legs, compensating to fit the contour of the 
ground. As the workman first steps on the 
cross bar of the Ladr-Lev!, his weight moves 
a lock vin bewteen the spring and automatic- 
ally locks the legs in place. 

The unit can be installed on either a 
straight or tapered ladder by removing the 
bottom rung and bolting the Ladr-Levl to the 
side rails. The Ladr-Levl then serves as the 
bottom rung of the ladder. Units are avail- 
able for ladders with rung lengths from 12’ 
to 28’. — For compete data check new 
product 532. 
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CORDLESS SWITCHBOARD: The Communi- 
cations and Electronics Division of Motorola, 
Inc. has announced the development of a 
cordless switchboard to interconnect a tele- 
phone system with a mobile two-way radio 
system, microwave system or power line car- 
rier system. The unit, which is especially suited 
to dispatching for Miscellaneous Common 
Carrier (MCC) services, manually intercon- 
nects any one of five subscriber common bat- 
tery telephone lines to a two-way radio system 
by simply pressing a button to select the de- 
sired circuit. Simultaneous conversations may 
be carried on over each of four independent 
talking channels. 

The switchboard may be connected in any 
number of ways to permit maximum versatility. 
The lines may be connected as outlined above 
or to a local extension serving as a trunk 
line. More than one radio circuit may also be 
used, if desired. Any number of switchboards 
may be paralleled to permit future expansion. 

The switchboard, which is only 1134” long 
by 914” wide by 7” high, is attractively fin- 
ished in a two-tone gray enamel. Each of the 
small panels. on the front or the back panel 
may be easily removed for servicing. — For 
additional information check new product 533. 


FIRE POTS: — Introduction of a new and 
complete line of L-P (Liquefied Petroleum) Fire 
Pots and Torches has been announced by The 
Turner Brass Works, Sycamore, Ill., according 
to a report received from N. O. Hanks, vice- 
president, and C W. Burress, sales manager 
of the company 

The fire pots are designed for double-duty 


7720 N. Sheridan Road 
Chicago 26, Illinois 


services described in the July, 
& MANAGEMENT. 
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SEND IN THIS COUPON FOR MORE INFORMATION 
Telephone Engineer Publishing Corp. 


Please forward complete information on the following 
1953 issue 
(Check information desired.) 


NEW PRODUCTS 


NP 531 NP 532 NP 533 NP 534 
SERVICES AND SUPPLIES 
ADV. 1 ADDY, 2... ADV. 5... ADV 4. AD... kX. 
ADV. 6 ADV. 7 ADV. 8 ADV. 9 ADV. 16... 
ADV. 11 ADV. 12 ADV. 13 ADV. 14 ADV. 15 
ADV. 16 ADV. 17 ADV. 18 ADV. 1S... ADV. 20—... 
AD*’, 21 ADV. 22 ADV. 23 

Name Title - 

Company ear eee — 
Street Address pee 
i: | ae, le | er 





service as either bench-type or tank-type units. 
Special features include heavy corrosion-resis- 
tant cast aluminum base, steel supporting 
posts, cast iron burner with wide flame range 
and high-speed melting efficiency, brass as- 
sembly parts, one-hand operation of flame 
control valve, one-piece steel hood, permanent 
windshield for all-weather use. Operation is 
at full tank pressure without requirement of 


regulator. 
Tanks, with exclusive Turner construction 
features, are available in 20-lb. and 11-Ib. 


sizes; have full-diameter, full-curled foot ring 
for greater stability and longer surface wear. 
1.C.C. approved. 

The new Turner L-P Torch comes with three 
interchangeable all-brass burners — needle- 
point, medium, and large — to meet prac- 
tically all job requirements. 

For complete Catalog No. 
New Product 534. 


100 — Check 


products and 
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BETTER . 
GET ON WA 


THIS 
BANDWAGON 


Koiled Kords are popular with telephone 
subscribers. They like the way Koiled 
Kords help make it more convenient to 
use the phone. 

Consumer acceptance is the BIG rea- 
son why more and more independent 
telephone companies are installing new 
telephones already equipped with Koiled 
Kords. This rate of growth means that 
soon, phones with Koiled Kords will be 
the rule ra*her than the exception. 


Koiled xords offer users the genuine 
benefits that help attract new business, 
keep present subscribers happy. Koiled 
Kords S-T-R-E-T-C-H to five times their 
retracted length as needed with only 
one pound pull, retract to their original 
neat co!l when released. 


Koiled Kords reduce maintenance costs, 
because Koiled Kords eliminate the 
kinking, dangling, tripping and catching 
that are the chief reasons for damage 
to equipment and breaks in service with 
old style cords. Neoprene outer jacket 
cannot fray. Koiled Kords are unharmed 
by perspiration, humidity, oil, water, 
grease or acid. 

Anticipate subscribers’ preferences, keep 
your equipment modern, up-to-date. 
Specify Koiled Kords from your inde- 
pendent telephone supplier. 
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se THE CLEARING HOUSE s-- 


Published in each issue of Telephone Engineer & Management. 
word except for Situation Wanted ads, which are only 10 cents per word. 


Advertising forms close on Ist of monih. Rates—15 cents a 
In figuring cost of ads, count each word of address 


in number of words used. All ads payable in advance. Minimum charge—$2.00. Special rates for display ads on request. Send 


EXECUTIVE with long experience 
in engineering, traffic, commercial 
and manufacturing aspects of tele- 
phony seeks post carrying good 
salary and opportunity for advance- 
ment with large company. Wide ex- 
perience in system planning and 
management, exchange design, man- 
agement and maintenance. Has 
headed operational research for 
large manufacturer, and has de- 
veloped standard operating and 
maintenance practices for large op- 
erating companies. Write Box 8841, 
c/o Telephone Engineer Publishing 
Corp., 7720 Sheridan Road, Chicago, 
I}linois. 


SITUATION WANTED — Experi 
enced common battery, magneto, 
X. Y. and Leich dial man. Experi- 
ence in all types outside construc- 
tion and installation of dial equip- 
ment. Desires position as plant 
manager in the Western United 
States. Age 35. Reply to Box 8846, 
c/o Telephone Engineer Publishing 
Corp., 7720 Sheridan Road, Chi- 
cago, Ill. 


Let A Low Cost 
CLASSIFIED AD in 
Telephone Engineer 
Publications 
Do The Job For You 


CABLE SPLICERS, Equipment In- 
stallers, Station Installers, Linemen. 
Experienced men needed. Steady work, 
good pay. Henkels & McCoy, 6100 
N. 20th, Philadelphia, Pennsylvania. 


YOUR JULY, 














copy and box number replies to Telephone Engineer Publishing Corp., 7720 N. Sheridan Road, Chicago 26, Ill. 


MANAGER — For expanding Mu- 
tual Telephone Company located 
in Yorkville, Tenn. Must have ad- 
ministrative ability to achieve and 
maintain efficient operations and 
develop sound expansion programs. 
Ability to hire, train and direct 
personnel in all phases of telephone 
operations. Technical, plant and 
commercial knowledge and experi- 
ence desired. Permanent position 
for qualified person. Replies con- 
fidential, For application form 
please write Yorkville Mutual Tele 
phone Company, Yorkville, Tenn. 


HELP WANTED: ANCHORAGE, 
ALASKA—Experienced Communi- 
cations Maintenance Supervisor 


having extensive su ervisors  ex- 
perience in’ wire room trouble 
shooting, test board and relay work 


on railroad T&T equipment, $3.60 
per hour base rate, 40 hour week, 
annual and sick leave in  accord- 
ance with Federal Regulations. 
Free transportation on one year 
contract. For details write: The 
Alaska Railroad, 224 Federal Of- 
fice Building, Seattle 4, Washing- 
ton. 


HELP WANTED-—College Engi- 
neering Graduate. Preferably elec- 
trical. Not over 30, with some out- 
side plant engineering experience 
in communication. Location in 
Class A Telephone Company in 
the Southwest. Furnish age, exper- 


ience, education, present employ- 
ment and expected salary. Write 
Box 8840, c/o Telephone Engineer 
Publishing Corp. 





OUTSIDE PLANT ENGINEER. 
Not over 30 with some outside 
plant engineering experience in 
communications. Class A company. 
Furnish age, experience, education, 
present employment and expected 
salary. Write General Plant Super- 
intendent, Illinois Telephone Com. 
pany, Bloomington, Illinois. 









HELP WANTED 
TELEPHONE EQUIPMENT 
ENGINEER. Under 30. Class A 
company. Furnish age, experience, 
education, present employment and 
expected salary. Write General 
Plant Superintendent, Illinois Tele- 
phone Company, Bloomington, II]- 
inois. 











LIFETIME OPPORTUNITY—A 
young expanding telephone supply 
organization is interested in a gen- 
eral manager and a sales manager. 
These positions offer far above 
average possibilities. Our require- 
ments include emphasis on a very 
strong desire to be successful, an 
active mind, above average per- 
sonality and vision. For those who 
believe they can produce, here are 
two positions with challenge, oppor- 
tunity and responsibility. Salary 
open. TELEPHONE & POWER 
SUPPLY, INC. 3100 ‘Topeka 
Avenue, Topeka, Kansas. 


MANAGER-~—For rapidly expand- 
ing rural telephone cooperative 
system, located Alexandria, Tenn, 
Must have administrative ability 
to achieve and maintain efficient 
Operations and develop sound ex- 
pansion programs. Ability to hire, 
train and direct personnel in all 
phases of telephone operations. 
Technical plan and commercial 
knowledge and experience desired. 
Permanent position carrying sub- 
stantial opportunity for qualified 
person. Replies confidential. For 
application form write DeKalb 
Telephone Cooperative, Box 131, 
Alexandria, Tennessee. 


HELP WANTED — Combination 
men for Indiana Company. Perm- 
anent position, good working con- 
ditions, employee benefit plan. Can 
also use a good plant man for as- 
sistant to wire chief. Replies 
should include details of past ex- 
perience and employment. Write 
Box 8844, c/o Telephone Engineer 
Publishing Corporation. 





ATTENTION SALESMEN: Un- 

limited sales opportunity tor ag- 
gressive individuals with growing 
telephone supply house. Telephone 
experience helpful but not neces- 
sary. Very liberal commission, Ter- 
ritories open all over United States. 
Car Furnished. Telephone & Pow- 
er Supply, Inc.. Topeka, Kansas. 






COMBINATION construction and 
maintenance man, California ex- 
change of 1500 stations. Give ex- 
perience, age, family and recom- 
mendations. Permanent. Reply to 
Evans Tel. Co., Patterson, Califor- 
nia. 


WANTED: Experienced telephone 
lineman and _s station _ installers. 
Neale Construction Company, Inc., 
3100 Topeka Blvd., Topeka, Kan- 
sas. 





TELEPHONE ENGINEER & MANAGEMENT 





























PINS AND BRACKETS 


Manufacturers of all sizes Locust 
Pins, Oak Brackets, Locust Bushings. 
REA Approved. 


LH. WIEBEL, INC. 


Virginia 


Charlottesville 



















FOR SALE—290 station telephone 
exchange, located in central Ne- 
braska. Converted to dial 1948. 100 
line relay switchboard, housed in 


tile building. Also 1 ton truck. 
Yown cabled, plant 90%, black 
poles. Gross income $11,000, Sell 
for $55,000. Write Box 8845, c/o 


Telephone 
Corp., 7720 


cago, Ill. 


Engineer 
Sheridan 


Publishing 
Road, Chi- 






SPECIFY 





for 
Dependable and Economical Telephone Ring- 
ing Power Equipment. 
Engineered for complete satisfaction. 
Manufactured by 


TELKOR, INC. Elyria, Ohio 


FOR SALE—Four exchanges, one 
dial, one common battery, two mag- 
neto. All in excellent condition. 
Cash required. No correspondence. 
If interested, come see them. Call 
R. L. Thomas. Cotter, Arkansas. 


LISTS O Out th Year 
TELEPHONE FORMS 


PRINTING © PLANOGRAPHING 


RE E E 


O CULLOM & GHERTNER CO. 


600 2ist AVE., NASHVILLE 4, TENN 


MAGNETO WALL 


3 Bar. 1000 Ohm. @ $18.00 
4or5 Bar. 1600 or 2500, @ $20 


Prices F.0.B. Chicago, III. 
INDEPENDENT TELEPHONE 


REPAIR CO. 
2137 W. 2ist St., Chicago 8, III. 





OF =o F:] a ode) (23> 
THE MAC GILLIS & GIBBS CO. 


1615 E. Royall Place, Milwaukee 2, Wis. 


Northern White and Western Red Cedar 
Creosote and Pentachlorophenol 


Treatments 
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CABLE-SPLICERS’ WIPING CLOTHS 


WIPING THE 
VERTICAL JOINT 


Showing the 
up-right cloth 


in action. 





Formed-flexible _ finish- 
ing cloths (Patented); 
Flat finishing cloths; 
Catch cloths; Crotch 
cloths and Up-right 
joint catch cloths. Made 
of world-prize HER- 
RINGBONE TICKING 
or imported English 
MOLESKIN. If = your 
jobber cannot supply 
you write us for litera- 
ture and prices. 


GEO. E. WILLIAMS, Mfr. 


3035 ALDRICH AVENUE, MINNEAPOLIS, MINN. 


W. E. REPEATING COILS 


Non-Ring Thru for cord circuits 


27A—Single Coil—each ........ 


.$2.50 


25A—Double Coil—per set - ..- 5.00 
25S—Double Coil for 48 


volt trunk—per set 


Ring-Thru for Phantom Circuit 
77A—Single Coil—each 
76A—Double Coil—per set 


W. E. RELAYS 


W.E. A25 and A26 Line and Cut-Off 
Relays—10 pair on #737-A Mounting, 


per strip 


TELEPHONE REPAIR & 
SUPPLY COMPANY 


1760 Lunt Ave. 


Chicago 26, Ill. 





BUCKEYE 


The 802 has "Packaged Part" 
components that assure on 
the spot replacement. 

(Equipped with Type A.E. 
#24 dials when specified.) 


Equipped with capsule type 
receiver and transmitter, the 
802 is available for either 
automatic or manual service. 
Complete with new cords. 


BUCKEYE 


TELEPHONE & SUPPLY CO. 


1250 Kinnear Road 


Columbus 8, Ohio 








Duplex Horns, 48 V-DC. Relay. 90V - 20 Cycle. 
$15.00 ea 


Copper Oxide Rectifiers, 


Input, 105-125 V - 60 


Cycle, 40 Watts. Output. te 120-V. Amps. 
3. ree $10.00 

Voltage Regulators. AC. 110-115-112 Volts. 
$15.00 ea. 


INDEPENDENT TELEPHONE 
REPAIR CO. 


2137 W. 2st St. 


Chicago 8, IIlinols 














Rebuilt, Refinished 
Loud ringing bells. 1000 
or 2500 Ohm @ $8.00 
each. With Condensers 
@ $9.00 Each. 

F.0.B. Chicago, III. 
INDEPENDENT  TELE- 
PHONE REPAIR CO. 

2137 W. 2ist St. 

Chicago 8, Illinois 





CORDS 
BUTTED AND REPAIRED 


@ 25 cents each. 
G. L. Martin 
274 South Dade Ave. Ferguson 21, Mo. 


FINANCIAL—Independent tele- 
phone company needs $50,000.00 
long term money, first mortgage. 
Operates 1,500 stations in eight 
exchanges connected by own toll 
lines in southern Apache and Nav- 
ajo Counties. Thirty thousand to 
retire indebtedness, twenty thou- 
sand for capital outlay. Mortgage 
security would represent one-third 
ratio to two-thirds equity and sec- 
ondary securities. Navajo-Apache 
Telephone System, Inc., Holbrook, 
Arizona. 





USE TELEPHONE ENGINEER AND 
MANAGEMENT'S CLEARING HOUSE 


To lecate workers—jobs—merchandise. A small 


ad covers the field. 








WANTED TO BUY 
Dial Equipment 
Automatic Electric Switches 
235815 A per H-58452, Figure 2 and A. 
D-235841, per H-58457, Figure 1 and S. 
D-856253 — C, per H-58345, Figure 1 
and C, KI, Y. T and W. wiring and ap- 
paratus. 
D-856612, per H-61240, Figure 1 Supv., 
Test trunk Alt. 

18501 A Master Switch 
D-205307, per H-58467, Figure 1 
Western Switches 
ED — 31740 — 30 — List 4 W. Y. 
ED — 31818 — 31 — List 6 and 10 
ED — 31762 — 30 — List 4 
State Quantity, Price and Condition. 
Write Box No. 8843, c/o 
Telephone Engineer Publishing Corp. 
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, Small Defense Plants Administration, | 
Use This ARCO Old Washington Post Building, 1337 
j j j E. Street, N. W., Washington, D.C. 
Hand-Line Throwing Weight Sas aia tie 
| Copper AND Brass Propucts: A 
| file-size bulletin listing nearly 70 
catalogs and technical handbooks on 
| copper and brass products is available 
/on request from Chase Brass & Cop- 
per Co., Incorporated, subsidiary of 


St., Waterbury 20, Conn. 

Publications in the listing include 
descriptions of copper and copper 
engineering alloys; copper bus con- 
ductors; copper wire, cable and mag- 
net wire; copper water tube and fit- 
tings; brass and copper building 
products; copper tube and fittings 
for radiant heating; condenser and 
heat exchanger tubes; brass and cop- 
per industrial wire cloth; brass and 
copper rivets, burs and washers; and 
pipe and tube products. 

The bulletin also lists available 
newspaper mats, data charts and ra- 
dio scripts for the promotion of 


brass and copper products. 
PI | 
e e ® 











Corps: Attractive catalog de- 
scribes complete line of Runzel nylon 


Catalog is packed 






telephone cords. 


REDUCES with valuable data and information. 
PERSONAL For your copy write Runzel Cord & 


INJURY pi “_ 1727 W. Montrose St., Chi- 
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DiesEL ELectric Sets: The 
story of Diesel Electric Sets that play 
an important role in our communica- 





A new pear-shaped 
weight has been in- 
troduced for use as a 
Hand Line Throwing Weight by Tele- 
phone and Power Linemen or Tree 
Trimming Crews. It is made of rubber 
with a lead core and is just the right 
shape, size and heft for easy throwing 
and threading through tree branches. 
Ready for easy and quick attachment to 
any type of hand line. Size 4-1/2” long 
by 3” diameter at widest point. 






tions system today is told in a new 
booklet, “Power Guards for Commu- 
nications,” published by Caterpillar 
Tractor Co., Peoria, Ill. 

The eight-page booklet deals with 
the application of Diesel-powered gen- 
erators as standby and main power 
sources of all types of communica- 








Price tions. 
these units in telephone exchanges 


Results of actual operations of 





ARCO Throwing Weight With- 

I MNOS bbe kaise ssn > oo oe AO DTOO BR, 
ARCO Throwing Weight 

With 100 ft. 1/4” Manila 

Handline securely attached .$5.00 Ea. 
Weight without rope ....... 13-1/2 oz. 
Weight with rope ....2 Ibs. 13-1/2 oz. 
Prices slightly lower in dozen lots. 

F.O.B. Detroit 


BARTLETT MFG. CO. 


3003 East Grand Blvd., Box 52 


DETROIT 2, MICHIGAN 
MAKERS OF BARTLETT COMPOUND LEVER 
INSULATED TREE TRIMMERS 





and radio and television stations are 






discussed. 

Pictures of radio and TV stations 
and telephone exchanges in all sec- 
tions of the United States and Cana- 
da are contained in the booklet. A 
chart on the back cover lists the sizes 
of Caterpillar, Diesel Electric Sets. 

“Power Guards for Communica- 
is available 











| tions” — Form 30596 — 
from your Caterpillar Dealer or from 
Caterpillar Tractor Co., Peoria 8, Ill. 











Kennecott Copper Corp., 236 Grand | 


For Chemical 
Brush Killing 


3 Leading Lines of 
Products You Need 


yl a 
2,4-0-2,4,5T 
aRUSH KILLER 



























Champion Hand Sprayers 


Read all about them in 


Your No. 77 Suttle Catalog 






Serving 
Independent Telephone Men 
Since 1910 


LAW RENCEVILLE ILLINOIS 








YOUR JULY, 1953 TELEPHONE ENGINEER & MANAGEMENT 


























se <i S&S C35 Cs C2 


se €24 












STROMBERG # CARLSON 


ransmitter 


Published by the makers of famous XY Equipment 





VOL. 2 NO. 4 JULY 1953 





What’s New in 
Information Desks 





\ 
\ By Harry M. Bruckart, 
Assistant Chief Telephone Engineer 
\ 
. Several new types of Information and 
Special Service desks have recently 
\ been added to the Stromberg-Carlson 
line. With the addition of these 
\ desks, equipment is available to meet 
\ almost any traffic and operating re- 
quirements. 
\ Cord type Information or Special 
Service positions of various types 
y) have been available for some time. 
N These have their greatest use where 
it is necessary for the operator to 
\ extend or complete calls, such as 
where the operator also serves as the 
\ Telephone Company PBX operator. 
N An Information Operator, however. 
does not normally extend calls, and 
\ for such conditions Stromberg-Carl- 
N son offers three types of equipment. Sloping front information desks. 
\ Turret Type Offers Economy te oe ssa a 
and Simplicity trunks and also more working space services. 7 _ ange Pe 
\ The simplest of these is the Turret for using Information or other files. If with Stromberg- ar son ei equip 
Type. This uses a standard Model more than one position is required, ment and uses the —_ yp Te 
\ 50) DUK caine sel provides for they are normally located in a stag- — a apr apa geoo 
\ terminating 20 Information, Inter- gered line (see photograph a —— pr 2 pss = " 
cept. or other Special Service trunks. page) = ee oti of dial equi] . 
5 a: ees ES a ei ore in opposite directions. Ss °S 
p “ ee — the acne of 36 Information, For The Multi-Exchange Office 
\ on any convenient desk or table so ‘Intercept, or other Special Service The third and most recent type of 
. shes the operator can perform other trunks together with Supervisor i. Special Service desk to be developed 
duties if traffic warrants, Sinele key Verification, and miscellaneous by Stromberg-Carlson has been de- 
\ operation is used on all normal calls trunks. Any number of positions — signed in both Flat-top and a 
and the turret provides a rapid, de- be multipled together. In this ei top models. The Sloping-top qf 
\ pendable service with a minimum of of desk, the trunk relay pe (illustrated above) is intended si 
investment. If conditions require, mounted on racks outside the desk. use with book type Information files; 
additional turrets may be added in , : the Flat-top model (not illustrated ) 
\ multiple with the first. Adaptable for Many Uses is intended for use with rotary files; 
The Flat-top Information Desk pro- the Flat-top model can also be used 
Larger Offices Prefer vides all the services required in a for Rate and Route wae _ 
Complete Desk Facilities dial office such as Toll Information, equipment and ag - a 
The second type now available is the Local Information, Intercepting Serv- for either type desk. 1is des ‘ 


Flat-top Information desk. This desk 
provides both for terminating more 





ice, Repair Service, Rate and Route 
Clerk and other special answering 


a capacity of 100 Special Service 
Trunks and up to 20 operator posi- 







































Flat-top 
desks 
shown 





Turret type information desk. 


information 
(3 positions 
here). 


tions may be installed in one group. 
A very rapid board, it is intended for 
large offices or multi-office areas; 
however, it is probable that the sav- 
ing in operators will prove it eco- 
nomical wherever more than two op- 
erators are required with the older 
type of desks. 


Equipment and Operation 


This newest type of equipment uses 
a call finder — an arrangement uti- 
lizing standard XY switches, which 
“find” the call and connect the call- 
ing party to an idle operator. A spurt 
of tone signals the operator that she 
is connected to a calling party. A 
row of identity lamps indicate the 
type of call, such as Toll Information, 
Local Information, Intercept,  etc., 
and she answers accordingly. 

When through with the call, the 
operator flicks the “release” key 
which releases the call and places her 
in position to receive another call. 
Two link circuits are provided in 
each position and the operator can 
hold one call and answer a second 





call while looking up information on 
the first call. 

Calls are rotated among all staffed 
positions, assuring an equal traffic 
load to all positions. In addition to 
normal answering service, the board 
provides a number of other features 
including Flashing distant operators, 
Verification, Transferring calls to 
Supervisor, Local dialing and Call 
Splitting. 


Calls Can Be Classified 

As many as ten different classes of 
service may be provided. The pref- 
erential classes of calls are picked 
up first. To guard against excessive 
waiting time for less preferential calls 
during busy periods, a simple “gate” 
system is provided. This insures that 
all calls waiting are answered within 
a reasonable time. 

This desk and its associated equip- 
ment uses standard XY switches and 
twin contact relays throughout. It 
provides large trunk capacity, ex- 
tremely rapid handling of calls, a 
minimum of operator effort and de- 
pendable service. 


MEET 
W. J. Pfaender 





Over 28 years with Stromberg-Carlson! 
That’s the record of William J. (Jim) 
Pfaender, manager of the Chicago office 
of the telephone division. And almost 
every day of that long experience has been 
gained right in the midwest. 

Jim Pfaender was born February 17, 
1899 in New Ulm, Minnesota, a town 
which his grandfather had helped found. 

In 1918, Jim went away to study at 
the University of Minnesota, later sup- 
plementing his education with a law 
course from the American Extension Uni- 
versity. 

In New Ulm, he was soon baptized into 
the telephone industry, rising to wire 
chief for the New Ulm Rural Telephone 
Co. In 1923, eager to learn more about 
his chosen field, he attended the Western 
Electric Company’s telephony school in 
Chicago and worked for that company 
as a circuit draftsman until September, 
1924. 

His first Stromberg-Carlson duties in 
1924 were with the radio department, but 
he soon moved into the telephone divi- 
sion, serving as a sales representative for 
Indiana, Illinois and Iowa. On June Il, 
1940, he became manager of the Chicago 
office. 

Just prior to World War II, he took up 
the challenging task of expediting mater- 
ial and equipment for the factory, directly 
contacting 250 manufacturers and sup- 
pliers. He resumed his regular duties in 
1943. An avid marksman, Jim is proud 
of the high place he won in the Marine 
Corps Match at the National Rifle 
Matches in 1922, He also enjoys fishing, 
hunting and playing “a poor game of 
golf.” 

Jim and his wife Ellen have one daugh- 
ter, Mrs. William R. Hurley, and a grand- 
son of 34 years who, Jim says, is the 
real boss of the family. 

An active member of the U.S.I.T.A., 
Jim has served on its banquet committee 
several years. He has also been a mem- 
ber of the committee that provided enter- 
tainment for the Pioneer Telephone As- 
sociation. 

Thoroughly convinced that telephony 
is here to stay, Jim Pfaender is looking 
forward eagerly to another 28 years of 
progress. 
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Back of every measurement — be it 
linear measure, temperature, timing 
or voltage, to mention a few — is 
the age-old question: “What shall | 
use to take my reading, and how ac- 
curate is my measuring instrument?” 

This, briefly, is the two-fold job 
of the Instrument Laboratory at 
Stromberg-Carlson. Organized about 
fifteen years ago as a separate de- 
partment serving all divisions of the 
company, the Instrument Laboratory 
is a central depository for receiving, 
checking and loaning out thousands 
of different types and sizes of deli- 
cate, precision test apparatus. 

Otto Timm, the Engineer-in-charge, 
came to Stromberg-Carlson in 1944 
after many years experience in the 
manufacturing and servicing of radio 
home receivers. Before assuming his 
present responsibilities he worked on 
final testing of government radar 
projects during World War II. Floyd 
Rohdes, a graduate engineer from 
Rensselaer Polytechnic Institute, is 
Co-Engineer. Raymond Dunn, Tech- 
nician, divides his time between the 
Instrument Laboratory and the Re- 
search Department. 

Recommending the proper instru- 
ment for a given use, locating this 
equipment in the storage vaults, and 
keeping track of apparatus on loan is 








a big part of the work. Detailed de- 
scriptions and records are maintained 
in dual cross-indexed Kardex files. 

With so many instruments in con- 
stant circulation, the calibration and 
maintenance of this equipment be- 
comes a major function of the Labor- 
atory. To insure the highest degree 
of accuracy, standards of capacitance, 
inductance and resistance are main- 
tained. These standards are periodi- 
cally re-certified for accuracy. Volt- 
age and current calibrations are re- 
ferred back to a standard cell which 
is in turn re-certified at stated inter- 
vals. 

Because of the centralization of 
these functions and the “central 
bank” principal, the engineering per- 
sonnel in all Stromberg-Carlson divi- 
sions—Telephone, Radio-TV, Sound, 
Broadcasting and Research—have 
available more and_ better instru- 
ments, constantly checked against ap- 
proved standards. 


Reading clockwise: 


1. Floyd Rhodes calibrating an Impedance 
Bridge 


2. Otto Timm shows one cabinet used for 
instrument storage 


3. Capacitance calibration of Q-Meter 


4. Calibration of a D.C. Voltmeter 










































By midnight Saturday, March 21, the 
XY Comes to Fulton manual wuiichiveaid at the Morrison 


(Illinois) Telephone Company was a 












and Morrison, Til. maze of lights. Eager citizens were 
jumping the gun, in their zeal to try 
out the new Stromberg-Carlson XY , 


dial system they knew was to be cut 
over that night. 

Shortly after midnight, manager \ 
Fred meet began pulling the —_ 
and a new milestone was passed i 
the 52. -year history of this coon 
sive independent company. 

John A. Riordan (shown left) , 
president of the Morrison Telephone 
Company, was among the first to test 
the system, placing his call appropri- 
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ately to F. Trautwein, founder of the 
telephone company and currently its ) 
treasurer. Vice-President J. A. 

Fletcher was also present at the cut- y 
over. . 


Serving 3.840 telephones, the new 
XY system has been enthusiastically ) 
received by subscribers in the Mor- 
rison, Fulton, Fenton and Lyndon 
areas. It is housed in a new, cli- \ 
mate-controlled 28 by 56 foot build- 
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(Photo courtesy Whiteside Sentinel) ing. 





Munger, Michigan, Puts its New ) 
XY Exchange In The Front Window _ {| 


\ 
=. = 4 For some months before the good Mr. Robert Stuhler, owner-man- 
iii i citizens of Munger, Michigan, could ager, and his wife Holly, had more y 
 MUNEER TELEPHONE €x 4 _ talk over their Stromberg-Carlson XY _ than a passing interest; their whole . 
Mt. a» Dial System, they were talking about future was at stake. It wasn’t easy 
it. For the equipment was placed as they and their three year old \ 
right up front; through the large daughter moved into the small brick 
plate glass window passersby could a sleeping beside 
watch the installers at work erecting 'e& Switchboard in order to save \ 


money needed for the expansion pro- 

eram. Mrs. Stuhler took her turn at \ 
the old manual switchboard while Mr. 
: Stuhler used his lineman’s experience 
good service on cut-over day. Few to climb poles and string cable. Now, 
tried to explain the “wizardry” of the with the XY System in operation, 
equipment; all agreed, however, that they both look forward to a lot more 
it would be a fine thing for the town. _ free time. 


the frame, plugging in the circuit 
plates and switches, and performing 
the varied tests which would insure 


















Lineman Stuhler, who is also owner-manager 
of the company, trouble-shoots and handles 
installations himself. 












The XY Dial System installed in 
Munger, although modest in keeping 
with the size of the town, provides 
for many of the latest ideas in dial 
telephony. Conversation timing has 
been included, in order to share the 
lines on an equitable basis. The cus- 
tomers find that most calls can be 
completed easily before the warning 
buzzer sounds after 714 minutes; they 
want to be good neighbors, and ap- 
preciate that it will be several months 
before Mr. Stuhler can complete his 
new cabling program and bring re- 
lief to present crowding on party 
lines. 

The XY System incorporates facili- 
ties for intertoll dialing. and number 


Turning their backs on the company’s old manual board, installing 
foreman Jim Young and operator Evelyn Meinsma handle long distance 
calls on new Stromberg-Carlson No. 3 type toll board. (Photo courtesy 
Whiteside County News.) 


(Above) F. Trautwein, founder of the telephone company, and Mrs. Traut- 
wein, its first operator, were among first to give XY System a whirl. 
President Riordon is at other end of line. (Photo courtesy Whiteside 


Sentinel.) 


Fred S. Haines, general manager of Morrison Telephone Company, sets 
new XY dial system into operation. Eager subscribers started switches 
going as soon as picks were pulled. (Photo courtesy Whiteside Sentinel.) 


assignments have already been made 
which will tie Munger into the same 
zone as Bay City and Saginaw. With- 
in the next few years Munger tele- 
phone subscribers may have the same 
toll-free service to Saginaw and Bay 
City which now exists between these 


two larger cities. 

In joining the select 10% of Michi- 
gan’s 142 independent telephone com- 
panies now operating modern dial 
systems, the Stuhlers have reason to 
be proud of their achievement in so 
short a period of time. There is still 
work to be done to bring the full ad- 
vantages of the system to all their 
customers; when this is accomplished, 
the Stuhlers will have that well-de- 
served vacation. 


Mrs. Stuhler at old manual switchboard. 


Robert Stuhler checks new XY equipment. 
(Photo courtesy of Bay City Times.) 


















Allen Dussett expertly welds the steel members of XY 
| Shelf Frames. The “OK” indicates that one side has 
perfectly mated the test jig. 


Frank Herold feeds an 11’-6’ XY Frame through the 
4-Spindle Drill Press, making the multiple drillings which 
give the XY System its amazing flexibility. 







Accuracy is the watchword as William Faro notches 
both ends of Relay Mounting Strips in the multi-use 
Sturdy Bender. 












FACTORY TRIP 


Not quite the excitement of riveters 
and welders erecting a skyscraper, but 
just as important to the long life of 
a central office installation, is the work 
of the men who build the iron frame 
work on which the equipment is 
mounted. This month we visit these 
men, who combine the brawny stroke 
of the heavy ironworker with the care- 
ful touch of the master machinist. 





















































WALTER EL.is, foreman of Depart- 
ment 37-F, takes us first to watch Carl 
Julstrom operate the Wales-Strippett 
shown at the top. This machine de- 
velops 18 tons pressure; enough to 
drive a punch through 14” stock with 
ease. It is simple to set up, making 
it ideal for this department — the 
many varied short runs which are 
normal in telephone orders. It is 
proving especially valuable for addi- 
tions to those older Stromberg-Carl- 
son switchboards no longer manufac . 
tured but still giving good service. 

We next move over to the welding 
section. Every part is 100% in- 
spected with a test jig after welding 
to insure perfect alignment in final 
assembly. Allen Dussett and co- 
welder Armand DeLucia, helped de- 
sign special jigs for welding XY Shelf 
frames and cable racks: since their 
introduction, the time for completing 
a welded rack has been cut almost in 
half. This is typical of the ideas 
which come from the workmen for 
doing the job better so as to keep 
abreast of increasing schedules. 

We see the long c hannel irons used 
as uprights for XY System bays fed 








from the straightening machine on 
a roller track into the bed of the drill 
press. Tolerance on hole spacing is 
critical; the four spindles in fixed 
relationships eliminate the chance for 
errors in multiple-drilled sections. 
This machine is equipped to take 
Magic Chucks, reduce set-up time. 

The Sturdy-Bender has two princi- 
pal uses: as shown below perforating 
relay mounting strips, and for bend- 
ing flat strips into angles. When 
asked why rolling mill aneles could 
not be used, the foreman explains that 
commercial tolerances were much too 
broad for use in precision work such 
as the XY System. With the Sturdy- 
Bender, commercial 3/16” hot rolled 
strip can be held on one lip to a di- 
mension of 114” +0” — .015”; the 
other side is not critical ee: can ab- 
sorb the commercial variation. 

We ask Arthur Fisher about his 
experiences, spanning more than 30 
years. He came with Stromberg- 
Carlson after 8 years machine shop 
experience. In those days the de- 
partment was practically a blacksmith 
shop; all bends were made after heat- 
ing in a forge. It was he who sug- 
gested cold bending and proved it 
could be done. 

In those days the department had 
5 men and 1 welder; now there are 
28 men and 3 welders. Wherever 
possible, standardization has _ in- 
creased the productivity per man 
hour; however, each man has to be 
able to translate a blue-print or en- 
gineers sketch into a finished steel 
part. His skill will mean the differ- 
ence between uninterrupted service 
or total breakdown in somebody’s 
central office. 
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Acorn Insulated Wire Co. 
Albert, J. E. : 
Allied Chemical & Dye Corp. 
Barrett Division 
Alphaduct Wire & Cable Co. 
America Electrical Heater Co. 
American Steel & Wire Co. -- —-—- 
American Tel. & Tel. Co. 64, 
Ansonia Wire & Cable Co. 
Armstrong Cork Co. 
Automatic Electric Sales Corp. 60, 61, 69, 
Automatic Electric of Canada 


Barber-Breene Co. 

Bartlett Mfg. Co. 

Bashlin Co., W. M. 

Berry & Co., L. M. 

Bishop Manufacturing Corp. 
Blaker, A. W. 

Buckeye Telephone & Supply Co. 
Buckingham Mfg. Co. 


. & D Batteries 

‘able Spinning Equipment Co. 
‘alculagraph Co., Inc. 

‘hance Co., A. B. 

chapman Chemical Co. 

‘hase Brass & Copper Co. 
‘hurchill Cabinet Co. 

‘leveland Trencher Co. 

‘offing Hoist Co. 

‘commercial Cord & Supply Co. 
ommuni-Catering 

‘onnecticut Telephone & Electric 
‘ook Electric Company 
‘opperweld Steel Co. 

Srane, Carl Co., Inc. 

‘ullom & Ghertner 
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Daubendick, C. H. 

Davis Construction Co. 
Diamond Wire Co. 

Donnelley & Sons, R. R. 

Du Pont de Nemours Co., E. I. 


Electric Products Co., The 
Electric Storage Battery Co. 
Ericsson Telephone Sales Corp. 


General Cable Corp. 

General Electric Co. 

General Insulated Wire Works, Inc. 
General Telephone Directory Co. 
Gladwin Plastics 

Gould National Batteries, Inc. 
Graybar Electric Co. 

Greenlee Tool Co. 


Harris-McBurney Co. 
Harrison Construction Co. 
Henkels & McCoy 
Highway Trailer Co. 

Hill, Cyrus G. 

Homelite Corp. 

Hotel Alcarr 

Hubbard & Co. 


Independent Telephone Repair Co. 
Indiana Steel & Wire Co. 
International Harvester Co. 
Insto-Gas Corp. 

International Standard Elec. 


Jaeger Machine Corp. 


Ka-Mo Tools, Inc. 

Kato Engineering Co. 

Kearney Corp., Jas. R. 

Kellogg Switchboard & Supply Co. 
12, 13, 

King, W. T. 

Klein & Sons, Mathias 

Koiled Kords 

Koppers Company 


Leich Sales Corp. a ” 

Lindsay Tel. Supply Company 

Line Equipment Co. 

Line Material Co. — a McGraw Electric 
Co. Div. = Rebecreay 

Loomis Advertising Co. ---_. 

Lorain Products Corp. 

Lowell Ins. Wire Co. - 


56, 
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MacGillis & Gibbs Co., The 
Mahood, Edwin T. 
McCabe-Powers Auto Body Co. 
Midwest Utility Co. 

Mitchell, Jay G. 

Montana Pole & Treating Plant 
Moran, John J. 

Murer & Smith 

Moss, T. J. Tie Co. 

Mutual Liqjuid Gas Equip. Co. 


National Carbon Co. 

Natco Corp. 

National Telephone Supply Co. 
Neale Construction Co. 

Neale, D. J. 

North Electric Mfg. Co. 


Onan & Sons, Inc. 
Overton Co., S. E, 


Page & Hill, Inc. 
Paragon Electric Co. 
Penn Line Service 
Petersen Engineering 
Philco Corp. 

Porcelain Products, Inc. 
Porter, H. K 

Power Equipment Co. 
Premax Products, Inc. 
Pyrofax Gas Co. 


Ray-O-Vac Co. 
Raytheon Manufacturing 
Reilly Tar & Chemical 
Reilable Electric Co. 
Remington-Rand 
Republic Creosoting Co. 
Ripley Co. 

Roll-A-Reel 

nN. FT. & BE. Co. 

Runzel Cord & Wire Co. 
Ryan, F. B. 


S & G Manufacturing Corp. 

Schauer Mfg. Co. 

Sentinel Company, The _- 
Seymour Smith & Son, Inc. —- 
Sherron Metallic Corp. 32 
Sloan, Cook & Lowe 104 
Southern Electric & Transmission 


Stahl Metal Products 66 | 


Stromberg-Carlson Co. 
34, 35, 80, 81, 98, 99, 111-116 
Supreme, Inc. 


Suttle Equipment 104, 110 | 


Taylor-Colquitt Co. 

Tel-E-Lect Products, Inc. 

Telephone Advertising Inst. - 
Telephone Answering & Recording Corp. 29 
Telefon Fabrik Automatic A/S -— 
Telephone Engineering Corp. 104 
Telephone Power & Supply Co. - 
Telephone Repair & Supply Co. - 
Tele-Systems, Inc. 96 
Tele-Wire Supply Co., Inc. — 
Telkor, Inc. 109 
Termite Drills -— 
Texas Creosoting Co. — 
Thompson Chemicals Corp. ee 31 
Trowbridge Construction Co. 


U. S. Independent Tel. Assoc. 
U. S. Motors 
U. S. Steel Corp. 

American Steel & Wire Div. 
U. S. Steel, Coal, Chem. Div. 
Utica Drop Forge & Tool Corp. 


Vannort, B. O. 
Vulcan Electric Co. 


Wall Mfg. Co. 

Waltham Horological Corp. 
Western Electric Co. 

Wiebel, L. H. . : 

WH amS, GeO. Fee a ncsecnsscceisecsecs 
Whitney Blake Co. ....... See 
Wyoming Valley Equipment Co. 


York-Hoover Corp. (Body Div.) 








when 
you talk 


When you have a public relations 
message you want to deliver 
with lots of power 

and just the right tone— 

You are invited to use 


| our wide experience 


and many facilities for printing 
general business literature 

of every kind. 

Please consult us at any time. 
No obligation. 


The Lakeside Press 


R. R. Donnelley & Sons 
Company 


350 East Twenty-second Street 
Chicago 16, Illinois 


Printers - Binders - Engravers + Lithographers 


SINCE 1889 


NATCO 


CLAY CONDUIT 


The proved and standard 
Protection for Underground 
Telephone Cables. 

Cheapest in the long run. 
Highest quality and a ful! 
line of shapes. 


Natco Corporation 


formerly National Fireproofing Corp. 
327 FIFTH AVE., PITTSBURGH 22, PA. 
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Back Of The Book 


By JOHN G. REYNOLDS 


SLIPS THAT SHOW 


LIPS THAT show during the rush of an open 
house provide good conversation pieces. North- 
western Bell’s Des Moines. Ia., open house was no 
exception. There was the cute girl guide who led 
her squad along the course and, throwing open a 
door, led them on the double into the janitor’s closet. 
Also worth mentioning was the vivacious gal guide 
who was showing visitors a large map of Des Moines 
on which pins identified the homes of 1,900 
NWB’ers. Speaking up confidently she said. “This 
map shows where all the pinheads who work for the 
telephone company live.” There was the guide, too, 
who confidently urged his pack of visitors to “Watch 
the handrail and hang on to the steps.” And Miss 
1878, an attractive young lady in a dress harking 
back to that era, introduced her talk with, “/’m 
wearing this telephone to remind you of our Dia- 
mond Jubilee.” 
“And what did you like best about your open 
house trip?” the winsome guide asked a 12-year old 
hoy. “The women,” was his quick reply. 


BERLIN TELEPHONES 


EST BERLIN telephone men work hard at 
thinking up new customer services. 

Officials of the government-owned telephone sys- 
tem want to get their talking instruments used more 
often to offset the sharp decline in subscribers from 
pre-World War II. Telephone subscribers in the 
city’s free sector have leveled off to about 140,000 
compared with 280,000 when Berlin was the na- 
tional capital. 

The new services include advice on where to dine 
and what night club to go to, lunch and dinner menus 
with instructions on how to prepare them, results of 
the weekly football pool, three minutes worth of 
news, a contmuous sounding of the musical note 
“A” for musicians, and the time of day in English as 
well as German. 

The telephone company also will take messages 
and read them back to subscribers. Heavy sleepers, 


who don’t trust themselves with an alarm clock or 
don’t own one, can be awakened by the telephone 
just as if they were in a hotel. 

Henrich Reich, chief of the telecommunications 
section of Deutschepost, which runs the West Berlin 
hook-up, figures these services bring in revenues 
equivalent to 5,000 more subscribers a month. Most 
of them, he says, cost only a nominal sum to provide. 


CHICAGO BIRTHDAY 


HE TELEPHONE had two birthdays in Chicago 
during June. Seventy-five years ago on June 25 
Chicago’s first telephone exchange, opened for 
business. And June 26, marked the 75th anniversary 
of an event of even more importance in the city’s 
annals. For it was on that day in 1878 that the in- 
fant Bell Telephone Co., with headquarters in New 
York, also opened a Chicago exchange. It was Bell’s 
exchange that survived after many years of intense 
competition and patent suits. It was touch and go 
financially, however, for the new exchange required 
nearly $11,000 in capital. Thomas Sanders, Bell 
Telephone Co. treasurer, wrote gloomily in Oct. 
1878, that the parent company had only $111 left 
in the till! 
The early operators were all men, but in Sept. 
878, Bell shattered precedent by hiring its first wo- 
man “hello girl,” a Miss Isabell Munsell. The first 
Illinois woman operator was hired in 1879. The 
number of women increased steadily but they were 
viewed with misgivings. A Boston inspector warned 
that “the fact remains .. . that the office manager, an 
unusually well balanced man, is liable to form pref- 
erences in favor of some to the exclusion of others.” 


RUNAWAY TELEPHONE 


HEN AN eight-year old leaves the family bed 

and board it usually is “just to see the world” 
or because “mom scolded me.” Equipment for such 
trips seldom includes more than a few cookies, some 
marbles and the family dog. However, things are 
different in St. Paul, Minn., where a pair of twin 
brothers recently embarked on a runaway venture 
carrying the family plug-in telephone. But the 
mother foiled this effort to cut off communication 
with the outside world. She went next door to the 
neighbor’s and called the police. Two runaway 
boys with a plug-in telephone are not very hard to 
find. 


NEW VIENNA SERVICE 


UR OLD FRIEND the Vienna telephone sys- 
tem has introduced another service for its sub- 
scribers — dictation for student stenographers. 

In addition to the time and weather, the Vienna 
phone subscriber, by dialing various numbers, can 
also obtain fairy tales for children, recipes for house- 
wives, snow conditions for skiers and a host of other 
services. 

Now shorthand students who want practice can 
get six minutes of dictation by the same method. 
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PARTNERS IN DEPENDABILITY 


LORAIN PRODUCTS CORPORATION — 1122 Fst. Lorain, ono Suscrcl 





“VUKOVICH 
CAPTURES 
SPEEDWAY 

CLASSIC” 


His blistering win of the annual 500 mile Memorial 
Day Race at Indianapolis, was a great personal 
triumph for Bill Vukovich. However, it represented 
more than an exhibition of his individual skill. 

Actually, the annual Indianapolis Race starts many 
months before Memorial Day. It begins with a care- 
ful analysis of past performances. This analysis pro- 
duces the facts which are the basis for performance 
standards which have to be built into a car in order 
to win the race. Beneath the veneer of glamour and 
excitement, it is apparent that success in automobile 
racing, too, depends upon careful planning and skill- 
ful execution by proper personnel. 

For many years our organization has enjoyed out- 
standing success in providing telephone companies 
which we serve with greater net profits from directory 
operations. This success is due to careful analysis, 
proper planning and skillful execution of our proven 
plan by especially trained representatives. 


GENERAL TELEPHONE 
DIRECTORY COMPANY 


You have to be the best to be the leader 


By applying our proven standards of measurement 
to a directory, we can accurately pre-determine the 
amount of net revenue that it should produce. And, 
even more important, our organization can then pro- 
duce that amount of net revenue for the telephone 
company from its directory. 

A comparison of net revenue from your current 
telephone directory with what was produced by the 
previous issue may show that your company is enjoy- 
ing increased revenue. However, it may be that you 
are passing up additional net revenue which you 
should logically expect your directory to produce. Let 
our representative analyze your current directory and 
tell you whether or not you are letting extra profits 
slip through your fingers. 

There is absolutely no cost or obligation for this 
analysis. Simply telephone or write to our nearest 
office and ask to have our representative call at your 
convenience. 


Our Complete Directory Service Plan includes 
all phases of directory publishing; sale 

of advertising, compilation, proofreading, 
paging, printing and preparation of 
directories for delivery. 


Natien-wide Pullishers of Telephone DHirectortes 


Lubbock, Texas 
1415 Avenue M 
Telephone 2-6330 


Spokane, Washington 
N. 108 Washington 
MAdison 8644 


Long Beach, California 
604 Pine Avenue 
Telephone 6-7221 


Des Plaines, Illinois 
1800 Busse Highway 
VAnderbilt 4-2164 


Complete information 
available without obligation 
from our nearest office 





